Read the Fifth Installment of the Hardware Age System of Accounting—in This Issue 
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\\ ] HEN garage doors are locked open by the Stanley Garage Door 
Holder 1774, no ‘‘tug of war’ nor tug of wind can budge them. There is no dange 
the wil eam a inst the car as it enters or leave o~ e garage. 


An interestin ped with Stanley Garage Hardware is illustrated and described on Pa 


THE STANLEY WORKS, Sieg seeds ieciet U. S. A. 


New York, 100 Lafayette Street Chicago, 73 Ea st Lake Street 
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1847 ROGERS BROS. 


Stuums~> SILVERWARE SCRE BIIIS U5 











iss7—Seventy-Year Plate—1917 


When recommending for quality, you can 
always be sure of 1847 ROGERS BROS., 
which has had the practical demonstration of 
seventy years actual service. 

As to pattern, note how harmoniously the 
Heraldic in both hollowware and flatware com- 
bines with the furniture in this picture. 


INTERNATIONAL SILVER COMPANY 
MERIDEN, CONN. 
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“We Want Your O. K. on 
a Our Brakes Before We Go” 


Be sure of the most important part of your car—brake lining! 


Your life depends on it. In traffic, on hills, in an emergency, it will 
act quickly, surely. 


Be sure your brakes are O. K. 
Before you leave the garage, ask the expert there. 


Ten to one you need new brake lining. Ordinary woven lining slips, 
grabs, wears out. 


Reline your brakes at once with the brake lining that can’t slip or grab, 
and that outwears any other lining—Thermoid. 


Three Reasons for Thermoid 


Thermoid has three exclusive features: ride with you by driving in a car whose brake 
f lining is defective. 
1. It has 50% more material than any 


woven lining. Make it a point today to go to your automobile 


man and have him test your brakes. Hf they 
are not O.K. have him reline them with 
Thermoid Brake Lining. Specify Thermoid. 


2. It is grapnalized. (This makes it 
impervious to all moisture, dust, etc.) 


3. It is hydraulic compressed. : . . - 
Every inch is sold with this guarantee— 


Don’t risk your life and the lives of those who “Thermoid will make good or WE WILL” 


Thermoid Rubber Co., Trenton, N. J. 


-E-F-M-@ > 


BRAKE LINING 


50% more material~ Grapnalized = HHydraulic Compressed: 
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The Genuine Walworth Stillson Wrench 


The Walworth Parmelee Wrench 
The Walco Adjustable Hex Wrench 


HAVE MADE AND ARE MAKING HISTORY 


NEW YORK BOSTON CHICAGO 


1842 1917 


Copyright, 
Walworth Mfg. Oe. 


Greeting 


© Those customers who have given us their loyal 
support through these seventy-five years of service, 
we express our deep appreciation. To those who 
have joined the ranks from year to year and have 
stood stanchly by us, we extend our grateful thanks. 


To them all we make our pledge of continued 
effort to give fair play and sound product. We 
assure them of our sincere desire to stand for all 
that is best in industrial life. 


As an evidence of our purpose we are dedicating 
to them in this our seventy-fifth year The Wal- 
worth Craftsman. His cleanness, strength and 
earnestness embody the ideals for which we are 
striving. 


WALWORTH MFG. CO. 
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What makes one wrench better 
than another—why is it that some 
wrenches are just wrenches and 
others are—Coes Wrenches? 


Well, it’s a matter of three things 
—experience in making wrenches, 
the construction of the wrench and 
the materials used. 


Now, if you will just make mental 
note of these three things you will 
find it makes good wrench sales talk. 


















First: we've made good wrenches 
for 75 years and have been learning 
something about them every day. 





Second: we have tested and tried 
all manner of wrenches until we have 
boiled the construction down to a 
few standards with few parts and 
simple arrangement. 


HLL | TOT HHT 


1 


Last: we use not only the best 
metal we can but we shape it and 
work it to get maximum strength. 
The result is—Coes Wrenches— 
supreme for 75 years. 


Coes Wrench Company 


WORCESTER, MASS. 
J.C.McCarty & Co. J.H.Graham & Co. 


29 Murray Street, New York 113 Chambers Street, New York = 
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The Handiest and 
Most Practical Outfit 
Ever Sold 


There are lots of odd jobs about the 
home, farm or shop that can be done on 
the STEWART HANDY WORKER. No 
other tool on the market has so many 
practical uses. Can be used as a grinding 
machine, pipe vise, regular vise, as a drill, 
anvil, as a hardie, in fact, there are a hun- 
dred and one useful things that can be 
done with this wonderfully convenient 
necessity. 


This STEWART HANDY WORKER 
is made in the big factory where world- 
famous Stewart Sheep Shearing machin- 
ety, Horse-Clipping machinery, Gasoline 
Engines and Flexible Shafting are made. 


The same care marks its manufacture 
and it will give the same splendid service 
that all the products of this factory are 
guaranteed to give. 


You can push the STEWART HANDY 
WORKER with the assurance of it giving 
absolute satisfaction. Boxed, 90 pounds; 
list, $12.50. From your jobber or direct 


—a good profit to you in every sale. 


Chicago Flexible Shaft Co. 


606 N. La Salle St., Chicago 
New York Branch - 16 and 18 Reade St. 
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Large, Profitable Orders Await You In 
The Machine-Shop Tool Rooms 


In your vicinity there’s a field for big, profitable orders for machinists’ 
tools—expensive ones; verniers, micrometer sets, gauges, etc. 


Keeping in close touch with purchasing agents in these shops and 
letting it be known that you carry 


BROWN & SHARPE TOOLS 


is certain to land your share of this business. 


UULIVONUNQGNEEAUVEOOUEUUOOUOUUUUUUUOOUAAOUOGASEQNEAEOOODOOUUUGAGAEE TEAUUCOUUUTOUAOUEOAGCTO UOTE eee 


Three generations of mechanics have known and relied on B. & S. Tools. Because 
nineteen seventeen will be a particularly prosperous year in machine shops there 
will be heavy sales of this world-known line everywhere. 





PTTL ALLLLLLLLLLLLLLLPLLL LLL 


Why not have your share of this business? 











We Protect We'll gladly send you our 
The Dealer catalog 27 and complete infor- 
mation regarding our line on 
request. Send for it today. 


BROWN & SHARPE MFG. CO. 


PROVIDENCE, R. 1, U. S. A. 











STIMULI T 
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PRESTIGE 


S built up only by the most 
careful attention to every 


etail that will insure the highest 
quality. 


Over fifty years of extreme care 
in each manufacturing operation 


has established for Nicholson Files 


a prestige that is world-wide. 


Their absolute uniformity in shape 
and cut, and the quality and tem- 
per of steel are factors that have 
made Nicholson Files pre-eminent. 
Our catalog and booklet ‘File 
Filosophy”’ will interest you. They 
can be had for the asking. 


NICHOLSON FILE CO. 


PROVIDENCE, R. I., U.S. A. 


February 24, 1917 








February 24, 1917 HARDWARE AGE 





Keep Your Eye on 
This Trade Mark 


You know what the famous old 
marks—"‘Little Giant,”’ “Lightning,” 
“Green River’’ and “‘Smart’’ mean to 
users of screw cutting tools. 

The GTD mark means all of this 
and more—it means that the organi- 
zation back of these trade names 
(Wells Brothers Company, Wiley & 
Russell Mfg. Co. and A. J. Smart 
Mfg. Co.), now work as one unit to 

perpetuate and if possible 

to improve the high stand- 
ard of quality of their 
taps, dies, screw plates, 
reamers, gages and 
threading machines. 


eo 
Daring 
Publicity 
Program 


Not only are we using increased adver- 
tising space in the important trade pub- 
lications, but we are making a big, broad, 
general appeal in several national publi- 
cations, such as 

Saturday Evening Post 
Popular Mechanics 
Scientific American 
Literary Digest 


What This Means to the Dealer 


This means a tremendous publicity for 
our GTD trademark and a prestige for 
our tools that must result in increased 
sales over the hardware counter. 


Watch for the page advertise- 


ment in Saturday Evening 
Post March 3. 


We still have a few copies of a pamphlet 


REG. U. S. PAT. OFF. 


issued to our salesmen and representatives 
announcing our advertising and selling 
plans. They are not secret. If you would 
like a copy, say “Send me GTD Plans.” 





No. 37 Catalog shows the complete G. T. D. line of Taps, Dies, Screw Plates, 
Reamers, Gauges, and Threading Machines. Send for your copy—now. 


Greenfield VapzrdD ie Gorporation ¥ vers Sm 


13 So. Clinton St. 


Gages ‘Taps Dies PP 


Wells Brothers Co., 


Greenfield,|Massachusetts USA. “Sess. 
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WHEN ORDERING 


STILLSON WRENCHES 


Demand TRIMO With the 


Steel Frames and Nut Guards 


Of all Stillson Wrenches 
TRIMO 1s 
the Best 


Send for Catalog No. 133 


MADE BY 


TRIMONT MFG. CO. 


55-71 Amory Street Roxbury (Boston), Mass. 
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=Hex Mesh Poultry Net 
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Ready Cash 
Means Ready 
Sales— 


Farmers invest their money where it 
will bring full value in return. They 
never squander it. They are noted as 
shrewd and careful buyers. 


And they are ready to invest now in 
Excelsior Hex. Mesh Poultry Netting. 
Good crops and war-time prices have put 
them in the spending mood. Now it is 
‘your turn to reap the harvest, in 
sales and profits. 


Excelsior Galvanized Poultry 
Netting is made of hard steel 
wire in all standard sizes and 
widths and in all meshes. The 
length of each roll is guaranteed 
150 feet. Help the farmers 
enjoy their prosperity and get 
your order in early. 








Wright Wire Company 
WORCESTER, MASS. 


Branches at Boston, New York, Philadelphia, 
Chicago, San Francisco 
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Wickwire Cortland 
Brothers New York 


Inc. 





There's more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving "the best value and highest quality le. 

We mine our own ores, operate our own blast furnaces, open hearth m 
etc. In short, we control every step in the manufacture, and therefore can poor Hn the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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THE STANDARD SPRAY PUMP 


A Simple, Powerful, Low Priced Pump for Every Kind of 


Spraying, Whitewashing and Disinfecting 
MADE ENTIRELY OF BRASS GUARANTEED 5 YEARS 


Standard Spray Pumps 


Push the fruit crop in your territory this spring by 
selling standard spray pumps during ‘“‘blossom-time.” 
Stock the standard as a bucket pump for small 
orchards; as a barrel pump for large ones and for 
““truck”’ crops with knapsack and “‘potato”’ attachment. 


Thus you will have a profitable, high-quality pump 
of great power for every spraying need. 


Spraying costs are cut a third with the Standard 
pumps. They save one-half the time taken by the 
next quickest methods. These are points which should 
help your sales. 

Send for our circulars and learn about our propo- 


sition. 


The Standard Stamping Co. 


Marysville, Ohio 
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Figure Skates 


Scandinavian and Continental 


Popular Models for 1917-1918 


No. 92—Scandinavian Pattern; saw- 
tooth toe. Runners made of Chrome Nickel 
Steel, tempered. Foot plates Swedoh Steel, 
drop forged. Toe plates detached from 
front of runner. Special welded construc- 
tion. All parts full polished and nickel 
plated. 


No. 94—Continental Pattern; saw-tooth 
toe. Runners made of Union Steel, tem- 
pered. Toe plates of Swedoh Steel; fas- 
tened to front and post of runner with cor- 

Model of Nos. 94 and 95 rugated braces. Nickel plated. 
No. 95—Continental Pattern; same as No. 


94 except runners made of Chrome Nickel 
Steel, tempered. All parts polished and 


nickel plated. Highest quality. 
C=] st No. 96—Continental Pattern; same as No. 
95 except toe plate detached from front of 


runner. 


The Union Hardware Co. will manufacture large quantities of 
the above line of Ice Skates to satisfy a heavy demand for skates 
of these patterns due to a country-wide interest in fancy skating. 


Late delivery of special steel for the manufacture of this line 
prevented our furnishing them to the trade for the season of 
1916-1917. We are prepared for a big 1917-1918 business. 


Place your order now. 


Manufactured by 


UNION HARDWARE CO. 


Torrington Conn. 
New York: 99 Chambers Street 
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All Concentrated onYOUR Store 


ERE are the five 

largest buyers of 
varnish products. The 
business of any ove of 
these classes means a 
great deal to you—but 
Pratt & Lambert Ad- 
vertising does not stop 


there. By means of 
aiggatt national publicity and 

y other methods, Pratt & 
Lambert-Inc. bring the trade 
of all five of these buyers to the 
stores carrying the P&L Line. 


_— 


yl I Hove's how_to 


Pratt &: Lambert Inc’ } 
~ Brings this Business to foyoug 


r SHROUGH national advertising in great magazines i 
totaling over six million, the home-owner comes to yA gf fi i, yA i 
look upon Pratt & Lambert Varnishes as the nat- i 
ural thing to buy. Personal letters, and advertisements 
in such publications as Factory Magazine, emphasize to 
business men the facts which they have already read in 
the magazines. Our Architectural Service Department 
continually writes letters to each of our country’s ten thou- 
sand architects. Architects and contractors are also 
reached by P&L advertisements in the architectural publications. Seven times a year, seventy thousand painters 
eagerly absorb the helpful information in our painters’ magazine, Varnish Talks; and the final effects of all these 
untiring influences can be focussed on YOUR STORE if you will make it a Pratt & Lambert store ard let 
our store helps ard selling methods direct YOUR SHARE of this huge business TO YOU. 


PRATT & LAMBERT .INC. 
Varnish Makers 68 Years 
114 Tonawanda St., Buffalo, N. Y. 


Factories 
New York Buffalo Chicago 


Get Your Share oe Sietadinees Contd Hembure 


of the great and growing 
sales from which P&L Deal- 


i senabace Pratt fambert amish roposition 
QualityL Sales Profits | Repeats--- 


Proposition — and do it to- 


day — NOW! 
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OCKET BEN had an 
Ps. for the sales sheet 

when he had that box 
designed. That shade of 
brown, that white corner 
edge, that orange script 
lettering, all trade on six 
years of Big Ben publicity. 


They all work to shorten 
the distance from the cus- 
tomer’s pocket to the till. 
That box is a sales talk and 
recommendation all in one. 

The good looks of Pocket Ben 
himself clinch the deal and it’s a 
matter of take in the money and 
ring up the sale. 


From the way orders are com- 
ing in, he’s out to break sales 


records. It looks as though he 
was going to put it over big. 

Pocket Ben is well designed and 
finely finished. The case is nicely 
rounded and well-proportioned, 
the dial, clear and distinct. It 
has the same style, light running, 
reliable movement that makes 
Westclox so successful. 


Each dozen is packed in a car- 
ton with two display cards and 
a novel display stand for your 
window or show case. 


With an order for three dozen at 
your request we send a handsome walnut 
display rack shown above, a very attract- 
ive fixture. 


There’s a good margin of profit in 
Pocket Ben. The box and selling helps 
create a good demand. Is it any wonder 
they sell faster than we can make them? 
Furnished in nickel or gun metal. 


Western Clock Co. 


La Salle, Ill., U.S.A, 


Makers of Westclox 
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1. Bought for cash. 
2. Had goods charged. 


A customer buying at your store 
must have done one of five things: 


3. Bought C. O. D. 
4. Bought on approval. 
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5. Paid on account. 








The new N.C.R. Credit File completes the chain of 
protection started by the up-to-date cash register. 


Mistakes and losses occur in all 
transactions between customers and 
clerks because clerks forget, are care- 
less or indifferent. 


These mistakes are stopped by the 
up-to-date cash register which forces 
an accurate record of every transac- 
tion just as it is made. 


In addition to register protection 


against loss, the new N.C. R. Credit - 


File provides a convenient and safe 
way to file sales-slips. 


That is how the N. C. R. Credit File 
completes the chain of protection 
started by the register. The register 
forces the record and the credit file 


The National Cash Register Company, Dayton, Ohio 


protects the sales-slip which itemizes 
the transaction. 


This new file is fast, simple, con- 
venient, complete, and safe—above 
everything else, it is SAFE. 


It is fire-resisting, as proved by a 
severe fire test. 


It has a locked compartment for 
posted accounts, to which only the 
proprietor has access. Clerks read 
customer balances through the plate- 
glass top when necessary. 


It will pay you to see this new store 
help at the nearest N. C. R. office, or 
write us direct for full information. 
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MANUFACTURERS : 







THE E-Z WAY 


Petent June 27th, 1916 


ROSE PUMPS 





TWO 
of a 
KIND 


How in the world can 
a man put a ROPE 
THRU THE EYE 
OF A SMALL NEEDLE? Then—how can you put 
three barrels of air thru a smali tire valve? Trying 
the one is as ridiculous as the other. 


Positive pressure, and a steady stream of air from 
A ROSE TIRE PUMP, with its PATENT VALVE 
makes pumping as easy under high pressures as under 
low pressures. 

“The Biggest Seller on the Market’’ 


Dealers! Order these pumps from your jobber. Or, we will send 
you a sample at the regular dealer’s price, transportation charges 
prepaid, if you will send us your jobber’s name. 


J. H. HANEY & CO., —__ Hastings, Neb. 


GREASE GUNS FAN BELTS AND LEATHER SPECIALTIES 
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“A DOLLAR WELL SPENT” 


—said a large hardware manufacturing firm in central Ohio regard- 
ing a “Help Want” advertisement they inserted a short time ago in 





THE EMPLOYMENT EXCHANGE ~ 
of HARDWARE AGE 


Their ad called for a man of experience and 
ability. Applications were received from high 
grade men from all parts of the country most 
of whom had positions. This, mind you, from 
an initia! expenditure of $1.00 the cost of the ad. 


The Employment Exchange is producing 
results like this because it receives the attention 


of thousands of wide-awake hardware merchants, manufacturers, salesmen, etc. 


who read HARDWARE AGE every week. 


If you have an opportunity to offer or a want to satisfy, make use of this depart- 


ment. 


Write for further information. 


HARDWARE AGE. 239 West 39th Street, NEW hones CITY 








February 24,.1917 
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The Two-In-One 
Alaska Freezer 


The ALASKA Freezer can be used with or without the dasher. 


It will freeze rich creams and mousses without the dasher and 


WITH NO WORK 


in 30 minutes. Plain custard creams and sherbets cannot be frozen 
smoothly without a fast revolving dasher. The ALASKA with its open 
spoon dasher will freeze them smooth as velvet in 3 to 4 minutes. 

Buy the all-around ALASKA Freezer. It does all kinds of stunts in 


freezing in the quickest time, and we'll guarantee it will please every 




























customer, rich and poor alike. 





Write today for prices and terms. 
The Alaska Freezer Co. 
Winchendon, Mass. 
AOMNUULAIINILULAIIULOUOINIVU LOUTH 
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BUTCHER TRAYS 


Enameled in White and White 


No. 15—15¥4% x 10% x %” 

“ 17—17% x11%x %” 

“ 19-19 «12%x %" 

“ 25 25% x 19% x 1%” 

“ 250—Same size as +25, with Cor- 

rugated Bottom. 

Note the new +25 and +250 sizes, which have heretofore been largely 
furnished the Importers. 


THE VOLLRATH CO. 


Sheboygan, Wis. 


NEW YORK CHICAGO 
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You can say something about the Peer- 





less, when you offer it to a customer 


O other freezer has features that 
make it so easy to sell. 


You can tell your customer that it makes 
the finest possible ice cream in only three 
minutes. 

You can point out that it doesn't break 
one’s back to turn it— it's ‘‘as easy to 
grind as a watch to wind.” 

You can show her that it makes ice cream 
by the old “French pot’’ method —the 
method that always makes the most even 
and most delicious cream. The cream is 
given a continuous rolling and blending 


The Peerless Freezer Company 


Winchendon, Mass. 


J.C. McCarty & Co., 29 Murray St., New York 


Eastern Sales Agents 


motion not like the beating method of 
other freezers. 

And you can “‘close’’ your sale by point- 
ing out that hundreds of thousands of 
women have found for nearly fifty years 
the Peerless to be the freezer that “‘deliv- 
ers" the best cream with the least effort. 


Order from your Jobber. 
Ask for our Advertising Helps. 








=> 
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Mr. Dealer: 


If not, write us today and 
we will send our forty-page 
catalog with complete in- 
formation on HAND, 
POWER and ELECTRIC 
MACHINES of the better 


grade. 


alll 


Voss Bros. 
Mfg. Co. 


Davenport, Iowa 


is your volume of Wash- 
ing Machine sales and 
margin of profit satis- 
factory ? 
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Profit 





1—Top one piece: 
no leakage. 


vani iron. 
3—Can’t be upset. 





2—Will not rust out. 


able Poultry Equipment 


THE WIDELY-ADVERTISED, QUICK-SELLING 
Blue Hen Line— 


Incubators, Brooders, Feeders, Founts, Chick Food, Remedies— 
ENABLES YOU TO TAKE ADVANTAGE OF BIG DEMAND FOR POULTRY SUPPLIES. 


BLUE HEN COLONY BROODER 
THE BIG BROODER AT THE LITTLE PRICE. 
$14.50 Size Large as many others rated as “thousand capacity.” 


co 


Widely advertised in leading poultry journals and many farm papers. 
Large, Powerful, Cast Iron Heater, with quick, sure, automatic control. 


~ Exclusive Curtain Feature gives fresh air but prevents floor draft. 
Prices No Overheating Brooder House. Heat held down around chicks’ backs. 
‘ " * = — ™ Many Other Special Features illustrated in fine new 1917 catalog. 


NEW ‘‘SELL-ON-SIGHT”’ FEEDERS AND FOUNTAINS 


BLUE HEN “UNIVERSAL” CHICK FEEDER 


BLUE HEN “VISIBLE” FOUNTAIN 
1—Simply attach our base to any screw top jar. 
2—Corrugated sides prevent chicks from jumping in. 
3—Sits absolutely flat, chicks can not upset it. 
4—Chicks can’t fall in or roost on 


bottom one piece. No seams, no joints, 


Made of heavy non-rusting gal- 





It sits flat, chicks can not turn it over. 


4—Chicks can’t climb thru holes. Edges perfectly smooth. 
5—Feed can’t be wasted. Chicks can’t spill it out. 


Easy to Sell. Easy to Use. Easy to Clean. 
ACTUAL SIZE 
9” long, 4%” wide, 
2%” high 


6—Good for all kinds of feed. Grain, beef scrap, milk, etc. 


These Feeders and Founts Sell Like 
Send 10c. postage and we'll send a sample of each. 


edge. 

5—Can be boiled or scalded 
injury. 

6—Made of heavy galvanized iron. 


No Joints. No Rusting. No Wear Out. 


Dimensions of Base: 5 in. diam., 
% in. high. 
Are Not Included. 


Hot Cakes. 


without 


Jars 


WATSON 





Let Us Mail Our Complete Catalog and 1917 Proposition 


MANUFACTURING CO. __ Drawer 563-H Lancaster, Pa. 















































Stock Cleveland Grindstones 
and Increase Your Sales 


You add to your selling power and make sure 
profits by the sale of “Cleveland Grindstones” and 
gain new customers and secure more business from 


old customers. 


Every hardware dealer does whether his business 
lies in the agricultural district, in the commercial 


centers or in the wealthy suburb. 


Grindstones are universally used. Grindstones of 








Quality—“Cleveland Grindstones”—are in great 


demand. 


Send for our catalog and ascertain the essential 
features of a good grindstone. 


The Cleveland Stone Company 
Leader-News Bldg. Cleveland, Ohio 
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We urge you to stop, look and 
This is not the usual sort of propo- 
sition, it ties up no capital; it's not a gamble 
or a risk. It means profits—large ones, sure 


ones, quick ones. 


Every home needs at least one of these 
American Parlor Lamps, these portable, 





American Portable Lamp (No. P-72) 


Dealers! 


listen. 


attractive, compact, 


side-up. 


safe and economical. 


20 Times the Light 
ofaKerosene Lamp 
for s of the Cost— 


Note the two pictures herewith. Note the 
positions in which the lamp is held. Note , 
that the shade can’t fall off even when up- é 
side down. Here is the only practical solu- 
tion to the portable lamp problem. A two 
mantle lamp that is used by thousands of 
satisfied customers. Ask for discounts. 


American Gas Machine Co. 
692 Clark Street 


Albert Lea Minn. 





self-contained lamps 


that burn as brightly up-side-down as right- 


Every country and suburban dwelling, every 
summer camp, every garage, can find count- 
less uses for a gasoline lamp that is at once 
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and more for this purpose. 


















MYERS POWER PUMPS AND WORKING HEADS for Motor 
Drive, and ELECTRIC HOUSE PUMPS of smaller capacity, will best 
serve your trade. Anticipating the electrical trend of the times they 
are ready. Not only ready, but fully tested and proven in advance for 
electrical pumping service. The line is complete. Either large or 
small capacity, long life dotble gear, shallow or deep well Bulldozer 
Power Pumps and Working Heads for most any service, built with or 
without special bases for mounting motor, and for either belt or direct 
drive. Electric House Pumps of smaller capacity for use in connection 
with open or pressure tanks; also built with or without bases. New 
Style Pumping Jacks for motor drive. Larger and larger numbers of 
electrically driven pumps are leaving our factory every day—are you 
the one that is taking advantage of the situation and getting the 
business in your community? If not, write today for new Power Pump 
Catalog, just off the press, and note carefully the full line of Myers 
Power Pumps for electric motor, gasoline engine or other power. 





OTHER MYERS LINES: 


PUMPS FOR EVERY PURPOSE 
HAY TOOLS, DOOR HANGERS 











AND WORKING HEADS 


Water pumped by electricity is now the common thing. Everywhere this power is being utilized more 
Generated in private plants, or supplied through central stations, it furnishes the 
ideal power for water systems in country, suburban and city homes, and for factories, mills, mines, hotels 
hospitals, etc., for it is clean, quiet, dependable and confparatively cheap. 


MYERS ELECTRIC POWER PUMPS 
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F, E. MYERS & BRO. si¥toor worxs ASHLAND, OHI 
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AmeERICAN 
ScrREW 
Company 





Greatest 
Assortment 





2498 RR eo 


WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 
STOVE BOLTS 


PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 
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Essential for safe disposal of Rubbish 


“CORCO” RUBBISH BURNERS 


the perfection of all Rubbish Burner Construction— 


Place one Corco Rubbish Needed 
Burner out front where it can jn Every 
be seen, and very quickly you Hardware 
will be making deliveries of Stock 
others like it at a good profit. 


Corco Rubbish Burners impress you at first 
glance by their stocky substantial construction. 
That means long and useful wear. Burns rubbish 
to a fine ash—has an excellent draught that con- 


Needed sunies contents from bottom to top. 
Nee Get in line with this good Spring 
in Every “Clean Up” specialty. Write a line 
Home today to nearest office. 
WHEELING CORRUGATING COMPANY, WieELine W VA 
BRANCH OFFICES AND STORES 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGs 


RICHMOND 





























HARDWARE AGE February 24, 1917 


A NEW FEATURE 


The Slip Joint Plate 


An added feature in our metal ceilings is 
shown in the accompanying illustration—the 
slip joint plate. 


Easily and quickly applied—sheets interlock 
and seams are not noticeable—no cross fur- 
ring strips required—nail holes are not ex- 
posed—more all around satisfaction for your 
customer. 





You can sell slip joint 
metal ceiling plates 
where it would be im- 


Perspective Showing Application of possible to sell any 
Slip Joint Panels other. 





Repressed Beads and Die Cut Nail Holes are other features of our 
metal ceilings that make them big sellers. 


You should know all about our strong talking points. You will then 
realize how easy it is to sell our metal ceilings. 


Write today for our complete metal ceiling catalog and for the 
special assistance we give you in building up a profitable metal ceil- 
ing business. 





Now is the time to go after this 


business—so write today. Slip Joint Plate No. 2400 








————— Milwaukee Artistic Metal Ceiling Company 


m ITEI2SES Milwaukee, Wisconsin x TTEISSKS 
Metal Shingles See Ae ena SE ee Metal Spanish Tile 
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(ree Open Hearth 


TEEL S HEET: 


Have not yet been Surpassed 
in their uniformly Good Qualities 


INLAND STEEL COMPANY 


First National Bank Bldg. Chicago. 
Works Indiana Harbor, Ind. & Chicago Heights, lil. 
Branch Offices. ST.LOUIS-ST.PAUL-MILWAUK EE-DENVER:DALLAS 
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Bishop’s 
“Greyhound” 


Overleaps All 
Competition 







STRAOE MARE 


























—a saw with 


ments—made of 
finest steel. It has fast, easy-cutt 


with which we trade. 





The “Greyhound” 


thousand endorse- 


qualities. Its hang and balance suit 
the most exacting. See one—examine 
it. You'll want it in your stock. 
Hardware Dealers are the only firms 


GEO. H. BISHOP & CO. 


LAWRENCEBURG, IND. 


a 


the 
ing 
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SelllTinem 
ly the Set 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are 
not dependent on a center or a level to 
guide them. They cut from the outer rim. 
The entire surface is at work all the time; 
no jagged ends; every part of the work is 
smooth and polished. They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished 
surface. 

Let us send you catalogues. Order 
through your jobber or direct. 


THE PROGRESSIVE MANUFACTURING CO. 


TORRINGTON, CONN., U.S. A. 


See nanomesennnenene 


LONE ME)! 














Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user 
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For Hanging Barn, Garage 
and Warehouse Doors 


When it comes to hanging barn, garage 
or warehouse doors, carpenters and builders 
prefer the “PITTSBURGH” = Trollev 
Hanger because they know full well that 
of all hangers this one can be depended 
upon, rain or shine, year in and year out. 


“PITTSBURGH” Trolley Hangers have 
lateral and vertical adjustments ; adjustable 
to doors of different thicknesses; have 
heavy gauge wrought steel pendants ; malle- 
able iron carriages, galvanized to resist 
rust; pressed steel wheels; steel roller bear- 
ings; flexible construction. 


“PITTSBURGH” Trolley Track is made 
of heavy gauge wrought steel and is trouble, 
bird and storm proof. Strongly made and 
accurately turned to insure easy running of 


hangers at all times. Order a stock now. 


wos 


Write for Folder ‘‘J1”’ 


McKinney Mfg. Co. 
PITTSBURGH, PA. 
Makers of 


HINGES, BUTTS, HANGERS, “GLEN” MATS, BRAC KETS, Etc. 











Broadness 
of 


Vision 






The days of sitting in the 
office continually and simply 
relying upon one’s self for 
merchandising ideas has 
gone—gone forever. 


The successful merchant is 
the man who keeps his 
fingers on the pulse of the 
merchandising world. 


In all quarters of the world 
merchants are doing this 
through the medium of the 
HARDWARE AGE. Its 
pages are constantly present- 
ing the news of what other 
men are doing, and suggest- 
ing live ideas for improve- 
ment. 


Acquire broadness of vision. 
Adopt the policy of studying 
the HARDWARE AGE and 
encourage your workers to 
do likewise. You'll find a 
big jump in the efficiency of 
your organization. 
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Stanley Knuckle Joint 
Block Planes 


Now have a new and patented form of 
lever or cap, which, being made entirely 
of steel, is practically indestructible. 
This New Knuckle Joint permits of 
great leverage, consequently the lever 
can be placed in position or removed 
with very little effort—a great improve- 
ment over the old form of Knuckle 
When clamped in place it 
will hold the cutter firmly to its seat, 
and, being securely locked on the lever 
screw, will not move when the cutter is 


Joint lever. 


being adjusted. 


The small cut at the left shows in 
detail the construction of this new style 


lever. 


No. 18—6 In. long, 1% In. Cutter 
No. 19—7 In. long, 1% In. Cutter 


STANLEY Rute & Lever Co. 
Ew Britain, Conn. U.S.A 


Two Sizes 












The Shortest Cut for 
Saw-User and Dealer 


4 



























The shortest cut 

> through wood is 
with a _ Si-monds 
Saw, and there 
you have the basi 
reason for the 
short cut to Saw- 


profits in 


ANY 


Nothing accounts for Si-momds > 
premacy except Si monds Quality, me 
coercive selling methods, no trading 


on legendary prestige 


the one great fact is the CUT of 
the saw its fast cut, its true t 
its easy cut, its continued cut 

Behind that, of course, is Si-mond= 
special-process steel, Simonds s 
years of saw-emaking advanee He 
hind it, too, ix a mighty pride of 
eraft which steps at nothing shert 
of Perfection 

Making thease facta incre@a: yor 
preatie is a thing we'd like to team 
up with you and doe. No harm ia 


having us pest you on the propesitior 


Simonds Mig. Co. 


Established 1832 
Fitchburg, Mass. 


5 Factories. - 10 Branches 
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Highest 
Award for Files 
and Rasps 


GOLD MEDAL OF 
HONOR 


PANAMA PACIFIC 
INTERNATIONAL 
EXPOSITION 


SAN FRANCISCO 
CALIFORNIA 
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of Butterfields 


We have gained at least two things from 
our long experience in manufacturing taps. 
One is the ability to make keen cutting, accu- 
rate taps that retain their qualities thru long 
service. The other is a knowledge of the needs 
of the trade. 


Stock Butterfield’s and you will be equipped 
to meet the needs of the most exacting cus- 
tomer, in taps, dies, reamers, screw plates and 
allied tools. 


Get our catalog today. 


Butterfield & Co., Inc. 
Derby Line aes 


62 
~ Cadillac 8t., Detroit, Mich, 
So. Clinton St., Chicago, I/l. 








Nationalizing the 
Sandpaper Demand 


It wasn't an easy task. 

We had to teach people to consider sandpaper 
in a class with any trade marked, widely-adver- 
tised commodity. And this educational work 
has cost us lots of time and money. 

Sandpaper always used to be a buy-as-you- 
need-it-never-mind-what-kind sort of proposi- 
tion. 

But not now. Today every consistent user 
of sandpaper knows that he can get the same 
standard sandpaper quality whenever and 
wherever he buys it. 


He asks for U. S. SANDPAPER. 


United States Sandpaper Co. 


Williamsport, Pa. 





D PAPER 


FLINT PAPER 


MS AND ROLLS GARNET 


EMERY CLOTH 


PAPER AND EMERY PAPER 
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LARGE 
STOCK 








117 FRANKLIN AVENUE 





&|D WASHERS ws 41> ‘cor GROMMETS 


STIMPSON-EYELETS 


Yas RIVETS —— = NAILS Yims 


SPECIAL 
TO ORDER 





BROOKLYN. NEW-YORK 











Worth Having! 


BOLTS NUTS RIVETS WASHERS 
Picks Mattocks and Grub Hoes 
Crowbars Wedges Forgings 
Telegraph and Telephone Pole Line 
Hardware 
Wagon Hardware 





Hammer 
Clamps and Oilers 













The Hammer Screw 
Clamp built like an 
I-beam, solid, = 
adjusting. The 

mer Iron Oiler — ex 
tra strong, big mouth, 
reinforced spring 
bottom. 


We also make Mal- 
leable Iron Adjust- 
able Clamps, Engine 
Torches, and and 
Hanging Lamps, and 
Malleable Iron Cast- 
ings. Get prices. 





HAMMER & CO. 
- Branford, = 
Oliver Iron & Steel G. Conn. 
PITTS BURCH.PA, U.S. A. 


Established is 









































ROSE WIDE HEEL No. 221 


WRITE FOR CATALOGUE H 
to either 


WM. ROSE & BROS. or 
WIEBUSCH & HILGER, Ltd. 
Selling Agents 


Sharon Hill, Pa. 


110 Lafayette Street 


New York City 


Who sells your customers 
their ROSE Wide Heels? 


The handy Rose Wide Heel is 


superseding narrower brick trowels. 


As never before, advantage lies 
with the superior make because 
greater width makes any forging but 
the most accurate feel awkward to 
a skilled man. 
store of the hour is the store with a 


ROSE. 


For this reason the 
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Size of cut 1 Inch to 4 PRA G 


Parker’s 
National Side Mill 


An easily attached, out of the way, 
Coffee Mill. Made with detachable 
receptacle for the ground coffee 
and a conveniently adjusted thumb 
screw in front. 


All iron construction—very dur- 
able. A quick, steady selling Mill 
the whole year ‘round. 


Send for Parker’s Special Cata- 
log of Coffee, Drug and Spice Mills. 


The Chas. Parker Company THe Wire Goons 


stats tid Mieteeianinn minanied Worcester Massachusetts USA 
32 Warren St. Meriden, Conn. 














We have the biggest 
clipper proposition of- 
fered to the trade. It's 
We make special Steel Gem Casters for hard- a proposition that pays 
wood floors, with feltoid, leather, vulcanized fibre and pays big—because it 
wheels, etc. satishes. 

They are all built of steel. In strength, quality Our proposition is 
and workmanship equal to highest Schenck stand- that you stock Priest's 
ards. Clippers! Write. 


Smallest caster carries 1,000 pounds on smooth : 
floor, which it will not scratch. American Shearer Mfg. 


Write for our colored catalog. Com pany 
350 Main St., Nashua, N. H. 


M. B. SCHENCK CO., Meriden, Conn. Wiebusch & Hilger, ‘i Y. 
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Its First Year a 
Big Success 


The Sanitary Flexible 
Rubber Fly Swatter was 
bought and sold by 1000 
jobbers last season. It 
gets the fly, the trade and 
the profits. Retails for 
10 cents. 





A big favorite in the 
household. Made of Rub- 
ber. Sanitary and easily 
washed. 





Send us your orders for 
next season. Samples and 
jobbers’ prices sent on re- 
quest. You need this big 
seller. Better write today. 


A. W. Drake 
Manufacturing Co. 


Formerly 
Standard Vending Machine Co. 


Hasgleton, Pa. 
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steel; every one tempered and 
hair tested. 


Three blades for a dime is 
the popular price. _ Be you 
wholesaler or retailer, ask for 
our proposition. 


Factory Sales Co. 
120 Broadway, New York City 
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The Boston Razor, itself re- = 
tailing at ten cents, with three = 
blades for a dime, meets the = 
demands of a certain class of = 
customer whose wants you = 
cannot ignore = 
It gives the man who cannot = 
afford a higher priced outfit, 4 
satisfactory shaving service at = 
a very small cost. = 
Boston Razor Blades are = 
carefully made from a special = 
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The Correct Hammocks 
For Sales or Service 


“\rawana” Hammocks are built upon the 
principle of service. They wear. The 
making of the body and the valance into 
one piece is a feature of “Arawana’” con- 
struction that has helped as greatly as any 
to win the world-wide recognition which this 
line has been accorded. 

Our catalogs tell you fully of your opportunity. 


I. E. PALMER COMPANY 


MIDDLETOWN, CONN. 

















Builders’ 


You Can Sell More 
Waffle Irons 





IF YOU SELL THE STOVER 


Notice from the cross section of the plates above 
how uniform in thickness the waffles are made. 
It results in quick and even baking. 

Housekeepers like to use the Stover waffle iron 
and every owner is a booster for Stover waffle irons 
in her neighborhood. 

Send for circular 1653. 
waffle irons and new style meat broilers. 


Other Goods We Make 


hardware, kitchen hard- s 
ware, stove trimmings, wind mills, 
feed mills, ensilage cutters and a ae Qs 


gasoline engines. < 
‘ e 4 4 
Stover Mfg. & EngineCo. .* >, & 
710 East Street es : rl 
FREEPORT, ILL. ow Ae 
o RS ms . 
? Y 





It tell all about Stover 


Cd 


aa 
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Use one in your stock room—for mov- 
ing heavy barrels, cases, tubs, coils of 
rope, anything that has to be moved. 
Use another in the store proper in place 
of a hand truck. Takes less room. 
Easier to handle. Better on the floor 
and absolutely noiseless, being 
equipped with Clark's Anti-Friction 
Casters. Ask for catalog B-12. 


The Geo. P. Clark Company 











Ledgers, 
post binders 
and sheet 
holders are 
bought for 
practical 
use. You 
measure the 
worth of 
your ac- 
counting devices by the service they give. 

oom J-Pia) Sheets and binders are made for use. 
They are designed by practical men with years of ex- 
perience. The best raw material, skilled workmanship 
and rigid inspection are combined to make them stand 
up under the hardest usage. 

The oss Pan guarantee is very broad, and the Company 


stands back of it absolutely. 


AT ALL FIRST CLASS STATIONERS 


Post Bindor—Ledger—Sheet Holder 


com FP Books and Forms Are Acknowledged the 
Best by both Dealers and Users. 
WHY SUBMIT TO SUBSTITUTION? 


Send for Catalog G8 


Irving-Pitt Manufacturing Company 


Largest Loose Leaf Manufacturers in the Worla 
Kansas City, Missouri » 








turges 
Steel Churns 


Drawn 
Steel 
Barrel— 


Easy to 
OETA 


tory with this new steel churn! 


—and They Sell Fast 
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Lighter than 


Je think of what you could do in your terri- 


the old style wooden churn. 


More sanitary, 


easier to clean—good for lifetime use. A ready 
seller—and brings a good profit with every sale. 
And its just one of the many good articles which 


you 


Open” 


Garage Door Holder 


37 Warren St. 
New York 


can sell in the Sturges line. 
sizes. Write for Circular No.28 


Made in three 


Sturges & Burn Mfg. Co., Chicago, Illinois 


Established 1865 
New York Office: 1650 Hudson Terminal 
Prompt Shi 








-» 50 Church St. 
pments from Jersey City Warehouse 











GRIFFIN’S 


No. 1914 


ABOVE CUT SHOWS HOLDER IN OPERATION 


THE GRIFFIN MAN’FG CO. 
ERIE, PA. 


17 E. Lake &. 
Chicage 


“ Is 


Never 


Way” 





ee 
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and user. They sell themselves 





Any jobber can supply you. 


NORTH BROS. MFG, CO. 


Order Now—Be Prepared 


E> the three, LIGHTNING, GEM or BLIZZARD, 


They are built of the best material and workmanship 
possible—their ingenious construction makes them easy 
to operate, quick freezing and economical to both dealer 


This means easy net profits for you. 


Either pair a safe Choice 










the housewives of America for thirty years, 
e cream they create, are in demand in all 







and stay sold! 






Philadelphia, Pa. 

















Cary’s Universal 
Box Strapping 


In Many Widths and Gauges 
Always Carried in Stock for Prompt Shipment 


The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 
is made from an extra 
soft annealed steel of 
great tensile strength, 
and nails can be 
driven thro’ it with 
greatest ease. Each 
reel contains 300 feet 
equipped with patent 
metal reel frame; 20 
reels packed in a case. 
We also manufacture Flat and Twisted Wire 
Box Straps, Box Corner Fasteners, Clasps, 
Seals, Corrugated Joint Fasteners, Hinges and 
Hasps, and Cary’s EVERLASTING FLEX- 
IBLE STEEL MATS. 


SEND FOR PRICES AND LITERATURE 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza BROOKLYN, N. Y. 












Is Your Hardware Store 
the Most Attractive and 
Popular in Your Town? 







F it is not, you may make it so. 
I And—best of all—you make 

it a big money maker. Write 
today for our New Standard B 
Catalogue and “ How to Make More 
Money out of the Hardware Busi- 
ness.” Both are free. 

















There are no hardware store fix- 
tures made like Warren’s and none 
as good. They are 100° ¢ efficiency 
inquality, convenienceand capacity. 

















Warren’s give you the most 
for your money in Hardware 
Store Fixtures. 
















J. D. Warren Mfg. Company~ 


Chicago, Illinois 







Masonic Temple 


























DISPLAY ALWAYS IN SIGHT 


C. HELLER & 





HELLER’S 


PIVOT DOOR 


CABINETS 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 
the United States. 


Send for Catalog No. 24. 


Montpelier, Ohio 











CO., 
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DIETZGEN 


Measuring Tapes 


will increase your trade 
and build your sales 


ELLING a Dietzgen tape means 
that your customer buys satisfaction 
and will return to you on account of 

the confidence you have implanted in him. 


Our broad advertising creates a good 
demand—our absolute guarantee protects 
both you and your customers. 


Send for Tape Catalog “‘H”’ 


Eugene Dietzgen Co. 


Manufacturers 


San Francisco New Orleans 


Philadelphia 


Chicago New York 
Pittsburgh 
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“Katz” Floor Hinges 


are slow acting, with a positive holdback 
feature when opened to ninety degrees; will 


Insure Against Accident- 
—al closing of doors. 


“KATZ” HINGES represent Quality, 
Durability and Design. 


A BETTER HINGE with A BETTER PROFIT 
Our Catalogue No. 19 tells the rest—write for it. 


Lawson Mfg. Company 





qRAdE Manic 





Main Office and Branch Office: 
Factory: 
CHICAGO ame) NEW YORK 




















Defy Competition 


ON SASH CORD 


Our prices enable you to 
do so and each sale 
makes such a favorable 
impression on the pur- 
chaser that our Sash 
Cords are trade winners 
of the highest order. 

Our “ALBA” and 
“STAR” brands of sash 
cord are not cheaply 
made—they are really 
“better than need be.” 
The exceptionally low 
prices at which they sell 
is the result of years of 





ESTES MINIS Son ccs cet cep 


economy. Get interested 


FALL RIVER NOW and write for 
MASS. prices. 




































An Aid to Better 
Hardware Advertising 


E have a book ready to mail 
V \ you (on receipt of $2.00) that 
is going to put an end to your 
advertising problems. You probably 
don’t like to write ads yourself and you 
may not feel justified in hiring someone 
to write them for you. But why worry 
over advertising when 


Hardware Advertising 
By William Borsodi 

can be obtained so easily ? It’s a collec- 

tion of selling phrases, descriptions, and 

illustrated ads as used by successful ad- 

vertisers. It will be a big help to you, 

and it’s yours for Two Dollars. 


Hardware Age Book Department 


239 West 39th Street New York City 
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Do You Ever 














Stop Thinkingr 


You, Mr. Manufacturer—is there ever a moment, except 
when you’re sound asleep, that some train of thought isn’t 
chasing through your mind? 


Is there ever a moment, day or night, winter or summer, 
when you’ re not susceptible to new ideas properly presented; 
especially when they have a vital bearing on your business? 


Is there ever a day during the summer months when you 
don’t read, think and plan? Yet to hear some folks talk 
against summer advertising one would think that we actually 
stop living between June and September. 


Just as you read advertisements in newspapers, maga- 
zines and your trade paper—just as you are reading these 
lines—so. many thousands of hardware merchants through- 
out the United States are reading their trade journals, and 
laying plans for fall business. 


You are building for tomorrow, not a mere “today” and 
you know that a certain amount of “missionary work” is 


9.99 


necessary in developing “tomorrow’s” business. 


So your advertising during the summer months is fasten- 
ing your name in the minds of hardware merchants who will 
remember it when they are ready to buy. And whether they 
are already familiar with your goods or have never heard of 
them; whether they are going to buy next week or three 
months from now, doesn’t alter the fact that your summer 
advertising is a most important factor in laying a solid foun. 
dation for a prosperous fall and winter trade. 
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239 West 39th Street, 











New York City 
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On the 19th of December (a dull month), we 
received orders for 2356 Sharples Suction- 
feed Cream Separators—z21 carloads! This 
proves that farmers are waking up to the 
value of a separator that skims absolutely 
clean, regardless of how fast or how slow 
it may be turned. 


Thousands of actual tests have proven that 
1g out of 20 farmers turn their separators 
too slow most of the time, and that every- 
body turns too slow some of the time. 
Now remember this: Every separator 
(except Sharples) loses cream when turned 
too slow. This loss totals 80,000,000 Ibs. of 
butter yearly, in the United States alone. 
Cream loss is impossible with the 


SHARPLES 


SUCTION-FEED 
Cream SEPARATOR 


—the only separator that skims <ican at widely- 
varying speeds 

—the only separator that delivers cream of un- 
changing thickness—all speeds 

—the only separator that skims quicker when you 
turn faster 

—the only separator with just one piece in the 
bowl—no discs, easiest to clean 

—the only separator with knee-low supply tank 
and a once-a-month oiling system. 


Millions of farmers and dairymen, many of 
them your customers, read Sharples adver- 
tising every month. We have educated 
them, through Sharples national advertising, 
to be content with nothing less than the 
cream-saving Sharples Suc- 
tion-feed. They realize that 
only by using the Sharples 
can they get every dollar of 
profit out of their dairying. 


Now remember this: Last year 
we effected a 340% Sales In- 
crease—due to the wonderful 
Suction-feed invention. 
Why not increase our 
separator sales 340% next 
year—by handling the 
Sharples! 


Sharples Bonus Offer to Dealers: 


Last year we paid out over 
$50,000 in bonuses to Sharples 
Dealers, outside of regular 
commissions! One firm alone 
received a bonus check for 
$880! full information about 
our Bonus System will be sent 
you promptly—without obli- 
gation. Start in on the road 
to Bigger Separator Sales by 
writing us—today! 


Sharples Separator Co. - West Chester, Pa. 


Also Sharples Mithers and Gasoline Engines 
Chicago San Francisco Portland 
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The Purpose 
of 


Hardware 
Age 


is to Serve 


The one idea back of all its editorial work 
is to present in an attractive, understand- 
able way, the news, comments, helps and 
suggestions that will assist you to make 
your business more profitable. 


The foundation of our work is service. 


We want to serve you, not only by telling 
what others are doing, but in a real per- 
sonal sense. 


Should it happen that the articles, broad 
in their scope as they are, do not meet 
your particular need, write us. 


If you want information regarding where 
to get certain lines, write us. 


If you want suggestions on merchandising 
your stocks, write us. 


Don’t hesitate because you think the re 
quest too small to bother us about. We 
want to serve you in both the big and lit- 
tle things. 

And if there is any subject you think 
would be of interest, not alone to you per- 
sonally, but to the trade in general, sug- 
gest it to us. 

This is your paper, published in your in- 
terests and edited with the idea of giving 
you the things you want to know. 


Hardware Age 


239 West 39th Street 
New York 
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Every housewife who enters your store to buy a 
stove, a pot, a pan, a piece of graniteware, or any other 
article for the kitchen, is, or will be in the market for 
linoleum. 


The kitchen is woman’s workroom. She is interested 
in anything that will reduce the labor of cleaning and 
give time for more pleasant duties. 


Armstrong’s (A) Linoleum 


is a great labor saver. It is impervious to grease and hot liquids, 
and can be cleaned with a few strokes of the mop. 

Hundreds of hardware retailers everywhere have learned 
that it’s mighty easy to sell linoleum along with stoves, cut- 
lery and other kitchen necessities. We supply wiridow dis- 
plays, newspaper cuts, lantern slides, show cards, street car 
cards, etc., free to retailers of Armstrong's Linoleum. 


The coupon brings 
samples and prices. 


oe 






Armstrong Cork Company 
Linoleum Dept., No. 93, Lancaster, Pa. 


eB. Snane 

















Please send prices and samples of Armstrong’s Linoleum; also free 


Selling Agent ) book describing selling helps. 
212 Fyftt Moe NewYork. pall igi es te deseo lvarnlrnies sill 


Heyworth Blog Chicago ‘te ye Sa | = chumastteh | ES eee ee 
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INTAINING quality on all kinds 
of mechanical work where fine 
measurements are important de- 

pends on the quality and accuracy of the 
measuring instruments. Nomancan work 
finer than he can measure. Starrett Tools 
are recognized by manufacturers, tool- 
makers, machinists, and inspectors as the 
Standards for accuracy. 


The more the dealer becomes acquainted with 
just what the individual Starrett Tool will do 
the more he will increase his sales by aiding 
the machinist in his selection. 


Meeting every practical requirement, there are 
2100 styles and sizes of these tools. Write for 
free catalog No. 21A describing the entire line. 


The L. S. Starrett Co., Athol, Mass. 


The World’s Greatest Toolmakers 
42-620 
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Jobbers! 
Retailers! 


Here Is An Item 
You Can Sell 


Our No. 27 Garage Door 
Latch is a winner for this spring's 
builders’ hardware business. You 
can sell quantities to the men 
who are putting up new garages 
or remodelling old ones. 


A Garage Door Latch whose 
graceful lines and handles on 
either side of the door give it the 
appearance of the highest grade 
locks will inevitably prove one of 
your best selling items. 


Simple mechanism without 
complicated parts, it does its 
work easily and well. It is re- 
versible for right or left hand 
doors. 


Packed neatly, one lock with 
screws to a box, it is a positive 
decoration to your shelves and 
cash register. 


Try it out. It is only one of 
many high-grade items _illus- 
trated and described in our 1917 
catalog. You should have a copy. 





National Mfg. Co. 


Sterling Illinois 
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Wisconsin Hardware Dealers Hold 


Banner 


Six Hundred Dealers At- 
Unanimously to In- 
to Five Dollars a Year 


Methods Add to the 


HE Twenty-first Annual Convention of the 
, Wisconsin Retail Hardware Association, held 

in Milwaukee Feb. 7, 8 and 9, was without 
doubt the banner meeting of the Badger hardware 
dealers. From the moment that the doors of the big 
auditorium opened on Wednesday morning until 
sessions adjourned Friday evening the aisles of the 
exhibit hall were thronged with visiting dealers, 
while the business sessions of the program were un- 
usually well attended, the registering machine 
showing a dealer attendance of over 600 at a single 
session. In fact, over 400 loyal members were in 
attendance at the closing session Friday afternoon. 
The meetings were opened promptly at the hours 
specified on the official :program, and there was at 
all times an atmosphere of business that spoke vol- 
umes for the association officers. Service is the one 





Left to right: Secretary.P. J. Jacobs, Stevens Point; 
A. P. Schlafer, Sopiten, president insurance company ; 
ison, chairman legislative committee 


Louis Hirsig, Ma 
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Convention 


tend the Sessions—Vote 
erease Association Dues 
—New Question Box 





They looked at your badges and sold space to the ex- 
hibitors. George W. Kornley, Milwaukee, manager of 
exhibits and his corps of assistgnts 


big feature of the Wisconsin Association, and the 
various pamphlets issued from the Secretary’s office, 
from the attractive programs to the printed com- 
mittee reports, were proof that P. J. Jacobs of Ste- 
vens Point was still at the helm. The Question Box 
was in evidence at nearly every session, and the 
novel system of dividing the dealers into groups ac- 
cording to the population of the towns they came 
from gave everybody an even chance to talk and 
added greatly to the interest of the meetings. There 
were ladies present, aiso, and there was much favor- 
able comment in regard to the show card on the 
platform easel, which read, “Gentlemen will please 
refrain from smoking. There are ladies in the 
room.” 
Entertainment Features a Big Success 
The entertainment features of the convention con- 


sisted of an informal theater party Wednesday 
evening, at which time the visiting dealers and their 








me cen 
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wives were guests of the hardware jobbers and 
manufacturers of Milwaditkee. 


Wednesday Morning Session Given Over to 
Insurance Meeting 


the 


The early morning was given over to the usual 
registration of members, and the first session, which 
was called to order at 10 a. m., was devoted ex- 
clusively to the Hardware Dealers Mutual Insur- 
ance, President Schlafer of the insurance company 
presided, and in his opening address reported an in- 
crease in the assets of the company amounting to 
$35,000 for the year 1916 and a total of $14,000,000 
insurance in force. He also stated that the com- 
pany was now licensed to do an insurance business 
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to go home with a determination to get better ac- 
quainted with their neighbors in the hardware 
business. “The time,” he said, “will be well spent,” 
and, he added, “What is 20 miles to the merchant 
with a flivver?” He ealled special attention to the 
fact that the investigations by the National Associa- 
tion show that less than 50 per cent of the retail] 
hardware dealers are making more than good inter- 
est on their investment, and declared that this was 
due to the poor check kept on the business. 

In this connection he mentioned some of the sys- 
tems evolved by the National Association, and noti- 
fied the members that he had been assured the co 
operation of the State University in furnishing 
dealers with adequate accounting systems. The 





The secretary's excess baggage: M. J. O’Brien, Caroline Maurer, Carl Jacobs, Mollie Kamrowski, J. J. Pfeffer, 
all of Stevens Point and the secretary's office 


in the States of Michigan, Oklahoma, North Dakota, 
Indiana and New York. This company was organ- 
ized in 1903 and has paid in losses $430,000 besides 
returning to its policy holders $479,000 in dividends. 
At this session the articles of incorporation were 
amended to enable the company to write automobile 
fire and theft insurance in addition to that covering 
stores and stocks of hardware dealers. Three di- 
rectors were also elected to serve for three years, as 
follows: E. H. Ramm, New London; R. C. Mur- 
dock, Beloit, and R. M. Martin, Chicago. 


Afternoon Session Teems With Interest 


The afternoon session was called to order promptly 
at 2 o’clock by President J. B. Pierce of Brodhed. 
After the invocation President Pierce delivered the 
annual address. He gave an interesting comparison 
of the methods formerly in vogue in the country 
hardware stores and those which now prevail and 
complimented the dealers on their remarkable prog- 
ress. He called attention to the abnormal conditions 
that have prevailed during the year just passed, and 
declared that there must eventually come a day of 
accounting which could only be met by merchants 
who had been careful buyers and good collectors. 
The matter of local clubs came in for special men- 
tion, and Mr. Pierce earnestly advised the members 





,matter of the association dues was taken up at 
length and it was shown that they were entirely too 
little to meet the necessary expense. He advised 
that they be raised to meet the increasing demands 
for association service. Mr. Pierce also advised the 
sending of six instead of twelve delegates to the 
National Convention, allowing each delegate two 
votes in order that the full vote of the association 
might still be cast. 

Secretary Jacobs then read his report covering 
the activities of the home office during the past year. 
His report showed the addition of seventy-six new 
members since the last annual meeting and gave the 
total membership as 1146. Mr. Jacobs told of the 
efficient work of the freight audit bureau and out- 
lined briefly the work of the legislative committee, 
particularly in regard to a bill recently introduced 
to provide for compulsory health insurance. He 
called attention to the laxness of some dealers in the 
matter of keeping up with the advance in prices, 
and urged the members to make “Revision of Prices” 
a special order of business when they returned to 
their stores. He complimented the trade papers 
highly for the assistance furnished the retail trade 
and advised a thorough reading of all issues. 

He explained the importance of trade organiza- 
tions and co-operation among dealers in meeting 
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what he termed “unhealthy competition,” and desig- 
nated the present-day trade association as the out- 
growth of an economic condition. He advised all 
members to devote a portion of their time to com- 
munity development, and closed with a tribute to 
the members and officers for their loyalty to the as- 
sociation. 

The report of the secretary was followed by a 
very interesting and instructive address on “Buy- 
ing, Selling and Management,” by J. S. Knox, Cleve- 
land, Ohio. Mr. Knox went into detail in regard to 
the best methods of buying and selling merchandise 
and gave concrete examples of high-grade systems 
to be employed in successfully managing a retail 
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fits that could be derived through utilizing it to 
solve trade problems. He mentioned the accounting 
system that had been worked out at the National 
Offices and the books and pamphlets published by 
the association. Mr. Towne’s remarks were listened 
to attentively by the members, who seemed 
greatly interested in the helpful activities of the 
National Association. At the close of this address 
Mr. Krueger, director in the National Association, 
discussed the question sheet put out by the associa- 
tion, and called the attention of the dealers to the 
retail advertising system devised at the office of the 
National Secretary. 

He was followed by E. B. Moon of Chicago, in 


Left to Right: J. W. Jones, Racine; E. H. Ramm, New London; A. C. Mason, Chippewa Falls; F. A. Krembs, 
Stevens Point 


store. His remarks created much favorable com- 


ment. 


A Question Box Session Thursday Morning 


The Thursday morning session was devoted en- 
tirely to the discussion of questions taken from the 
Question Box, and was in charge of the Question 
Box Committee. The members were divided into 
three groups—those from cities of 10,000 and over, 
those from towns of from 4000 to 10,000, and those 
from towns of less than 4000. Questions pertaining 
to the business of each were discussed by these 
units, which met in separate rooms. In the room 
where the dealers from the smaller towns met the 
discussions were particularly interesting, practically 
all present entering into the spirt of the meeting 
and expressing their views on the questions pre- 
sented, 


Community Issues Form Topic of Afternoon Session 

The afternoon session was given over to addresses 
and the session proved a very instructive one, over 
600 dealers being present. A. E. Towne, Editor of 
the National Bulletin, was the first speaker, and his 
remarks were in thé nature of a talk on the activi- 
ties of the National Association. He outlined the 
work of the Price and Service Bureau and the bene- 


what was easily the feature address of the session 
from the standpoint of general interest. Mr. Moon’s 
subject was “The Community’s Business,” and it 
was handled in a manner that proved close study of 
the subject. According to Mr. Moon, community 
co-operation comes under five sub-divisions—the 
town, as the heart of the community; the church, 
the schools, business, local government. He advised 
careful attention to the work of the schools and to 
the building up of real efficiency in business. The 
impression made by this address was so favorable 
that it was decided to have it printed in pamphlet 
form and mailed to all the members of the associa- 
tion. 


Friday Morning Session—No Grievances in Wisconsin 


The first part of the Friday morning session was 
given over to hearing the reports of several com- 
mittees. In this connection the Grievance Commit- 
tee was called upon and announced that there had 
been no grievances presented for their action and 
that there was nothing in their line to report. It 
spoke volumes for the dealers, jobbers and manu- 
facturers of Wisconsin. The committee on sugges- 
tions made the following suggestions, all of which 
were adopted by the association. That the constitu- 
tion be changed in such a manner as to eliminate 
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association membership; to allow ex-hardware deal- 
ers to retain their membership and be classified as 
honorary members; to send the vice-president as a 
delegate to the National Conventions instead of the 
last ex-president. The committee also suggested 
that the by-laws be changed to make the association 
dues and membership fee five dollars instead of two 
dollars, as heretofore, and cutting the number of 
delegates to the National Convention one-half, giv- 
ing each delegate two votes. The confidence of the 
members in their officers was shown in the fact that 
not a dissenting voice was registered against the in- 
crease of dues or the decrease in the delegation, and 
the suggestions were unanimously adopted. 

The Legislative Committee in their report called 
attention of the dealers to the ruling of the State 
Sealer of Weights and Measures in regard to the 
sale of family scales, to the bill in regard to abolish- 
ing trading stamps, the eight-hour-day bill, the lien 
law, health insurance bill, and the measures aimed 
at regulating the sale of firearms and ammunition. 
tion that might affect their business and to use their 
tion in the Legislature which aims at prohibiting 
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lack knowledge of credit conditions and fail to co- 
operate with each other. He referred to credit ag 
merely loaning the equivalent of money, and it was, 
therefore, entitled to a reasonable interest. He dig- 
cussed the ordinary form letters used in making 
collections and advised against their use, recom- 
mending instead personal letters that carry personal 
appeals. He also advised dealers to make some ref- 
erence to goods in the store in the same letter that 
asked for the remittance, and claimed that this 
method would show the customer that the merchant 
still desired his trade. Incidentally he advised the 
making of collections in person whenever possible. 
At the close of his address Mr. Fisk held what might 
be termed a school of instruction, and members 
were encouraged to ask questions and to advance 
their own opinions in regard to the credit problem 
The session developed some spirited discussions and 
brought out many new ideas along credit and col- 
lection lines. 

The Resolutions Committee then reported, favor- 
ing the passage of the Stephens-Ashurst bill, one- 
cent postage for local and rural free delivery letters, 





Left to right: 


H. C. Scofield, Sturgeon Bay; H. F. Krueger, Neenah; W. B. Lundy, Waukegan; L. M. Nash, 


Grand Rapids; T. C. Wood, Rhinelander 


the sale of liquid stove polish containing gasoline. 
Members were urged to keep in touch with legisla- 
tion that might effect their business and to use their 
influence to prevent legislation detrimental to the 
hardware fraternity as a whole. The balance-of the 
session was taken up by Mr. James W. Fisk of the 
Associated Advertising Clubs of the World, in a 
clean-cut address on “The Cost of Doing Business.” 

At the opening of the afternoon session Mr. Fisk 
again took the platform with a highly instructive 
talk on “Credits and Collections.” He announced 
that recent investigations showed that 30 per cent 
of the business of the country is done on a cash 
basis. Fifty per cent of the people who take advan- 
tage of the credit system pay their bills promptly; 
10 per cent are forced to pay, and 10 per cent never 
pay. The merchants, according to Mr. Fisk, are 
too easy in the matter of extending credit. They 


and the enactment of both State and national 
honest advertising laws. The report advised dealers 
to consult the secretary before entering any syndi- 
cate catalog schemes and warned against the ex- 
treme hazard of investing in chain store schemes 
without careful investigation. The value of the 
trade press was mentioned, and the action of the 
leading farm papers in encouraging home trading 
was warmly commended. Trading stamps and pre- 
miums also came in for a share of attention, and 
legislation abolishing their use was advocated. The 
jobbers and manufacturers were tendered the 
thanks of the association for their co-operation and 
a special vote of thanks was extended to the exhibi- 
tors. The report closed with a commendation of 
the work of the National Association and of the 
retiring officers of the Wisconsin Association. 

The Nominating Committee was the last to re- 
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The Insurance Bunch: B. W. Davis and H. R. Davis, 
Wisconsin Hardware Insurance Company; A. Pfund of 
Lumbermen’s Insurance Company 


port, making the following recommendations: 

President, Fred Griebenow, Owen; vice-presi- 
dent, B. L. Walter, Green Bay; secretary-treasurer, 
P. J. Jacobs, Stevens Point; Executive Committee, 
A. C. Mason, Chippewa Falls; L. C. Peck, Berlin; A. 
J. Strang, Richland Center; Edward J. Kraus, Mil- 
waukee. 

The reports of both the Resolutions and Nomi- 
nating committees were unanimously adopted and 
the secretary was instructed to cast the ballot of 
the association for the officers named. 

The convention then adjourned, and it was notice- 
able that over 400 members filed out of the hall at 





J. B. Pierce, Brodhead; A: E. Towne, representative of 
the National Association 
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the close of the final session. [t was a big conven- 
tion of one of the really great hardware associa- 
tions, a meeting where the individual dealer’s ob- 
ject was to learn all that he could about his business 
and where the officers made sure that his desires 
were filled. Wisconsin hardware dealers appreciate 
their association. They proved it by their attend- 
ance and their active interest in the discussions of 
the sessions. If preparedness is a business neces- 
sity, we are willing to go on record with our belief 
that the hardware dealers of Wisconsin are fully 
prepared to meet the business problems of another 
prosperous year. 


Coming Conventions 


CONNECTICUT HARDWARE ASSOCIATION CONVEN- 
TION, Bridgeport, Feb. 27, 28, 1917. Headquarters, 
Hotel Stratfield. Henry S. Hitchcock, secretary, 
Woodbury, Conn. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Sioux Falls, Feb. 27, 
28, March, 1, 2, 1917. H. C. Parker, secretary, 
Murdo, S. D. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, New Orleans, La., March 
27, 28, 29, 1917. Headquarters, Hotel Grunewald. 
Arthur H. Chamberlain, secretary, Marbridge 
Building, New York City. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION, in conjunction with the SOUTHERN HARDWARE 
JOBBERS’ ASSOCIATION, Houston, Tex., April 17, 18, 
19, 20, 1917. Headquarters, the Rice Hotel. F. D. 
Mitchell, secretary-treasurer, Woolworth Building, 
New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the AMERICAN HARD- 
WARE MANUFACTURERS’ ASSOCIATION, Houston, Tex., 
April 17, 18, 19, 20, 1917. Headquarters, the Rice 
Hotel. John Donnan, secretary-treasurer, Rich- 
mond, Va. 

PANHANDLE HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Amarillo, Tex., April 23, 24, 
25, 1917. E. P. Thompson, secretary-treasurer, 
Memphis, Tex. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Hot Springs, May 3, 4, 5, 1917. Grover 
T. Owens, secretary, Little Rock, Ark. 

THE SOUTHEASTERN RETAIL HARDWARE ASSOCIA- 
TION, comprising the Florida, Alabama and Georgia 
retail hardware associations, will hold conventions 
as follows: 

FLORIDA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Tampa, May 8,°9, 10, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, At- 
lanta, Ga. 

ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Montgomery, May 22, 
23, 24, 1917. Walter Harlan, secretary, 44 Boule- 
vard Circle, Atlanta, Ga. 

GEORGIA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Macon, June 5, 6, 7, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, At- 
lanta, Ga. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Mo., June 12, 13, 14, 1917. M. 
L. Corey, secretary, Argos, Ind. 


THe ACME PATTERN WorRKS, Bryan, Ohio, have re- 
cently installed a modern plant to handle all commer- 
cial work, both wood and metal. H. M. Lewis, formerly 
of the H. M. Lewis Pattern Works at Dayton, Ohio, is 
the general manager. 








Hardware Age System of Accounting 


Fifth Installment of the Simplified System of Accounting 


with Synopsis of Previous Issues 
By T. W. SNEAD 


N the previous issues of HARDWARE AGE on those 
pages devoted to the description and illustra- 
tion of the HARPWARE AGE system of account- 

ing were shown the large supplement in the issue of 
Feb. 3 illustrating and describing the Daily Record 
which is the one form necessary to the HARDWARE 
AGE system. On this form was illustrated in large 
figures almost every entry that would occur in the 
course of a day’s business in the average retail 
store. The totals for the month were shown on this 
sheet and the simplicity with which you were able 
to find the result of your month’s business in the 
shape of total sales, total expense, net profits, value 
of inventory, capital invested, due from customers’ 
accounts and accounts payable. 

In the next installment we showed the entering of 
sales from the sales record and the method by which 
we find the cost of goods sold thereby giving us our 
gross profit on sales. Such entries as buying a bill 
of goods, paying the salaries, receiving money from 
a customer and paying a loan at the bank were illus- 
trated in the issue of Feb. 10, If any of our readers 
have not received the large supplement that was is- 
sued Feb. 3 in HARDWARE AGE this will be sent them 
if they will write to the Business System Editor 
before the entire series is completed. 

In this issue we will illustrate what is known as 
journal entry, that is, entries that are made on our 
books each month but are not entries that affect our 
cash account in any way. We will also describe the 
method of finding our net profit and the percentage 
of profit on sales, turnover, etc. 


Charging Depreciation of Furniture, Fixtures and 
Equipment 


We all will admit that the equipment or the fur- 
niture and fixtures used in our store are gradually 
depreciating or wearing out and if we will but con- 
sider this a moment you will also agree that a record 
of this depreciation should be made in our account- 
ing. So accordingly at the end of each month there 
are a number of entries such as this that we will 
have to make regardless of the fact that we have 
not actually paid out this amount of money. One 
of these entries and one of the most important is 
the expense of depreciation caused by the wear and 
tear and use of our furniture, fixtures and equip- 
ment. 

Entry I. 


In this entry we are charging to our general over- 
head expense an item of $8.56 to an expense account 
that we call “Repairs and Depreciation of Equip- 
ment.” And in order tc make our accounting cor- 
rect we, of course, will have to credit this amount 
to some account. The credit side of the Daily 
Record will show that this amount has been cred- 
ited in the Bank Column No. 37, which for the time 
being we will call an account for reserve—for de- 
preciation. 

By glancing at Column No. 2 on the debit side of 
the Daily Record you will notice that our furniture, 
fixtures and equipment are valued at $1,028. Now, 
it is a common practice among accountants to esti- 
mate the life of furniture and equipment as ten 
years, and if this be so it is our duty to charge to 


our expense account one-tenth of the value of our 
equipment each year, or one-twelfth-of one-tenth 
each month of the year. One-tenth of the value of 


_our equipment would amount to $102.80 and one- 


twelfth of this amount would mean that we would 
have to charge to our expenses each month $8.56 
as an expense for depreciation. 

This entry does not affect our cash in any way, 
but we must have a credit entry to offset the debit 
amount, and for this reason we credit the $8.56 to 
an account called “Reserve for Depreciation.” In 


. other words, we set this amount aside as a reserve 


in order to show when we make a statement of our 
assets and liabilities and while our equipment is 
worth $1,028 we have deducted the amount of the 
reserve from that showing the net worth of the 
equipment and fixtures to the business as of this 
date. Later on in illustrating the drawing up of 
asset and liability or a net worth statement we will 
illustrate the method by which we show the net 
value of furniture, fixtures and equipment to the 
business which is done by listing the full value of 
the equipment and subtracting from that the amount 
of the reserve set up to that date leaving in our 
asset the net value of the equipment. 


Entry J. Accruing Interest of Loan 


Entry J is another instance where we do not 
actually pay out any cash, but at the same time ap 
expense has been incurred and should be shown on 
our accounting records. 

By glancing at Column No. 35 on the credit side 
of the Daily Record which is our “Notes Payable 
to Others” account you will notice that we owe 
$2,000 in notes, which, for example sake, we will 
say is through our local bank. This bank is charg- 
ing us 6 per cent a year interest and at this rate for 
one month our expense for interest on borrowed 
money would be $10, so accordingly at the end of 
the month we make an entry on the debit side of the 
‘Daily Record in Column No. 10 under expense called 
“Interest.” The credit entry for this amount is in 
the blank Column No. 37, and it would be credited 
to an account called “Accrued Interest Payable.” 
In other words, this is also a reserve account in 
that we have set this amount aside as due and pay- 
able to the bank when it calls for the same to be 
paid. Not only that, but we have shown our true 
expense in the month in which we are working. 


Entries K and L 


The above two entries are duplicates of entries 
B and C, where sales for the day were transferred 
from the Daily Sales Record to the Daily Record 
itself and also the cost of the goods sold that day. 
In this entry we have sold a total of $133.42, of 
which $80.22 was cash, and the same was entered in 
the “All Cash Received” column on the debit side 
and $53.20 was charged to our customers, and this 
was entered in the column headed “Charges to Cus- 
tomers” on the debit side of the Daily Record. The 
total of these two amounts, or $133.42, we enter on 
the credit side of our Daily Record under “Sales of 
Merchandise,” and our entry for the Daily Record 
is complete. 
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Entry M. 


In a previous issue we illustrated entry D, which 
was the buying of a bill of goods amounting to 
$48.90 from the Ajax Cutlery Company, and our 
entry was to debit our inventory and purchase col- 
umn on the debit side of the Daily Record and to 
credit the account called “Accounts Payable to 
Others” on the credit side. 

In order to show or complete this entry we will 
now say, for example, that it is time to pay this ac- 
count and we are entitled to an allowance of 2 per 
cent for paying the account within a stated period. 

We accordingly draw our check for the amount 
that we entered on the credit side in the previous 
entry to “Accounts Payable,” less the allowance 
that is due us for cash payment, or 98 cents. You 
will remember that we credited “Accounts Payable” 
with $48.90 when these goods were purchased, so 
now to offset that credit entry we charge on the 
debit side of the Daily Record in Column No. 21 
called “Accounts Payable,” this charge offsetting 
the credit that was made, we will say, 30 days ago. 
We now have a debit entry of $48.90 and our credit 
entries of equal amount will be our check drawn in 
Column No. 28 for $47.92 and in the next column, 
which we call “Cash Discount Taken,” we enter the 
98 cents, making a total on the credit side of $48.90. 
This entry is now complete except that we go back 
to our entry where the “Accounts Payable” was 
credited and in the little column next to it we place 
a check mark to show that this account has been 
paid. In this way we are able to tell by going 
through the credit accounts payable column to pick 
out all paid accounts, or, in other words, all accounts, 
that have not this check mark will be our unpaid 
liabilities. 


Entry N. Paying Monthly Rent 


Our next entry is a simple one in which we draw 
our check to the Johnson Realty Company for $75 
covering one month’s rent, and naturally this is a 
general overhead expense and is entered on the debit 
side of the Daily Record under that department and 
in the column headed “Rents, Light and Heat,” and 
our offsetting credit entry is, of course, in the “All 
Cash Paid” column and is our check No. 894. 


Entry O. Receiving Money from Customer on Account 


Entry O is similar to our entry G, which was de- 
scribed in the previous issue and simply shows the 
receipt of $25.72 from J. T. Williams, who is pay- 
ing out this money to apply on his account with us. 
On the debit side we place this in the “Cash Re- 
ceived” column and on the credit side we place it in 
the column for “Credit to All Customers.” All cred- 
its and charges to customers in either the debit or 
credit column will, of course, have to be carried to 
the customer’s individual sheet in the binder or in 
whatever way it is being handled at the present 
time in your own business. 

The handling of charge accounts will be taken up 
later in the series and suggestions made in regard 
to simplifying this end of your accounting. This 
will all depend on the number of customers that you 
carry, or if you do a charge business at all. 

It may not be inopportune at this time to dwell 
for a moment on the importance of knowing the 
amount of money that is outstanding and due to the 
business from your customers at all times. It makes 
no difference what percentage of profit a business is 
making if it finds itself strained and in a pinch due 
to the fact that too much of its capital is loaned or 
tied up in customers’ accounts. Not only this phase 
should be watched carefully, but by subtracting the 
eredit column for customers’ accounts from the 


Paying an Account Payable 
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debit column “Charges to Customers” you are able 
to tell at all times whether your accounts are being 
collected or whether they are gradually growing 
older and older. 

Business practice has taught us that a certain 
percentage of our charge accounts will never be paid 
and if your business is doing a volume of charge 
business, then a small percentage of, we will say, 1 
or 2 per cent, should be charged to expense each 
month and set up as a reserve to take care of ac- 
counts that never will be paid. This entry would 
be made in exactly the same way as depreciation of 
furniture and fixtures. It is, in other words, a de- 
preciation of our asset called “Accounts Due from 
Customers.” 


Entry O. Allowances on Sales 
When J. T. Williams came in to pay $25.72 on his 


account he complained that a purchase that he had 


‘made of a lawn mower the month before had been 


defective and after this had been investigated and 
found to be correct, the following entry was placed 
on our books. This is a journal entry and we enter 
the allowance that we have made to Mr. Williams 
under an account that we call “Allowance on Sales,” 
which is debit account No. 18. This is one of the 
expenses of the business, for we make this allowance 
to Mr. Williams due to the fact that we want to 
retain his good will and his future purchases, not- 
withstanding the fact that we also wish to compen- 
sate him for the defective purchase that was made 
the month previous. The credit entry of this $2 
would be to “All Credit to Customers” account and 
would go in Column No. 30 on the credit side of the 
Daily Record. This credit of $2, of course, is 
posted or carried to Mr. Williams’ individual ac- 
count sheet and reduces his indebtedness to us. 


Entry Q, R and S 


The following three entries show the method of 
paying an express bill and assuming the liability in 
the form of an account payable to the Office Supply 
Company, both of which items are charged to “Ex- 
pense,” one under freight, express and drayage 
and the other under “All Other Office Expense.” 
The last entry shows again the purchase of a bill of 
goods from the J. D. Hardware Company and is 
placed in our inventory and purchases on the debit 
side and on the credit side we show our liability to 
the J. D. Hardware Company, in the form of an ac- 
count payable. 


Quick Results Obtained by Use of Simple System 


Now that we have described the daily entries on 
the records, and illustrated the record as at the 
end of the month, let us see how we are benefited 
by using a one-form accounting system that will 
tell us the true story of the business at a moment’s 
notice. 

We will first total all of the columns on the Daily 
Records, carry the totals to the bottom of the page, 
and then we will add all of the debit columns and 
all of the credit columns separately. If the total 
of the debit columns agrees to a penny with the 
total of the credit column, then our accounting or 
our figures on the Daily Record are correct. We 
can then begin to make our accounting system tell 
us the story of our business. 


How to Find Growth and Net Profit for the Month 


On the credit side of the Daily Record, in column 
No. 31, we have the total sales made during the 
month, which amount to $3,258.08, and by sub- 
tracting from this our Debit Column No. 20, which 
is the cost of goods sold during the month, and 
which amounts to $2,228.58, we find that we have 
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made a gross profit for the month on our sales of 
$1,029.50; or, in other words, we have made a 
percentage of profit amounting to 31 6/10 per cent. 
What would this mean to you if you had been sell- 
ing in the belief that you were making a clear 33 1/3 
per cent profit? 

Now, from this gross-profit figure of $1,029.50 
we still have to deduct our operating or our run- 
ning expenses for the month, which we will find on 
the debit side of the Daily Record by adding up 
columns No. 5 to No. 19. This total we find to be 
$798.57, and subtracting this from our gross profit 
on sales we find that we have made a net profit 
for the month of $230.93. This is a little over 
7 per cent profit on the total sales for the month. 


Cost of Doing Business 


By this method we are able to tell in a moment 
the following facts about our business: That the 
cost of goods that we have sold amounts to 68 3/10 
per cent of our sales, and the expense of running 
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the business amounts to 24 7/10 per cent. This 
gives us a total per cent of doing business amount- 
ing to 93 per cent, which leaves us 7 per cent net 
profit on our total sales. 

These are vital facts about our business which 
we should know promptly and accurately at the 
end of each month, and if you are not able to tel] 
these facts about your business it is time that you 
should. 

Next week HARDWARE -AGE will show the simplic- 
ity of finding at a moment’s notice the value of 
your inventory. on hand at the end of each month. 
Also the amounts due from your customers and the 
amount that you owe to others; and in the follow- 
ing issue it will illustrate the drawing up of an asset 
and liability statement which is necessary for a 
tax report and as credit information to your banker. 
Watch for the next issues, and if you have not al- 
ready received the supplement illustrating the Daily 
Record, write to the Business System Editor of 
HARDWARE AGE. 





HE HARDWARE AGE System of Simplified Ac- 
counting will cost $15, and will include: 


1 sectional post binder, bound in genuine gray 
army duck with heavy leather corners. 


200 daily record loose leaves. 
1 daily sales binder bound in gray army duck. 
100 daily sales loose-leaf record leaves. 


Extra sheets can be obtained at a cost of $2 
per 100. 
Note: HARDWARE AGE has arranged with one 





of the largest loose-leaf manufacturers to have 
these systems manufactured for the benefit of its 
readers at a cost far below that for which the 
system could be purchased individually. Before 
deciding to install the system in your business 
read the complete series of articles. Do not make 
the mistake of making your business fit the sys- 
tem, but make your system fit the business. Write 
to the Editor of the Business System Department 
for complete instructions if you have not all the 
issues. 








Fifty Years in Business 


THE Cutler Hardware Company, Waterloo, Iowa, 
recently announced by means of an attractive 
folder the fiftieth anniversary of the entering of its 





Ferdinand E. Cutler 


president into the business life of the city in which 
this enterprising hardware concern is situated. 

On the twelfth of November, 1866, Ferdinand E. 
Cutler left Lockport, N. Y., for the West. He be- 
came acquainted in Chicago with A. T. Weatherwax 
and together they purchased a stock of goods, con- 
sisting of groceries, hardware and crockery. Ar- 


riving in Waterloo Nov. 20, 1866, they secured a 
location in a frame building and here they started 
business on Dec. 3, 1866. This partnership con- 
tinued until 1872, when Mr. Cutler disposed of his 
interest in the firm of Weatherwax & Cutler in or- 
der to buy the interest of Mr. Stanton in a hard- 
ware store owned by Stanton & Crittenden. When 
this change was made the firm became Crittenden & 
Cutler and continued as such until the fall of 1873, 
when, due to misfortunes which Mr. Crittenden had 
suffered in other business enterprises, Mr. Cutler 
felt compelled to buy his interest and assume heavier 
obligations than most men would have risked. 

The firm continued under the name of F. E. Cut- 


‘ler until February, 1874, when D. W. Parker be- 


came financially interested in the business and the 
firm became Cutler & Parker. Such it remained 
until the incorporation of the Cutler Hardware Com- 
pany in 1891. 

In March, 1876, Cutler & Parker purchased the 
hardware business of Voorhees & Bunnell, which 
was situated in the Union Block, 114 East Fourth 
Street, and moved their own stock from 124 East 
Fourth Street to the Union Block, thus consolidating 
the two. 

As different lines of goods were added from time 
to time more space was secured, until in 1891, when 
the Cutler Hardware Company was incorporated, it 
occupied practically all the first and second floors 
and the basement of Union Block besides a number 
of warehouses’ at the rear. Increasing business 
finally compelled the company to seek larger quar- 
ters, and in February, 1899, it secured the first and 
second floors and basement of the new Masonic 
Temple, considering this ample for years to come. 

In a few years, however, the concern was forced 
to find additional storage room and at length de- 
cided to erect a building. This was done and in 
June, 1910, the stock was moved into the building 
which is now occupied. 



















RACTICE is the secret of proficiency in show- 
card writing. In these lessons we can give 
you good alphabets, excellent examples of show- 
cards made expressly for hardware use, tell you 
the kind of equipment to buy and explain how it 
should be used, but the rest of it is in your own 
hands. Each lesson should be studied thoroughly 
before any attempt is made to carry out the ideas 
expressed in them. At first the results are bound 
to be somewhat crude. Constant practice and a 
close attention to the details given each week will 
smooth out the difficult places, and after the funda- 
mental principles are thoroughly learned the mak- 
ing of the actual show-cards will be almost suf- 
ficient practice. Until then the student will do well 
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A poster style alphabet made with a No. 2% Redis pen. 
This alphabet is new and artistic and can be learned 
with little difficulty 


to spend a little time each day mastering the de- 
tails of each lesson. 

One of the first and most important factors to 
be taken into consideration is the method of holding 
the pen. Too much emphasis cannot be put on this 
point. Unless the correct method is adopted at the 
outset rapid progress will be an impossibility. The 
pen should be held in such a position that the en- 
tire surface of the flat disk on the end of the Redis 
pen comes in contact with the surface of the card- 
board no matter in what direction the pen may be 
moving. The holder should rest in the fingers in 
an easy position with the end of the holder pointing 
a little more to the right than in the regular writ- 
ing position. The pen point should be held on the 
cardboard with a firm contact, but not with suf- 
ficient pressure to cause the two sections of the 
nib to separate. The spreading of the nib causes 


the ink to flow in the wrong direction and will re- 
sult in work of ragged appearance. 


By C. J. NOWAK 
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Aladdin Aluminum 


The modem aluminum | 
cooking utensil. - 


Economical, Sanitary. | 
Durable and Handy. 





300 other styles | 


to choose from 











Card No. 1, made with Redis pens Nos. 1% and 3. The 

illustration was taken from a recent HARDWARE AGE 

advertisement of the Cleveland Metal Products Com- 
pany, Cleveland, Ohio 


Another point that should be kept in mind is 
that good work cannot be done with tools that are 
dirty and carelessly handled. The pens should be 
kept clean by washing them in clear water each 
time after using and wiping them with a clean 
cloth. This will take but a few seconds’ time, but 
it will prevent rust and corrosion and will naturally 
result in better work than is possible with clogged, 
rusty pens. 

The ink used should flow freely and still have 
sufficient body to be clearly legible. Ordinary writ- 
ing ink will not answer at all for show-card work, 
but most drawing and India inks will work well 
with lettering pens. A good ink can be made by 
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Card No. 2, made with Redis pens Nos. 1% and 3. The 
illustration was taken from a HARDWARE AGE advertise- 
ment of the C. A. Shaler Company, Waupun, Wis. 
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Bicycle 


Tires 


will end your 


tire troubles. $ 
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Card No. 3, made with Redis pens Nos. 1 and 3. The 

illustration was taken from a HARDWARE AGE advertise- 

ment of the Goodyear Tire & Rubber Company, Akron, 
Ohio 























taking equal parts of glossy and flat show-card 
color and thinning to the proper consistency with 
water. If the ink does not run freely enough a 
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When My Lady Goes to Shop 
BY FREDERICK C. KUHN 

OMAN wields a mighty scepter in the home 
W and in the store. Usually she presides over 

the family budget. She is the professional 
shopper. She buys the groceries, clothing, kitchen 
and homefurnishings, small package paints and var- 
nishes—usually most of the light hardware and 
druggists’ merchandise. 

Yet do you make yours a woman’s store? Most 
stores are planned exclusively for men. Are there 
comfortable chairs for her to rest while purchas- 
ing mirrors where she can powder her nose, or ad- 
just her veil? Do the clerks speak in well-modu- 
lated voices? Are the floors and counters clean, so 
she will not soil her dress? Are the fixtures neat? 
Is the color scheme light, bright and dainty? 

We were discussing this with an experienced hard- 
ware man the other day. ‘Merchants should recog- 
nize the feminine appeal,” he said, “and plan their 
store displays accordingly. For instance, I have 
flower boxes outside my windows. They are filled 
with gaily colored blooms. That gets the women. 
Children notice it, too, and talk about it. Then my 
salespeople are as neat and clean as department 
store clerks. Their hands well cared for; their 
clothes brushed. They are courteous to a degree— 
especially over the telephone.” 


Harmony of Color Brings a Quick Response 

Women are particularly sensitive to color. Their 
artistic tastes are more highly developed than those 
of mere man. In talking paints and varnishes, for 
instance, you should always emphasize the decora- 
tive features—how attractive and refined a certain 
color looks, how it will harmonize with their rugs 
and curtains. Durability must be there, of course. 
But, if you appeal to a woman’s sense of beauty and 
the home-loving instincts, she will assume that as a 
logical accompaniment. Price usually comes last! 

A quietly dressed woman entered a hardware 
store. She was not a customer. She wanted an 
empty box. Very well, the clerk would bring one up. 
Instead, he brought three—clean, with solid lids on 
‘em. He laid them out as though he were selling a 
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few drops of alcohol added to it will often remedy 
this trouble. 

These are elementary but fundamental principles 
that must be learned thoroughly before any degree 
of success in pen lettering can be attained. Others, 
equally important, will be taken up in other lessons, 
If you meet with any difficulty in securing mate- 
rials, if you find any obstacles that you feel are 
hampering your progress, write to HARDWARE AGE, 
stating your difficulty, and we will endeavor to set 
you on the right road to successful show-card writ- 
ing. Get the right kind of a start and the rest will 
be comparatively easy. 

The alphabet shown with this article was made 
with a No. 24% Redis pen on a quarter sheet, 
11 x 14 in. The capitals were executed between 
guide lines 34 in. high and the lower case letters 
between guide lines 1% in. high. This alphabet 
is comparatively new and is known as the poster 
style. It lends itself splendidly to almost any show- 
card requirements. 

Cards Nos. 1 and 2 were made with No. 11% and 
No. 3 Redis pens; card No. 3, with No. 1, and No. 3 
pens. The illustrations were taken from the adver- 
tising sections of HARDWARE AGE. All of the cards 
are quarter sheets. 


fireless cooker. Would that one do? Was it strong 
enough—was it wide enough? To what address 
would she have it sent? No trouble—the wagon 
would be ’round that way after dinner. The clerk 
took her name and address. 

“How much is it?” the woman asked. 

“Nothing, ma’am,” came the courteous response. 
“It’s a pleasure to be of service.” 

To one who has not been gruffly told to go down 
in a dark, dismal basement and pick one out this 
may not sound extraordinary. But to me it seemed 
like a skillful bit of retail salesmanship. 


Service Examples That Paid Big 


Instances illustrating thoughtful service of this 
kind could be multiplied. A store down the street 
sold a customer a washing machine. Something 
went wrong with the works. She complained to the 
storekeeper, who told her to see a plumber. 

Instead, she went to the little shop around the 
corner, which was making a heroic stand for trade. 
The owner tightened two screws and the machine 
worked. Of course, there was no charge, even 
though she bought it elsewhere. But she is now a 
regular customer of this store, and last month her 
purchases for porch furniture amounted to $35. 

If it is true that 75 per cent of all the buying is 
done by women, how important is it that you should 
cater to their patronage? Many women would 
rather go shopping than to the matinee. Things be 
ing equal, they trade at the store that affords them 
the greatest pleasure. They are quick to notice the 
finer points of service. When they come in laden 
with bundles, wrap them into one package. Put on 
your party manners! Treat them with courtesy 
and respect! Cultivate the feminine appeal! And 
then when my lady goes to shop yours will be the 
first store on her list. 


Found Out 


oW OULD you like to hear a secret involving Mrs. 
Nextdoor in a dreadful scandal?” 

“Yes, oh, yes; tell it to me.” 

“I don’t know any such secret. You certainly have 
a mean disposition.”—Ezchange. 
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The Randall Rider Bobs Up Again— Webb Biil and 
Kitehin’s Revenue Bill 


By W. L. CROUNSE 


WASHINGTON, Feb. 21, 1917. 
HIS is the last chapter in the story of the snake 
that was only scotched—the snake that started 
out as the Randall “rider’’ imposing prohib- 
itory zone rates of postage on newspapers, trade 
publications, etc. That is to say, there will be no 
more chapters in the Sixty-fourth Conzress that 
ends at noon on March 4, next. 
That this reptile will appear again when Con- 
gress reconvenes goes without saying. Like the 
poor, we always have it with us. 


But the Snake Came Back 


When the Senate refused to suspend the rules for 
the purpose of adopting an amendment to the Post- 
Office Appropriation bill boosting the postage rate 
on newspapers and periodicals from one cent per 
pound to one and a half cents per pound for the cur- 
rent year and to two cents per pound next year and 
thereafter, the most experienced parliamentarians 
in Congress believed they had heard the last of this 
vexatious matter. It looked as though the stirring 
speeches made by Senators Hitchcock, Weeks and 
others had carried conviction with them and that 
the press would be permitted to continue the great 
work of educating the people without further annoy- 
ance, so far, at least, as the present Congress was 
concerned. 

But it was the old story about the numerous slips 
between cup and lip. There’s nothing more uncer- 
tain than what may possibly happen during the con- 
sideration of a big annual appropriation bill. 

Senator Smoot of Utah was the one who roused 
the snake from its lethargy. Notwithstanding the 
fact that the Senate had refused to consider a propo- 
sition reducing the postage on drop letters to one 
cent per ounce, the Utah senator again presented 
the question as an independent measure, doubtless 
unmindful of the parliamentary snarl that would 
follow. 


Smoot’s Classic on Penny Postage 


In advocacy of this amendment he made a rattling 
little speech that will no doubt often be quoted in 
the future in support of penny postage. It put the 
argument in a nutshell and will interest every 
reader of HARDWARE AGE. Here is the best of it: 
“There is not a State in the Union whose leading 
commercial and other organizations, including re- 
ligious organizations, and, I may say, organizations 


of every character, that have not petitioned for this 
legislation. The estimated revenue from drop let- 
ters to the Government of the United States amounts 
to about $54,000,000, based upon a test that was 
made a year ago last October for the first seven days 
of the month. We all know that drop letters are 
generally used by the business interests of the 
country on the first of the month in sending out 
statements and for other purposes, and therefore 
the test was at a time when the showing would be 
greater, as far as revenue is concerned, than at any 
other time of the month or season of the year. Un- 
der that showing it would appear that there would 
be a loss of $27,000,000 a year. 


Reduced Postage Means More Letters 


“But, if we take into consideration the history 
not only in this country but in Canada and other 
countries wherever there has been a reduction made 
in the price of postage the loss has been very slight, 
indeed. In 1883, when the rate of postage was re- 
duced from three cents to two cents, for that year 
the total revenues of the Post Office were $45,508,- 
000 and the expenditures for that year were $43,- 
282,000. For the year 1884," one year after the 
postage had been reduced from three cents to two 
cents, the revenue of the Post Office was $43,325,000 
and the expenditure was $47,224,000. 

“So, Mr. President, the decrease in the postage 
in our country on account of the drop from three 
cents to two cents was only $2,183,000. I am quite 
positive that if drop-letter postage is reduced to 
one cent there will not be a difference of more than 
$15,000,000 in the revenue, if so much. The Post- 
master General says that he has no doubt but what 
there will be $10,000,000 surplus at the end of the 
coming fiscal year. So under any circumstances 
there would not be a deficit at the end of the first 
year to exceed $5,000,000, and I believe it will be 
less than that. 


Penny Postage Pays Well 


“I wish to call attention to the fact that in the 
testimony before the committee it was shown that 
many of the larger institutions of the country that 
now deliver their monthly statements by messengers 
if the rate on drop letters is reduced to one cent 
will immediately change that system and they will 
be delivered through the mails. The reason why 
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they deliver by ‘messenger now is because it is 
cheaper, but upon a basis of one cent it will be about 
equal to what it costs for the messenger service to- 
day. Therefore, that with other agencies that we 
know will use the mails for drop letters if drop let- 
ters pay only one cent will enormously increase the 
number of such letters mailed. 

“There has been no reduction in postage rates 
since the year 1883. There is a universal call for 
it, and the Government of the United States can well 
afford to adopt it now. It is a fact that it does not 
cost much more than one-third of a cent each to 
handle drop letters, and when we are charging a 
cent on every letter there is a profit in the service 
of over one-half cent for each letter, even though 
the rate is one cent per ounce or fraction thereof.” 

As a veteran member of the Senate, Senator 
Smoot knew that his amendment was subject to the 
point of order that it was general legislation, which 
can only be added to an appropriation bill by unani- 
mous consent. He, therefore, appealed to Senator 
Bryan of Florida, having charge of the bill, not to 
make the point but to permit the Senate to vote on 
penny postage for drop letters as an independent 
proposition without regard to any other feature of 
the bill. 

Florida Squeezes Utah 


But Senator Bryan thought he saw an oppor- 
tunity to drive a hard bargain. He therefore as- 
sured Senator Smoot that he would not interpose 
the point of order if the Utah senator would permit 
the addition of an amendment to the penny postage 
proposition. 

In a weak moment Senator Smoot yielded, where- 
upon Senator Bryan offered the following supple- 
mental amendment: 

“Provided, That the rate of postage on second- 
class matter when sent by the publisher thereof and 
from the office of publication, including sample 
copies, or when sent from a news agency to actual 
subscribers thereto, or to other news agents, shall 
be one and one-half cents per pound or fraction 
thereof during the fiscal year ending June 30, 1918, 
and two cents per pound or fraction thereof during 
the fiscal year ending June 30, 1919, and on and 
after July 1, 1919, two cents per pound or fraction 
thereof: And provided further, That nothing con- 
tained herein shall affect the free-in-county privi- 
lege on second-class matter or the present rate of 
postage on newspapers, when the same are deposited 


in a letter-carrier office for delivery by its carriers, 


or on second-class matter when sent by others than 
the publisher or news agent.” 


Smoot Seeks a “Deal” 


Senator Smoot was in a trap, but he thought he 
saw his way out. 

“Of course,” he said, “if I accept that amend- 
ment I know there will be a point of order raised 
against it; but I will say this to the senator: I am 
perfectly willing the amendment should be accepted 
provided we can have it divided and have a vote in 
the Senate on both questions.” 

Senator Bryan, realizing that if the amendment 
were divided a vote would result in the adoption of 
penny postage on drop letters and the rejection of 
the proposed increase in the rate on second-class 
mail matter, dodged the question and demanded to 
know whether Senator Smoot would accept the 
amendment, to which the latter replied: 

“No, Mr. President, I am quite sure if I accepted 
it a point of order would be made.” 

Then the senator from Florida, in a sententious 
tone, rejoined: 

“The senator may be just as sure, if he does not 
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accept it, a point of order will be raised against his 
amendment.” 

Realizing he had sprung the trap, Senator Smoot 
declared he would accept the amendment to the 
amendment for the purpose of bringing the ques. 
tion to an issue in the Senate, relying upon the con- 
ference committee, to which the bill would ulti- 
mately go, to strike off the provision relating to 
second-class rates. 


An Every-Day Scene in the Senate 


By this time the Senate stage was set for a famil- 
iar scene. Less than half a dozen senators were on 
the floor. A few were in the cloak rooms, but the 
majority, relying upon several additional hours’ de- 
bate on the pending bill in which they were not par- 
ticularly interested, had wandered off to their com- 
mittee rooms. The colloquy between Senator 
Smoot and Senator Bryan had been carried on in 
the low conversational tone that characterizes much 
of the Senate discussion. To those in the gallery 
the debate was hardly audible. 

Suddenly the presiding officer, in sharp, staccato 
accents, announced that, “without objection,” the 
amendment would be agreed to and, after an in- 
stant’s hesitation, declared that the chair “heard 
no objection.” 

Aside from Senators Smoot and Bryan nobody in 
the Senate knew what had happened, but in thirty 
seconds an electric thrill stirred the air and the 
Senate came to life. 

Senators hurried in from the cloak rooms, clapped 
their hands for page boys and started a score of 
lads rushing throughout the Senate wing to bring 
in absent members. Gray-headed solons buzzed like 
bees about Senator Smoot’s desk, indignantly pro- 
testing against the action by the Senate in adopting 
the amendments. 


Motion Made to Reconsider Vote 


The Utah senator was obviously pleased that the 
action taken had aroused so much indignation, but 
he waited until two-thirds of the empty senators’ 
chairs were filled before he rose and smilingly an- 
nounced that he would move to reconsider the vote 
by which the joint amendment was adopted. Sen- 
ator Bryan saw that the Senate was thoroughly 
aroused and would not stand for the clever device 
by which the second-class mail amendment had 
been put across, so with a crestfallen appearance he 
expressed his willingness that the motion to re- 
consider should be voted on. 

This was too good an opportunity to miss to read 
a lesson to the Senate upon its easy-going manner 
of doing business, and Senator Williams of Missis- 
sippi took advantage of it. 

“I want to discuss the right and wrong of this 
situation!” he exclaimed. “In any proper sense 
this amendment has never passed the Senate. A 
little private conversation was going on in the usual 
way—one of the faults of the Senate—between two 
senators. One senator offers an amendment and 
another one agrees not to make a point of order 
upon it provided the first senator will accept an 
amendment which he offers; and then, suddenly, the 
Chair says: ‘Without objection, the amendment as 
amended will stand adopted,’ and thus, in a breath, 
the Senate disposes of an important matter that 
senators have been quarreling with one another 
about for three days! 


No Flim-flam for Williams 


“There was not a member of this body that ex- 
pected this amendment to be adopted without a yea- 
and-nay vote. There was not a member on either 
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side of the dispute that would not have called for 
the yeas and nays. Therefore, as I have said, in 
any proper, moral, right sense the amendment has 
never been adopted at all. We all believed we would 
have an opportunity to vote, and for that reason 
some of us kept our mouths shut while the question 
was being debated.” 

Senator James of Kentucky added -his protest to 
that of Senator Williams, declaring that when this 
same subject came before the Senate a week ago 
upon a motion to suspend the rules, which requires 
a two-thirds vote, the advocates of increased postage 
on newspapers and periodicals not only failed to se- 
cure the necessary two-thirds but fell three votes 
short of a bare majority. 


Senate Reverses Action 


By this time the Senate had filled up and sen- 
ators on all sides were clamoring for a vote on the 
motion to reconsider. The presiding officer directed 
that the roll be called, the electric bells tinkled 
throughout the Senate wing announcing the taking 
of a vote and when the roll-call was concluded the 
Chair declared that the motion to reconsider had 
prevailed by a vote of 39 to 26. 

The Senate was now working under the electric 
lights, and as it was obvious that the pending 
bill could not be disposed of before adjournment, 
the Smoot-Bryan amendment went over until the 
next day. 

When the Senate assembled the following morn- 
ing Senator Hitchcock of Nebraska, the St. George 
who slew the Randall dragon last week, was once 
more on the job. The adoption of the motion to re- 
consider operated to reopen the entire question and 
Senator Hitchcock was ready with his trusty lance. 
Smiling at Senator Bryan as though he really hated 
to do it but must obey his physician’s advice, he 
again made the point of order that the proposed 
amendment was general legislation, and therefore 
had no place on the Post Office bill. 


Vice-President Overruled 


Several senators, in a chorus led by Senator 
Bryan, insisted that the point of order could not be 
sustained under the circumstances and the presiding 
officer agreed with them. An appeal from the deci- 
sion of the Chair was instantly taken and after a 
heated wrangle the decision was overruled by a vote 
of 45 to 25! 

This should have settled it, don’t you think? But 
probably you are not familiar with the business 
methods of the United States Senate. 

Hardly had the vote of the Senate overruling the 
Chair been announced before Senator Bankhead, 
chairman of the Senate Post Office Committee, rose 
and offered a new amendment embodying a com- 
bination of the Bryan amendment and the original 
Randall “rider,” as follows: 

“Provided, That the rates of postage on news- 
papers published weekly and more frequently shall 
be one cent per pound or fraction thereof when 
mailed for delivery within the first, second and third 
parcel-post zones, and one and one-half cents per 
pound or fraction thereof when mailed for delivery 
within the fourth parcel-post zone, and two cents 
per pound or fraction thereof when mailed for de- 
livery within the fifth, sixth, seventh and eighth 
parcel-post zones.” 


Lodge Loses Patience 


Senator Lodge, a conservative veteran in the serv- 
ice of the Senate, with a tired expression attempted 
to call a halt. He said: 

“Mr. President, we have spent a great many hours 





53 


in discussing this question, and I think that the first 
duty of the Senate is to dispose of the appropriation 
bills and not go on with these discussions. I make 
the point of order against the amendment.” 

This time the Chair, doubtless having in mind the 
recent action of the Senate in rebuking his ruling, 
sustained Senator Lodge’s point of order, and the 
incident appeared to be very nearly closed. But 
only very nearly. 

Senator Hoke Smith of Georgia took the floor 
for the last act in what was rapidly’ degenerating 
into a farce. Notwithstanding the repeated votes 
of the Senate, the Georgia statesman presented this 
astonishing hodge-podge: 


Senator Hoke Smith’s Little Joke 


“Provided, That the rate of postage on second- 
class matter from and after six months from the 
passage of this act when sent by the publisher 
thereof and from the office of the publication, in- 
cluding sample copies, or when sent from a news 
agency to actual subscribers thereto, or to other 
news agencies, shall be one cent per pound for the 
first 200 miles and one-half cent additional per 
pound for each additional 200 miles. The increased 
charge beyond one cent per pound shall not apply 
to religious and agricultural magazines and papers 
or to the publications of the secret or labor organ- 
izations except where the same carry more than 20 
per cent of their space in advertisements: And pro- 
vided further, That nothing contained herein shall 
affect the free-in-county privilege on second-class 
matter or the present rate of postage on newspapers 
when the same are deposited in a letter-carrier office 
for delivery by its carriers, or on second-class mat- 
ter when sent by others than the publishers or news 
agent.” 

By this time Senator Lodge’s ire was thoroughly 
aroused and in a ringing voice he again made the 
point of order and demanded that the Senate should 
get down to the real business of the day. Again 
the Chair sustained the Massachusetts senator and 
rang down the curtain on a characteristic Senate 
vaudeville. 

President Working for Webb Bill 


President Wilson is determined to make a final 
drive to secure the passage of the Webb bill legal- 
izing export combinations. On the occasion of a 
visit to the capitol last Saturday he had a heart-to- 
heart talk with the Senate legders about this im- 
portant measure and impressed them with the fact 
that he is deeply interested in its fate. 

The President was told that every effort will be 
made to push this bill through, but that it was cer- 
tain to provoke debate and that any seriqus opposi- 
tion would surely defeat the measure and might 
also imperil other important legislation. The Pres- 
ident was told where the trouble lies and where the 
opposition will come from. Whether he will tackle 
the trouble at its source remains to be seen. 

The fact is that the fate of almost any measure 
except the appropriation bills and war crisis legisla- 
tion is now merely a matter of arithmetic. Three 
into two, you can’t. The present Congress adjourns 
one week from next Monday, and dividing the inter- 
val into hours and distributing them among the im- 
portant bills which must be passed before adjourn- 
ment, it is perfectly obvious that both Houses must 
cease to be what Speaker Tom Reed used to call 
“deliberative bodies” if these measures are to be 
put through. 

Still a Chance of Passage 


The Webb bill is certainly up against it good and 


hard. Nevertheless, if two or three Senators who 
are seeking to make personal capital out of their 
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opposition to “combinations” of all kinds can be 
called off, there’s still a chance of its passage. The 
situation in the House is such that it is believed 
that body will concur promptly in any amendments 
the Senate may make, and thus the delay incident 
to the appointment of a conference committee may 
be avoided. 

Senator Pomerene of Ohio has just filed in the 
Senate the favorable report of the Committee on 
Interstate Commerce upon the Webb bill, and the 
strong arguments presented in its favor at this 
time will no doubt be helpful in securing considera- 
tion for it. According to the report, there never 
was a time in the history of the United States when 
such a measure as the Webb bill was so impera- 
tively needed, and should the war end to-morrow 
the United States would probably lose in less than 
six months all the trade it has gained since the 
leading manufacturing nations of Europe stopped 
making peace goods and concentrated their ener- 
gies on the production of war material. 

In Germany alone, according to Senator Pome- 
rene, there were at the beginning of the European 
war 600 important cartels or combinations, em- 
bracing nearly every manufacturing and commer- 
cial industry in the empire. Many of these or- 
ganizations devoted themselves largely to the ex- 
port trade, and they carried on vigorous campaigns 
to extend their foreign business and to prevent com- 
petition among German producers in foreign mar- 
kets and to secure profitable prices. 


Bucking After-the-War Conditions 


Since the beginning of the European war the 
Allies have organized official buying agencies for 
the benefit of their governments and their people. 
Our merchants and manufacturers must go up 
against such armor-clad competition as this, not 
only without any help from the United States Gov- 
ernment, but hindered and handicapped at every 
step by the technicalities of our anti-trust laws and 
the fear of our financial institutions that the financ- 
ing of export combinations may result in violations 
of the law that will imperil all investments. 

There is hardly a corporation in the United States 
that can compete single-handed with the official and 
semi-official European combinations, and the Senate 
committee declares that “it is necessary to permit 
our business men to form similar organizations or 
associations so as to enable them to meet foreign’ 
competitors on a more equal footing.” 

In concluding its report, the committee expresses 
the belief that “as amended, this bill will give to 
those interested in our foreign trade the full power 
to organize with respect to that trade, so as to 
enable them to meet our foreign competitors and at 
the same time will not result in any substantial 
injury to our domestic commerce.” 

Let the business men of the country whoop things 
up once more for the Webb bill, and we may yet win 
in a Garrison finish. 


Kitchin’s Revenue Bill in Senate 


Majority Leader Kitchin’s revenue bill, designed 
to raise several hundred million dollars by imposing 
taxes on excess profits “north of Mason and Dixon’s 
line,”’ has been reported by the Senate Finance Com- 
mittee, and will probably pass the Senate this week. 
Protests from every part of the country, but espe- 
cially from the North and East, poured in upon the 
Senate committee while the measure was under con- 
sideration, but were wholly without effect. Nearly 
all the influential majority members of the com- 
mittee hail from States below the Mason and Dixon 
line, which Mr. Kitchin has again immortalized, 
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and apparently it has made very little difference to 
them to learn that manufacturers and merchants, 
both big and little, object to taxing laws which are 
grossly discriminatory and grotesquely unfair. 

While the Kitchin bill is a matter of much interest 
to business men, a little taxing project which the 
Senate Finance Committee has up its sleeve for use 
in the event of actual war is of even greater im- 
portance. Chairman Simmons let the cat out of 
the bag during a hearing on the bill, at which the 
representatives of several manufacturing corpora- 
tions objected to paying an excess profits tax on 
top of a corporate income tax. 

Mr. Simmons merely smiled grimly at this pro- 
test, and told the protestant that in the event of 
war the Government would probably take fully one- 
half of all the profits of manufacturing corporations. 
This is a pleasant bit of news for American business 
men to consider, and will serve to test the patriot- 
ism of every man who hasn’t a nickel-steel rod for 
a backbone. 


Throwing Revenue Away 


And all this while, for a period of three and a 
half years, we have been admitting foreign mer- 
chandise at duties averaging about one-third of 
those paid prior to the enactment of the Under- 
wood-Simmons tariff law, and virtually pitching 
into the sea hundreds of millions of dollars which 
Congress is now wildly seeking to raise by such 
doubtful expedients as the excess profits tax! 

And this, too, gentlemen of the Congress, when 
it is a well-known fact that if our tariff rates had 
been higher the foreign producers of the goods we 
have imported would have been obliged to reduce 
their prices in order to get them into the United 
States, so that the foreigner would have paid the 
bulk of the difference in tariff rates. 

If anybody doubts this statement, let him look 
up the statistics on our imports of sugar from Cuba, 
which demonstrates conclusively that the moment 
we reduced the sugar duty the Cubans boosted the 
price of the raw product correspondingly, so that 
the net result was a contribution to the Cuban sugar 
planters from the treasury of the United States of 
twelve or fifteen million dollars per annum. 


The Foreigner Pays the Tariff Duty 


The foreign buyer of any American importing 
house who has had a dozen years’ experience abroad 
will testify that every time we raise our tariff the 
foreign manufacturer reduces his prices in order 
to get his goods into the United States; and every 
time we cut the duties foreign prices are raised 
“because the business will stand it!” 

This is the chief reason why the free listing of 
food and clothing by the Underwood-Simmons act 
hasn’t taken a nickel off the H. C. of L. 


Has Read Hardware Age for 
20 Years 


DANVILLE, VA. 


To the Editor: 

We have been reading your journal for the past 
twenty years and believe it gets better with age, 
and we do not see how any enterprising firm could 
afford to be without it. 

We wish you continued success. 

Yours truly, 
VIRGINIA HARDWARE & MFG. COMPANY, 
A. D. STARLING, President. 
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Retirement from the Retail Field—Chicago Special 
in Wreck, But Hardware Boosters Uninjured 


T takes more than a railroad wreck or the lack 
of a merchandise exhibit to dampen the enthusi- 

‘ asm of Illinois retail] hardware dealers when the 
convention season is on. Such trivial incidents are 


President Mason of Canton, Ill., in a characteristic 
attitude. He had a welcome for ail comers 


not even topics of discussion when that bunch of 
live wires gets together to thresh out the perplex- 
ing problems of modern business. The annual con- 
vention is a business proposition, and while there 
are amusement features always in evidence, the 
real pleasures of the sessions are derived from 
friendly intercourse and the free interchange of 
ideas. 

When at the last convention it was decided to 
drop the exhibits from the 1917 program, it was 
freely predicted in many quarters that interest in. 
the business sessions would lag. The interesting 
meeting held in Springfield, Feb. 6, 7, 8, put the 
doubters to shame and proved the fallacy of their 
arguments. The sessions were surcharged with 
interest from the first get-together meeting and the 
interest of the members never lagged throughout 
the entire convention. 

Those acquainted with the officers of the Illinois 
Association expected just such a program. R. L. 
Mason, the retiring president, had shown by the 
preceding year’s record just what could be ex- 
pected of him, and Secretary Nish, with a record of 
many successful conventions, was always to be 
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depended upon. It was merely a question of how 
much good business-building stuff could be crowded 
into a brief three-day session. There was not a 
single dissatisfied member when the sessions closed 
and not one but what carried a note-book filled with 
valuable suggestions and practical business pointers. 

Nineteen-seventeen was a big year in Illinois 
hardware history. The membership had grown in 
two short years from 885 to 1335, a net gain of 450 
members, and practically none of that immense total 
was in arrears when the Springfield Convention 
opened. The insurance company connected with the 
association could show almost $4,000,000 worth of 
insurance in effect, with a gain of $250,000 during 
the month of January. These were the basic reasons 
for Illinois success. 


Chicago Boosters in Railroad Wreck 


A wreck on the Alton Line all but marred the 
opening day of the sessions. The Chicago hard- 
ware boosters, about 50 strong, left the Windy City 
Tuesday at 11 p. m. Prominent in the bunch were 
Squibbs of the American Steel & Wire Company, 
Si Kohler, president of the Chicago Retailers, Mar- 
tin Englehart, Fred Ruhling, W. T. Gormley and 
the hardware Alderman Gnatt. They were out for 
a general good time, and the trip was a merry one. 
Song books were distributed, and, led by the 
Squibbs, the official entertainer, there was an abun- 
dance of noise if not of real music. Perhaps the 
melody caused the engineer of that freight train in 
the Springfield yards to forget the signals. 

At any rate, just as the party was leaving the 
Special, he backed a loaded coal car into the rear 
of the train with force enough to rip the side out 
of the big observation car. Fortunately, the hard- 
ware party was in the second coach ahead and its 
members escaped injury. A traveller on the obser- 


Left to right: J. H. Weilepp, Maria; Roy R. Wilson, 
Decatur; H. E. Gnadt and W. O. Freeman, Chicago 











Left to right: 


Walter C. Grahl, Chicago; A. George 
Pederson, 


American Artisan; J. Schnakenberg, L. 
Stauber and C. F. Albert, Chicago 


vation car was hardly as lucky, and sustained a 
broken leg, while the porter was hustled to the hos- 
pital suffering from a fractured arm. The acci- 
dent never fazed Squibbs and his amateur chorus. 


A Get-Together Meeting Tuesday Evening 

The program designated the Tuesday evening 
session as a get-together and the title was appro- 
priate. The fact that the sessions were held in the 
parish house of a prominent church had no effect 
in keeping the visiting dealers away, and the avail- 
able seats were well filled when President Mason 
called the meeting to order. There was no busi- 
ness on tap, the session being purely of a social 
nature. First came several reels of interesting mo- 
tion pictures, then a thoroughly enjoyable musical 
program under the direction of Professor D. S. 
Wiley of the Temple Boy Choir. The youngsters, 
dressed in white sailor costumes, rendered several 
selections of popular and patriotic songs, and gave 
a correct imitation of a Hawaiian orchestra in na- 
tive melodies. The solo by Master Walter Binney 
was especially well received and brought forth con- 
siderable applause. There was a short address of 
welcome from President Mason. This was followed 
by short talks by Secretary Corey of the National 
Association, L. S. Soule of HARDWARE AGE and 
A. George Pederson of the American Artisan. 


Wednesday Morning Session a Busy One 


The Wednesday morning session was a lively one 
from the very start. Promptly at the appointed 
hour the gavel called the members to order and after 
the invocation had been pronounced by T. J. 
Mathews of Mount Vernon, Secretary Nish started 
the ball rolling with his able report of the year’s 
acitivities. Mr. Nish called attention to the fact 
that his records showed a remarkable increase in 
the number of members who were making use of 
the National Price and Service Bureau, and dwelt 
at some length on the retail need for more efficient 
accounting systems. He declared that his office 
welcomed the inquiries of the members and was 
prepared to even furnish information on “How Best 
to Cut the Baby’s Teeth,” if any member so desired. 
He explained in detail the workings of the freight 
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audit bureau and urged the members to make 
greater use of its services. The report closed with 
a financial report of the association and a synopsis 
of work done by the secretary’s office during the 
year. 
The next in order was the address of the presi- 
dent, which began with a reference to the rapidly 
changing business conditions of the past year. Mr. 
Mason declared it to be almost an impossibility for 
the best-posted merchants of the country to make 
an intelligent quotation at this time and advised all 
dealers to watch their business steps constantly. He 
called particular attention to the excellent work of 
the traffic department, which he said was not only 
handling claims, but also assisting members in the 
matters of routes, classification and mixed ship- 
ments. He referred briefly to the war clouds that 
were hanging over the country, and while express- 
ing the hope that the bolt might not strike, declared 
that the hardware men would without question stand 
solidly behind those who guide the destinies of the 
nation. Mr. Mason expressed regret that the close 
of the convention meant the severance of his official 
connection with the association, as he was now out 
of the retail business, and cordially thanked the 
other officers and the members for their kind co- 
operation during his term of office. His closing 
sentence was: “Now in the deliberations of this 
convention the benefits you derive will be commen- 
surate with.the interest you take. Don’t forget that 
what you know is of benefit to the other fellow. 
Loosen up!” His advice was followed throughout 
the sessions. 

The closing address of the session was delivered 
by James W. Fisk, Indianapolis, manager of the 
Retailers’ Service Department of the Associated Ad- 
vertising Clubs of the World, whose subject was: 
“Making Credits Pay and the Art of Collecting.” 
Mr. Fisk brought out the fact that investigations 
prove the retailer to be exceedingly lax in the mat- 
ter of granting credits and that he does not keep 
accurate daily reports of his credit business. This 
laxness he said was particularly noticeable in the 
matter of co-operation between rival dealers. Thirty 
per cent of the business of the country, he declared, ° 
was handled on a credit basis and only half the debts 
incurred are promptly paid. Fifteen per cent, he 
said, represented slow pay; fifteen per cent was 
collected by personal calls; ten per cent required 
force to get back the money, and another ten per 
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cent was a total loss. He declared that collection 
should be the first step in granting credit, and that 
no merchandise should be sold on time unless there 
was a definite agreement as to the exact time of 
payment. In the matter of collections, Mr. Fisk 
was emphatic in the statement that promptness in 
asking for a settlement is absolutely essential. He 
also advised dealers to do their collecting in such 
a manner that the customer would not be lost but 
would continue to purchase goods at their stores. 
His parting advice was to always act on the assump- 
tion that the customer fully intended to pay the bill, 
and to make it as easy as possible for him to do so. 
At the close of the address Mr. Fisk led a discussion 
on credits and collections in which the dealers par- 
ticipated, and many new ideas were brought forth 
and threshed out. In the closing moments of the 
session E. L. Brundage, Attorney General of Illi- 
nois, was introduced and spoke briefly on the need of 
legislative bodies taking a broader stand in regard 
to the value of business organizations to the State 
and its citizens. 


Fire Insurance Receives Special Attention at 
Afternoon Session 


The afternoon session opened with Mr. Fisk 
again on the platform in a talk on the “Cost of 
Doing Business.” As a prelude to his address he 
declared that the dealer who believes no personal 
effort is necessary in order to create business and 
who expected trade to naturally come his way, was 
billed for the business discard. He then took up 
the matter of business costs in detail, showing that 
those costs should be figured on the retail selling 
price. Costs, in his opinion, depend greatly on local 
conditions, and the actual net profits are the only 
tests to the success of any merchant’s methods. He 
advised dealers to turn petty detail over to the 
employees and to arrange their work so as to have 
the bigger things connected with the business well 
in hand. He advised the departmentizing of stocks, 
the keeping of accurate records, the taking of em- 
ployees into the confidence of the employer and the 
watching of expensive leaks. 

A short question box session followed, after which 
the members listened to a very instructive lecture on 
“Fire Preventatives,” by W. H. Bennett, Fire Mar- 
shall of Illinois. 

Mr. Bennett pointed out the fact that out of 
$14,000,000 in fire losses during 1916, nearly $10,- 
000,000 was due to carelessness or negligence. The 
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meeting at this time was turned over to the Hard- 
ware Underwriters of Illinois, who held their an- 
nual meeting. As Chairman Charles T. Woodward 
was not present, Vice-Chairman James E. Voorhees 
of Bushnell presided. The Advisory Committee was 
first to report, their records showing total receipts 
of $68,776 for the year ending Dec. 31, 1916. Total 
disbursements were given as $33,284 and cash on 
hand at that time as $35,492. Savings to subscrib- 
ers have averaged 40 per cent of the premiums from 
the date of the organization and the insurance in 
force has increased from $1,890,014 to $2,787,644. 
Losses during the year amounted to $8,352. Causes 
of fires were attributed to various means as fol- 
lows: 29 per cent, causes unknown; 29 per cent 
from fires originating in buildings, other than the 
loss; 13 per cent, defective flues; 9 per cent, de- 
fective wiring; 8 per cent, overheated furnaces; 
4 per cent, electric flatirons; 8,per cent, fires orig- 
inating in lodge halls and club rooms. In the re- 
port 70 per cent of these fires were declared to be 
in the preventable class. 

At the close of the report there was some discus- 
sion in regard to preventable fires, after which the 
following officers were elected to succeed them- 
selves on the Advisory Committee: Herman E. 
Gnadt, Chicago; T. J. Mathews, Mount Vernon. 
The other members of the committee, whose term 
of office has not yet expired, are: Charles T. Wood- 
ward, Carlinville; James E. Voorhees, Bushnell, 
William Bittel, Peoria. 


By-Laws Changed at Thursday Session 


The Thursday morning session opened with an 
address by J. S. Knox of Cleveland on “Ruying, 
Selling and Management.” Mr. Knox expressed 
the view that retailers are inclined to drift because 
of the fact that they seem to have no definite aim. 
He declared that they must make a closer study of 
their problems and devise practical means for their 
solution. 

He cited the case of Garver Brothers, owners of 
a store in Strassburg, Ohio, just 20 miles from the 
city of Canton. Strassburg is a town of only 1050 


inhabitants, and the store when started sold only 
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$10,000 worth of merchandise yearly. By careful 
study of their trade and its possibilities the firm had 
built up the business until in 1916 the retail sales 


James P. Brown 


amounted to $460,000. This example, he said, 
proved conclusively that local or outside competi- 
tion could be met successfully if conditions were 
carefully analyzed and proper business methods 
used to meet them. An open discussion followed, 
rather in the form of a Question Box session, and 
Mr. Knox was called upon to answer many direct 
questions affecting local conditions of individual 
dealers. 

During the afternoon session Secretary Corey of 
the National Association spoke to the members on 
the great work being done by the National body, 
and invited them to take advantage of the service 
rendered free to association members. 


Friday Sessions Devoted to Routine Business 


The Friday morning session was called to order 
promptly at 10 o’clock, the first item on the pro- 
gram being the report of the resolutions committee. 
The report favored the enactment of honest adver~ 
tising laws and one-cent letter postage for local 
and R. F. D. delivery. It protested against the 
enactment of the Kitchen bill designed to permit 
certain banks to charge exchange on out-of-town 
checks, and condemned the action of the Post Office 
Department, in granting what is in effect a sub- 
sidy to mail order interests, by allowing them to 
send their catalogs through the mail at approxi- 
mately one-third the former cost, while placing the 
maximum limit just high enough to exclude prac- 
tically all regular retailers from the benefits of 
the rate. The city press was taken to task for un- 
just attacks on the small merchant, and members 
were warned against investing in syndicate catalog 
schemes or chain store enterprises without first 
making a full investigation. The report recom- 
mended to the Legislature a modification of the 
garnishee law, reducing the present exemption of 
$15 to a much smaller amount, and went on record 
as favoring a radical change in the Bankruptcy law. 

A special tribute was paid to the trade press of 
the country for its efforts in behalf of the retail 
trade and the thanks of the association were given 
to Chas. H. Robinson and Miss Margaret Robinson 
for the excellent manner in which they had provided 
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for the comfort and pleasure of the members and 
their ladies while in Springfield. The resolutions 
were adopted. The Committee on Nominations then 
gave its report and in accordance with its recom- 
mendations the following officers were elected for 
the coming year: 

President, J. P. Brown, Hillsboro; vice-president, 
Chas. H. Robinson, Springfield; treasurer, C. RB, 
Arnold, Evanston. 

While the attendance, in comparison with the 
membership, was not all that could be desired, the 
meetings were in the broadest sense successful, and 
the dealers who did attend have gained a fund of 
valuable information that will prove its worth in 
dollars and cents in the years to come. With a 
man of the sterling qualities of James P. Brown 
at its head and a secretary with the experience 
and efficiency of Leon D. Nish still on the job, the 
interests of Illinois dealers are safe for another 
twelve months. 


Pittsburgh Dealers Elect 
Officers 


T HE monthly meeting of the Pittsburgh Retail 

Hardware Dealers’ Association was held in the 
Fort Pitt Hotel in that city on Friday evening, 
Feb. 23. The question box was in charge of A. R. 
Smith of McKees Rocks, and was very interesting. 
Some members of the association who attended the 
recent convention in New York City of the New 
York State Retail Hardware Dealers’ Association 
and the Pennsylvania and Atlantic Seaboard Hard- 
ware Association, gave short talks on what they 
had seen and heard while attending the sessions, 
and these were also very interesting. 

The Pittsburgh Retail Hardware Dealers’ Asso- 
ciation is in very satisfactory condition, its mem- 
bership constantly increasing and much interest is 
shown in its meetings. The association has elected 
officers for the year 1917 as follows: George 
Saupe, president; Samuel Waring, first vice-presi- 
dent; Casper Peppel, second vice-president; Theo- 
dore Backoefer, third vice-president; A. R. Smith, 
fourth vice-president; Samuel McKnight, treas- 
urer, and Charles W. Scarborough, secretary. 

The president has elected committees for the 
year 1917 as follows: Executive: George H. Klauss, 
chairman; A. Reed Orr, Samuel Waring, B. A- 
Maggini and A. C. Gauger. Grievance: Walter 
McQuiston, chairman; J. W. Jones, E. N. Trader, 
Andrew Struzka and A. R. Smith. Social: Theo- 
dore Backoefer, chairman; A. A. Allen, W. M. 
Scott, W. M. Strathern and Casper Peppel. Pub- 
licity: L. J. Heckler, press, and Charles W. Scar- 
borough, trade papers. 


New Jersey Association 
Changes Name 


T a meeting of the Newark Hardware & Supply 
Association, held recently, it was decided to 
change the name to the North Jersey Hardware & 
Supply Association. This change was made because 
in January the association received as members 
practically all the hardware dealers in Paterson. 


AT THE ANNUAL MEETING of Templeton, Kenly & 
Co., Ltd., manufacturer of Simplex jacks, held in 
Chicago, Ill., recently, H. W. Finnell, vice-president 
of the company, was elected a director. 












Russia the Most Promising After-the- 
War Market for, American Products 


Out of a Business Experience of Fifteen Years in that Coun- 
try, C. Fraboni Points Out, jthe Lines of Procedure in 
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INCE the war has been 
ravaging all Europe, 
the United States has 

begun to be interested in 
the great possibilities 
which the Russian Empire 
presents as an outlet for 
American products. The 
Government and _ leading 
banks and associations have 
published in the past year 
many pamphlets, booklets 
and reports about Russia, 
inciting the commercial 
and manufacturing compa- 
nies in the United States 
to undertake a large trade 
with that country when peace again comes to 
Europe. 

All kinds of facilities are being provided for this 
purpose. An American-Russian Chamber of Com- 
merce was established in New York and a Russian- 
American Chamber of Commerce in Moscow. The 
National City Bank of New York is about to open a 
branch in Petrograd, and has a special Russian de- 
partment in its offices at Wall Street, which, like 
the Department of Commerce at Washington, gives 
all kinds of information and statistics to anybody 
interested in that country. Already such activity 
has given hopeful results. Some large manufac- 
turers sent their agents to Russia to study the mar- 
ket in relation to their products. Others began at 
once to ship those goods that were urgently needed, 
and at last the wiser and far-sighted manufacturers, 
knowing the great opportunities that country will 
open to them, are preparing a solid basis for a per- 
manent and prosperous trade. 

Being thoroughly acquainted with everything 
which concerns Russia, her inhabitants, customs, 
commerce and industry, I am glad to give some sug- 
gestions derived from my experience acquired by a 
sojourn of fifteen years in that country. As secre- 
tary and manager of a large Belgian concern owning 
in Russia three important metallurgical plants, 
whose iron and steel products were sold through the 
whole territory to merchants as well as to the gov- 
ernment, railroads, Zemstvos, etc., I happened to be 
in business and private relations with people belong- 
ing to different social classes, in commercial, indus- 
trial and official life, from the muzhik and little 
merchant to the highest functionaries of the empire, 
not only in the capitals and greatest cities, but also 
in the farthest villages. 

The great activity, enterprise and energy of the 
Americans have raised the United States at the 
present time to the highest degree of commercial, 
industrial and financial efficiency, and it is grow- 
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*Mr. Fraboni, who was general mahager in Russia 
for 15 years of a large Belgian company producing 
iron and steel in Russia, has been in the United States 
for two years and will return to Russia after the war. 





ing day by day out of proportion to the needs of 
the country. It is evident that such excess of cap- 
ital and production must necessarily find a large 
outlet abroad. 

Before the war every one considered South Amer- 
ica as the principal opening for exports; hardly 
any one thought of that vast empire going half way 
around the globe and occupying one-sixth of its 
territory. The population of all the South Amer- 
ican states taken together amounts to 50,000,000, 
while that of the Russian empire alone amounts to 
170,000,000—that is to say, three times more. From 
three to four weeks are needed to reach Argentina 
or Brazil, while ten days are sufficient to reach 
Russia in normal times. 

The revenue of Russia before the war was the 
largest of all the countries of the world, namely, 
$1,860,000,000, comparing with $1,600,000,000 in 
Germany, $1,100,000,000 in France and England, 
and $1,060,000,000 in the United States. 

More than 179,000 miles of rivers, lakes and 
canals in Russian territory are navigable. The 
railroad system, which began to grow less than fifty 
years ago, to-day ranks next to the United States. 
In 1913 there were about 50,000 miles open to traf- 
fic, 12,000 miles in construction, and many more 
projected. 

In the years foliowing the conflict with Japan 
the internal economical situation in Russia 1m- 
proved greatly, as is shown by the deposits in pri- 
vate and state banks; whereas in 1908 these were 
$1,500,000,000, they were $3,000,000,000 in 1914. 
The imports of all kinds of products were about 
$350,000,000 in 1907; they had grown to $687,000,- 
000 in 1913, with exports of $760,000,000, almost 
exclusively agricultural products. 


Mistakes About Russia 


As to the country itself, the knowledge of Rus- 
sia possessed by the great majority of Americans 
was until recently about the same as that of Euro- 
peans thirty years‘ago. They gloomily thought of it 
as inhabited by barbarians, that the most horrible 
crimes were perpetrated there with impunity, that 
Cossacks and police were continually striking the 
peaceful people, and that the nihilists daily at- 
tempted the life of the Czar and his ministers. 

It was believed there was eternal winter, not 
less than that at the North Pole. I remember hav- 
ing read many years ago in a small French paper, 
so-called correspondence from the then St. Peters- 
burg, stating that the winter was so severe that 
year in Russia and so much snow had fallen that 
some hungry white bears entered the capital, where 
they were pursued and killed by a company of 
soldiers sent for their pursuit. 

A few decades ago some engineers from France 
and Belgium went into south Russia to explore and 
locate the mineral wealth. Returning home they 
told of the immense deposits of coal and iron ore. 
Capitalists immediately organized to exploit those 
riches. They bought large estates where the min- 
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eral lay, opened shafts and built metallurgical works, 
sending their fellow countrymen there to occupy all 
kinds of positions, from managers and superin- 
tendents to workmen and boys. I remember it took 
a great deal to persuade those employees to accept 
their new positions in Russia, although salaries sev- 
eral times higher than they received at home were 
offered. A great number refused only from fear 
of that country, almost unknown to them. Those 
who accepted, being convinced they were going into 
a desert, brought with them all kinds of household 
implements, including brooms and rags with which 
to sweep and wash the floors. All were much sur- 
prised to find, instead of barbarism, a very kind, 
open-hearted and extremely hospitable people. 


How Germany Pre-empted 


Certainly we cannot put Russia on the same level 
with some other civilized nations. Lack of com- 
munication, autocratic form of government, intem- 
perance, lack of education, and the immense extent 
of territory prevented the development and progress 
that put the other countries at the head of civiliza- 
tion. The needs of Russians have been limited, but 
when the immense population is considered the op- 
portunity for profit is great. The nation which 
understood better such needs and profited more 
largely than any other was Germany, not only be- 
cause of her geographical situation, but because of 
her splendid commercial tactics. 

England, France and the United States were 
always unwilling to yield to the methods of busi- 
ness followed in Russia, which are so different from 
their own. They did not want to quote in local cur- 
rency and measurements, nor to quote goods with 
freights and duties paid; and above all, they never 
could condescend to grant the desired credits. Their 
attitude resulted in throwing all the trade with 
Russia almost entirely into the hands of Germany. 

American consular officials who studied atten- 
tively the commercial situation in Russia, in their 
reports in the year preceding the war, already 
showed very clearly the situation and gave the fol- 
lowing suggestions: 

“Russia with Siberia presents one of the richest 
unexploited countries in the world; it is slowly 
changing from a purely agricultural to an 
agricultural and industrial country, and _ in 
this evolution foreign capital and foreign im- 
ports must play an all-important part. On’ 
the other hand, it cannot be repeated too often 
that Russia has business customs and commercial 
laws that are peculiarly its own; there is no country 
where knowledge of local conditions is more essen- 
tial. Business success in Russia is largely depen- 
dent on the credit system, and knowing the persons 
to whom credit can be granted is possible only 
through local representation and a knowledge of 
local conditions. Success can be attained only by 
firms that are determined to establish business con- 
nections with Russia and are prepared to spend 
money on preliminary organizations.” 

Germany, after having studied thoroughly the 
country, realized that the only way to do large 
business there was to follow entirely the commer- 
cial customs and in some cases extravagances of 
that vast market. She sent numerous travelers, not 
only to the large centers, but also to the smallest 
and farthest places, providing them with full col- 
lections of samples and catalogs printed in local 
language, showing weights and dimensions in poods 
and arshines, and prices in rubles, including all ex- 
penses, in order to enable the smallest customer of 
the farthest village to buy German goods without 
any trouble. 
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Germany understood that since Russia was ex. 
clusively an agricultural territory, it was abgo. 
lutely necessary to grant large credits, because the 
peasant has no money until he has sold his crops, 
Selling on credit, Germany did not take much risk, 
as it is shown by statistical reports, the percentage 
of unpaid debts in Russia being less than that of 
any other country. 

Proceeding in this way, Germany invaded Rus- 
sia with her products, selling at the same time the 
products of some other countries, including Amer- 
ica, as her own. It is evident that these foreign 
goods left some profit to the German commission 
houses, although they had to pay different middle- 
men, steamship and railroad freights, insurance 
and many other kinds of expenses due to the en- 
trance of those goods on German docks and their 
forwarding into Russia. 


The American Opportunity 


When the war is over the United States should 
maintain for some time its present place of the 
largest exporting nation in the world, and it is un- 
doubted that the Russian market will be the great- 
est in capacity to absorb its products. Holding 
strongly the position given by the present unpre- 
cedented opportunity will depend entirely upon the 
capacity and ability of American manufacturers and 
financiers. 

Russia herself, through her government, local 
papers, leading commercial and financial people, is 
extending now all kinds of solicitations to the United 
States in order to establish a closer bond of friend- 
ship, for reciprocal benefit, on the basis of the com- 
mercial treaty which existed since 1832 and termi- 
nated in 1911 by some racial misunderstanding. 

If until now the limited needs of the Russian 
people have absorbed great quantities of foreign 
goods, what will the situation be when the war is 
over? 


The Russian Peasant’s Re-Birth 


Certainly we cannot estimate the future of Rus- 
sia from her past, because the present bloody strug- 
gle will raise that nation to the high spheres of 
progress and civilization. The first impulse has 
been already given in the curbing of intemperance. 
If Alexander II in 1863 freed the peasants from 
the squires, his grandson, Nicholas II., freed all 
the Russian people from their worst enemy—vodka. 

Before the war workmen indiscriminately spent 
their last copeks for vodka, while now this money 
is saved and deposited in banks. The penniless 
peasant who during the long winter months lay 
almost all the time, and very often intoxicated, upon 
the large stove in the only room of his wretched 
hut, where his wife, his children and his cow slept 
together, now keeps busy in the rigorous season 
and tries to better his condition and that of his 
family. Formerly, he did not know what was hap- 
pening outside of his village, but now, after hav- 
ing crossed thousands of miles of land, visited so 
many large cities and met thousands of people, he 
is transformed into an almost civilized man. 

It is evident that the awakened mujik of to 
morrow will want to put himself on the level of his 
fellows of the more cultivated nations. He will 
feel the necessity of living in more comfortable 
surroundings, of dressing better, and of eating 
better food; and he can have these things, having 
saved the money which formerly he spent for vodka. 
This prosperity will increase gradually, because he 
will be able to make the most of his ground by fer- 
tilizing it, by employing appropriate machinery and 
by working it more intensively than he used to do. 
With the growth of prosperity, the spending ca- 
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pacity will also increase, and if we consider that 
the largest part of the Russian population is com- 
posed of mujiks, we can easily conceive the enor- 
mous quantity of all kinds of goods that will be 
needed to satisfy future demands. 

Many products for housekeeping, building, wear- 
ing apparel, etc., before the war were manufactured 
in Poland, but now the plants making such goods no 
longer exist. All the other factories in Russia 
gave up their usual production and adapted them- 
selves to making ammunitions and war supplies. 
This makes it evident that for a time importations 
will be in very large quantities, and that the country 
best able to supply the demand is the United States. 


Attitude Toward Americans 


The bold German dominion over Russian com- 
merce has been followed naturally by a patriotic 
reaction, and there is now in Russia a strong senti- 
ment in favor of supplying national needs with its 
own forces and resources. But this is a chimera. 
Such an ideal independence cannot be attained short 
of half a century and only by the assistance of some 
rich, powerful and progressive country like the 
United States. 

The Russian is not chauvin; he recognizes his 
inferiority, and for this reason he has a great defer- 
ence and respect for foreigners in general. He 
gives them every facility and helps them in the en- 
terprises they are undertaking in his own country. 
Among foreigners, the American is the most ap- 
preciated for his business ability, initiative and 
inventive genius. The peasant knows that the best 
agricultural machinery comes from America; every 
housekeeper uses the Singer sewing machine; every 
office gives the preference to the Remington and 
Underwood typewriters; the factory workman 
knows that the most ingenious, practical and produc- 
tive machines and engines are made in America; 
every child is told that if he is so delighted by mov- 
ing pictures outside and. by the gramophone at 
home, it is only thanks to American genius. 

The Russian is very expansive, of good char- 
acter, and a trustworthy fellow; but he is used to 
taking his time always, even in the most urgent 
affairs. To do successful business with him, either 
as a merchant, banker or official of the government, 
it is necessary to be quite a‘ good psychologist. 
You must divine his feeble points, talk with him 
upon his favorite subjects, drink together half a 
dozen glasses of tea, smoke a score of cigarettes, 
and at last, after he has told you all about his life 
and his family and you feel that he has become your 
friend, you may start to talk business. Further, if 
you manage to keep this friendship, your success is 
certain; you will be able to obtain from him any 
confidence and he will tell you frankly everything, 
also the propositions of your competitors in order 
to give preference to you. 


Direct Representation 


Only a few American manufacturers are in direct 
contact with Russia; the most of them market 
their goods in that territory by means of middle- 
men and commission houses. Such a way is very 
suitable for small manufacturers, who content them- 
selves with relatively limited sales; but I do not 
think it is adapted to those greater enterprises 
which fill the largest orders. 

Generally the commission houses buy similar 
products from different firms and sell all kinds of 
merchandise throughout the world; they are unable 
to pay special attention to any particular goods pro- 
duced by a single manufactory. That method may 
do for countries where the amount of business does 
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not permit keeping a special representative, but it 
cannot be recommended for a country like Russia 
with a population one and a half times that of the 
United States. 

There is no doubt that a capable and active 
agent, representing directly one manufacturer or a 
small group of industries, correlated but not com- 
petitive, can develop the business of these firms 
vastly more advantageously than a commission 
house. In choosing the agent preference must be 
given so far as possible to an American or for- 
eigner who has a good knowledge of the Russian 
language, customs and commerce, because it is not 
easy to find a native who is enterprising enough 
and has the activity and perspicacity so indispensa- 
ble to successful business. 


Training Men for Russian Trade 


Frank A. Vanderlip, president of the National 
City Bank, foreseeing large possibilities, is training 
some bright young people for such enterprise. Mr. 
Vanderlip established in his bank a sort of uni- 
versity for commercial and financial training. Here 
are taught the languages, customs and life of dif- 
ferent foreign countries, including Russia. A num- 
ber of young Americans graduated from this splen- 
did school after one or two years’ connection with 
some important bank or commercial house in Rus- 
sia, will be in a position to facilitate the business 
relations and strengthen the bonds between the two 
nations. 

Although the United States is farther away than 
any other competing country, many facts make us 
believe it will be possible to compete with any 
products required by Russia that have been drawn 
from other countries. There is a great opening 
for hardware and tools in general, for before the 
war 75 per cent of such goods were supplied by 
foreign manufacturers and almost exclusively by 
Germany. 


Unlimited Territory 


Representatives of American firms must not limit 
their activity to European Russia only, but should 
go into the adjacent territories which, being prac- 
tically without manufacturing industries, offer large 
opportunities. Siberia is a great and growing 
market for all kinds of goods. It can be compared 
with Canada because of the fertility of the ground, 
which, if well cultivated, might produce grain 
enough to feed all Europe. In Siberia are vast vir- 
gin forests of varied and valuable kinds of timber, 
also all sorts of mineral wealth still unexploited. 

For ten years the Russian government has en- 
couraged immigration to Siberia, placing millions 
of acres at the disposal of peasants who wished to 
go there, and supplying them with agricultural ma- 
chinery and tools. Such a policy gave good results 
inasmuch as the population increased by many mil- 
lions and the production grew 150 per cent. 

From the eastern side of Siberia it is easy to 
extend the trade into Manchuria and some Chinese 
provinces. The Chamber of Commerce at Vladi- 
vostok is insistently asking for catalogs and samples 
from America. 

The Caucasus and Central Asia also present good 
commercial opportunities; they are, moreover, a 
practical way of transit for a Persian trade. 

Finland, Rumania, Bulgaria and Turkey, which 
are in direct contact with Russia, must also be 
under the control of the American representative. 

It is desirable that the regular direct steamship 
communication between the United States and the 
Black Sea ports, which began in 1913, continue 
after the war is over in order to lower freight rates 
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and furnish a quicker service, increasing in this 
way the exportation of American goods in all the 
territories surrounding the Black Sea. 


Working Through Sub-Agents 


The Russian empire is so immense and the means 
of communication so limited that it is quite im- 
possible to conduct from a single office a large 
and efficient trade in the whole territory. The best 
result may be obtained by appointing some sub- 
agents in the principal centers and by giving them 
as their territory the few surrounding provinces. 
Many old and well reputed firms in the largest 
towns of Russia work as sub-agents for large con- 
cerns; they keep a certain number of salesmen who 
are continually visiting all the clients of their 
district. 

From 15 to 20 of these sub-agencies are neces- 

sary in order to cover the field. These firms, hav- 
ing been established for many years, know thor- 
oughly trade in their region, the solvency of each 
merchant and his buying power, and are constantly 
in contact with him. They receive a commission in 
accordance with the kind of goods they sell and the 
quantity that eventually can be put on the market, 
and many of them guarantee for a certain amount 
the integrity of all payments. 
“It is very important for the representative of 
American manufacturers to make the acquaintance 
of ail his presumed future clients, large and small, 
in the greatest cities as well as in the farthest vil- 
lages. This should be done shortly after his arrival 
in Russia by a detailed journey through the whole 
country, preferably with a sub-agent for each dis- 
trict. This will give a good idea of the market in 
general and particularly of the special goods which 
are to be introduced, and will lead to a _ better 
footing. 

The transmission of orders from Russia _ to 
America, the transportation of merchandise from 
America to Russia and its forwarding to interior 
points require in normal times from two to three 
months. As the Russian merchant is accustomed 
to order goods at the last moment when he urgently 
needs them, it is desirable to have at a central 
point, preferably Moscow, a complete stock of goods 
most in demand. There is the advantage of lower- 
ing the cost by receiving large lots, as packing, 
shipping, insurance, freight and custom duties per 
unit will be sensibly reduced. Duties are generally 
paid on gross weights. 


Fairs, Zemstvos and Bourses 


From his central office the representative will 
help the sub-agents by sending to all the customers 
various circulars and advertising literature. He 
will follow closely the work done by each sub-agent 
in order to attain the highest selling power. Spe- 
cial attention should be given to the fairs which are 
held every year throughout the whole Russian em- 
pire. These dre an important distributive mechan- 
ism. They number 16,000, with a trade surpassing 
$500,000,000; but only 160 are important. The two 
greatest fairs are those of Nizhni-Novgorod and 
Irbit. These have a national reputation and reflect 
the trade of the whole country. 

The representative should handle directly busi- 
ness transactions with the official world—that is, 
with the various departments of the government, 
the municipalities, communities, railroad com- 
panies, large manufactories and Zemstvos. The 
Zemstvos consist of assemblies whose members are 
elected by the inhabitants of every province or dis- 
trict. The growth of industrial and political life in 
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Russia in the years preceding the war and the 
splendid relief work at the present time are due 
chiefly to these institutions. They build and main- 
tain country roads, schools, asylums, homes for in- 
valids, hospitals, prisons, reformatories, telephone 
lines and all kinds of public institutions; they re- 
lieve the peasants in times of famine, have charge 
of medical and veterinary service, prevention of 
fire, and agricultural improvements; they purchase 
machinery, materials of construction, tools and all 
kinds of goods that are kept in large warehouses 
and supplied to the peasants on easy terms of pay- 
ment. 

The representative will find a useful aid in the 
Russian-American Chamber of Commerce and also 
in the so-called bourses. About 100 bourses operate 
in the principal centers of the empire, but they 
differ from those existing in other nations, being 
composed exclusively of members belonging to the 
commercial and industrial world. These members 
in the assemblies discuss the needs and interests 
of the local trade and name committees to settle 
questions of commercial law, imports, exports 
quotations, arbitrations and various economic and 
technical issues. 

The bourses have their exchange brokers and 
notaries; they maintain special bureaus for railroad 
and navigation freights, have departments for dif- 
ferent branches of trade and control the importa- 
tion and exportation of various products. The gov- 
ernment and many private institutions invite the 
representatives of the bourses to participate in 
meetings and conferences where commercial and 
industrial questions of national importance must 
be solved. 


Credits and Banking 


Long credits, which are so important in Russian 
business, are facilitated by the local bank institu- 
tions. There are in Russia, besides the State and 
land banks, five or six large private banks which 
have numerous branches throughout all the country. 
Each of these banks has a capital of from 20 mil- 
lion to 60 million rubles and deposits of 200 million 
to 500 million rubles. These institutions take an 
active part in commercial and industrial life and 
are willing to give all financial facilities in order to 
develop the Russian trade. 

The co-operative banks have also attained an 
important position-in the financial world. In the 
last decade the number of such banks has increased 
remarkably. There are now about 12,000 of them 
and they render valuable service to the small mer- 
chants, especially in distant country places. Great 
assistance to American manufacturers doing busi- 
ness in Russia would be given by the establishment 
of Russian-American banking institutions. 

The war will be followed by a tremendous need 
of all kinds of works for the public welfare. Before 
the actual struggle the greater parts of such works, 
as railroads, tramways, electric light, etc., were 
managed by foreign companies, especially Belgian 
and French. These people will not be in a position 
now to undertake such new enterprises in that 
country and the way is thus open to Americans. 


Belgian and French Promotion 


In 1910 prominent Belgian and French interests 
having large enterprises in South Russia formed at 
Brussels a company called Société d’Etudes des 
Entreprises Russes (Society for the Study of Rus- 


sian Enterprises). The members of this company 
were exclusively people belonging to various indus- 
trial branches, who had been living in Russia many 
years as directors, managers and engineers of large 








February 24, 1917 


manufactories and had a thorough knowledge of the 
commercial and industrial life. The duties of the 
members consisted of indicating to the company, 
whenever the opportunity came, some enterprises 
which presented chances of good profit. Such en- 
terprises were many and of varied character; mines 
to be opened in ground containing coal, iron ore 
or other minerals; new manufactories to be built 
in some suitable territory in order to-produce goods 
in great demand at the lowest prices; existing con- 
cerns to be purchased which were compelled to dis- 
continue working on account of bad management 
or from lack of capital, and so forth. 

The Society for the Study of Russian Enter- 
prises, after having received from its members a 
brief report concerning a proposed undertaking, 
began a thorough investigation, sending trusted 
specialists to the district in order to examine very 
carefully, from the bottom up, all the questions and 
possibilities about it. If the proposition in all its 
aspects promised success, a company was immedi- 
ately formed for its development. 

As a member of the above company I saw in its 
brief existence preceding the war some enterprises 
established and exploited with great success. The 
shares of the Society for the Study of Russian En- 
terprises after two years were worth 3,000 francs, 
their par value being 1,000 francs. 


Time Ripe for American Investigation 


I think it would be possible and very profitable 
to establish a similar company in this country with 
representatives in Russia who would be able to 
in a preliminary way, 


examine, the great number 
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of possibilities that great nation will present when 
the war is over. 

In one word, America can take the place of all 
those European nations which, considering Russia 
a territory full of promise and opportunity, in the 
years immediately preceding the war sent their rep- 
resentatives there and invested large amounts in 
innumerable enterprises. It is evident that those 
nations, weakened by the fearful struggle, will em- 
ploy for a long time all their resources, capital and 
energy exclusively in the re-establishment and de- 
velopment of their own commerce and industry. 

At the present time there is a general tendency 
to learn Spanish; but I think it would be very wise 
to encourage also the study of the Russian lan- 
guage, because American youth in the near future 
will find many opportunities to hold advantageous 
positions, when a large volume of American goods 
and money will necessarily be directed toward the 
immense Russian empire. 

England lately introduced the study of the Rus- 
sian language in the majority of her schools, and 
the government is contributing large sums in pub- 
lic and private institutions for this purpose. Many 
students are on the way to be sent for a sojourn in 
Russia in order to give them the opportunity to 
acquaint themselves with the business of that coun- 
try. It is proposed also to give special courses of 
lectures in British universities on Russian juris- 
prudence, commercial practices and methods of 
trade. If Great Britain does this, it is evident that 
she has understood perfectly what Russia can give 
her in the future. Why should not the United 
States adopt the same system and on a larger scale? 





Because the bins used for the retail stock of twine, waste, etc., in the store of the Delaware Hardware Company, 
ilmington, Del., 
degree. 





were made with glass fronts instead of wooden ones, sales increased to a ver; 
The steel goods rack and a rather unusual arrangement of nail bins appear in the background 
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Some Phases of the Railroad 
Problem 


T would be difficult, indeed, to find a trade 
or line of endeavor which has not been 
adversely affected by delays in deliveries. 

Take the matter of lead, for instance; within 
the past week two or three leadworking plants 
in the East have been compelled to shut down 
because they could not get the soft metal from 
the West, while others have contemplated 
similar action. 

Relief must come from processes which are 
already at work, such as the expenditure by 
the railroads of money in the purchase of 
additional equipment, improvement of ter- 
minals, etc. 

In our opinion it is not more laws, but the 
fairer application of those in existence, which 
will help solve the situation. 

That the railroads need additional motive 
power as well as freight cars is borne out by 
the lively rate at which they have recently 
been ordering locomotives. Some shippers 
have maintained that the shortage of power 
was quite as serious as, if not more than, the 
shortage of cars. Yet the outcome of an in- 
vestigation conducted in Nebraska last year 
by inspectors of the Interstate Commerce 
Commission into complaints lodged against 
two great grain-carrying roads of that State 
was that the railroads are furnishing “all the 
cars they possibly can to supply the unprece- 
dented demand,” and that “if it were possible 
to furnish more equipment the business would 
not and could not be handled as satisfactorily 
as it is at present.” This may have been true 
with those Western roads, but hardly so with 
at least one line in the East, which is reported 
to be using large Pacific-type freight locomo- 
tives to haul passenger trains. 

Relief in this direction will come gradually 
as deliveries are made of the locomotives 
which were ordered last year. At the present 
time deliveries on new orders cannot be 
promised this side of December. Relief to 
come in the next few months will be to some 
extent minimized by the fact that locomotives 
have been pushed hard since last summer, 
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have been kept out of the shops so far as pos- 
sible, and repairs which should have been 
taken in time have been allowed to become 
more serious, with the ultimate result that 
the locomotives will stay longer in the shops 
when they do get there. A reassuring feature 
with regard to most of the new locomotives 
to be delivered is that they are designed for 
increased service; in other words, they will 
have sufficient power to haul longer and 
heavier trains. Incidentally it must not be 
overlooked what the roads have been doing 
to make their old locomotives more efficient 
by the installation of superheaters, brick 
arches and other energy-conserving ap- 
pliances. 

Still another factor which is adding to the 
stress bearing on the roads is the shortage 
of shopmen, or car-repair men and freight 
handlers. It has been particularly difficult to 
get men at points near the automobile and 
munitions plants, for obvious reasons. The 
lack of adequate terminal facilities is an old 
question, though none the less serious, and 
one in which shippers themselves can help 
by not making shipments of which ultimate 
distribution cannot be promptly made. They 
also can help by minimizing as far as possible 
the shipping of part carloads, as leading 
trunk lines are pointing out. 


Cash Discounts 


N hardware and kindred trades the com- 
mon practice, sanctioned by long-time cus- 
tom of allowing a cash discount for prompt 
payment, is 2 per cent for remittance in ten 
days, according to circumstances. A criti- 
cism made is that this privilege is frequently 
abused; that what cannot be obtained by 
varying the usual method for quick settle- 
ment is otherwise accomplished indirectly. 
To minimize the manual labor of bookkeep- 
ing and finance, where purchases are made 
daily (sometimes several times a day), the 
plea has been that the accounting force is too 
busy to attempt settlements for each invoice, 
so that actually the terms have settled on a 
basis nearer twenty to twenty-two days 
than ten. 
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There are large producing enterprises 
which have modified the system so as to be 
acceptable to well-intentioned buyers. They 
allow the 2 per cent for cash payments on the 
fifteenth and thirtieth of each month, which, 
as a rule, is regarded as an equitable adjust- 
ment of what otherwise would be bothersome 
to all if every invoice was separately paid 
for. Ways of communication have developed 
so in later years for placing orders and re- 
ceiving goods, i. e. mail, cable, telegraph, 
wireless and ’phone, and the transportation 
of merchandise by rail, water, express, parcel 
post, automobile, bicycle, wagon, etc., that 
buyers have learned to specify less in quan- 
tity per order, but more frequently, which is 
advantageous to both sides within limits. 

The buyer, however, who wants 2 per cent 
for cash allowed the month following pur- 
chase is asking an additional concession, per- 
haps inferentially assuming that the volume 
of his business and otherwise desirability of 
the account will compel the allowance which 
the grantor construes as unfair. 

The manufacturer or merchant offering the 
cash discount regards it as distinctly separate 
from trade discounts, and solely as a proposal 
to the customer that the producer will buy 
the customer’s cash by giving 2 per cent for 
it, calculated on the face of the bill. 

The giver of the cash discount looks upon 
this practice as an unwarranted attempt to 
get better terms really than the circum- 
stances warrant, which has led some sup- 
pliers to abolish the cash discount entirely 
and others are seriously considering the 
advisability of discontinuing it. Theoret- 
ically 2 per cent for cash in ten days is 
equivalent to 73 per cent a year, although in 
practice this gain is seldom reached, but 
whenever availed of it is in the nature of 
“velvet” because people of good credit can 
borrow sufficient time money as surplus 
capital whenever necessary at legal or lower 
rates of interest. What irks many well- 
disposed sales and financial managers is the 
desire to push a good thing beyond the elastic 
limit, thereby attempting to gain indirectly 
more than through just settlement according 
to prescribed terms. The intent of the 2 per 
cent for cash is a premium for promptly 
liquidating merchandise accounts, and is 
absolutely an offer to buy the customer’s cash 
at the equivalent of a round per cent per 
annum, for which buyers should be content. 






Knowing Employees’ Habits 


O imagine that an employer should not 
concern himself with the doings of his 
employees outside of business hours is to ac- 
quire an utterly erroneous view of the situa- 
tion—one that is positively harmful to every- 
one concerned. What employees do in their 
own time has a great influence upon what 
they do in the employer’s time, and while in 
theory a merchant has no jurisdiction over 
his employee’s leisure, it is for the good of 
both that whatever the employee does in his 
free hours should not be injurious to his busi- 
ness efficiency. A vigorous, healthy person is 
obviously of more value to any establishment 
than one who is constantly in poor health; an 
employee leading a strictly moral life will 
be more courteous to customers, will work 
more willingly, will evidence more initiative 
than one of bad habits. 

Sleuthing methods to obtain informaion 
about the private lives of employees will upon 
discovery often mean resentment, even from 
those who have nothing to conceal. A kindly 
interest in employees and tactful conversa- 
tions with them, together with an observa- 
tion of their habits so far as can be done with- 
out being underhanded, will help an employer 
to discover those in whom authority can safe- 
ly be vested and to whom responsibility can 
safely be given. 


Plant Office Buildings Gets 
Attention 


NOTHER chapter of industrial history 
A is now being written. In the present 
era of domestic prosperity many factories 
whose growth through the years had given 
them little above the safe margin have at 
last found themselves. Having become es- 
tablished, they begin to take on the air of 
permanence. Just as communities develop 
civic pride after the period of settlement 
and the ensuing steady growth, and add art 
to the utilitarian, so new factory buildings 
of going concerns are no longer regarded as 
mere shelters for expensive machines, but 
as attractive habitats of a business, pleasing 
inside and out, and exhibiting a condition 
of stability which reacts on the community. 

One of the late manifestations of this new 
sense of the relation of the industrial plant 
to the community is the erection of com- 
modious and substantial office buildings 
which are a credit to architecture. Whereas 
a few years ago the notable office building 
of the large industrial plant was the ex- 
ception, the next few years promise a large 
addition to this sort of structure. No longer 
will Europe remain conspicuous in this re- 
gard, with plant office structures commonly 
of the proportions, design and appointments 
of the best in governmental buildings. 
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By WILLIAM C. REDFIELD* 


T is a great privilege to me to accept your in- 
] vitation to talk to you about the work of the 
Department of Commerce, and while this may 
seem to you at first pure shop talk, I venture to 
hope it will go into such strange fields and into 
such novel conditions as to be interesting to you 
in part as it is to me. 
I wonder how many of you have had a clearer 
idea of what the Department of Commerce is than 
I had when I took charge of it. Because, as a mat- 
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ter of fact, one of the things I find in this coun- 
try, going about it, is a very great lack of knowl- 
edge of what a Government Department really is. 
We pay the bill, but we do not know what we get 
for what we pay, and that is not your fault be- 
cause there is no means—known to me,—I am go- 
ing to say this to the publishers’ association, there 
is no means known to me of letting you know 
what the department is indulging in. The daily 
press you say? But the daily press answers, no. 
It will tell you if something goes seriously wrong. 
It will tell you if something goes amazingly right, 
but the every-day flow of the daily work is not its 
duty to tell. It is not current news from the stand- 
point of the press. Therefore, it does not and can- 
not be expected to do it. If it did it would take 
a large part of its columns. The magazines stab 
at it here and there, some interesting phase taken 
up by itself alone; some story of heroic self-sacri- 
ficing work done by men in darkness and storm all 
by themselves with no one to see; something that 
appeals to the imaginations; but of the great work 
that goes on every day as your work goes on 
every day, there is nothing. 


*An address made by William C. Redfield, Secretary 
of the Department of Commerce, at the joint conven- 
tion of the Pennsylvania and Atlantic Seaboard Hard- 
ware Association and the New York State Retail 
Hardware Association, held in New York City, Feb. 6, 
7, 8, 9. 
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The Scope of the Department of Commerce 


Therefore, in a sketchy way to avoid all formal 
address, to avoid any formal address, let me sug- 
gest that the work of the Department of Commerce, 
does in fact, include the digging of millinery from 
the bottom of Chesapeake Bay in order that the 
ladies’ hats may be properly trimmed. It includes 
the inoculation of fish with disease germs in order 
that the pearl-button industry may survive in this 
country. It involves the sending of men through 
the villages of Africa to see what kind of cotton 
goods the natives wear in order that our textile mills 
may know with whom and with what they have to 
compete abroad. 

It involves the invention and manufacture of 
wireless apparatus and the control of all the mer- 
chant wireless in our nation. It involves the watch- 
ing at the Sault Sainte Marie, for example; whether 
merchant captains are tempted to overload their 
ships beyond safe limit. It involves going into a 
factory and determining whether the owner under- 
stands, which he commonly does not, the cost of 
producing the goods he manufactures. It involves 
sending men all over the earth to purchase samples 
of hardware of which we have now 5000 gathered 
in this city from all over the world. It involves 
research in the problems that underlie refrigera- 
tion and also into the problems which are a part of? 
aviation so that we have at the aviation show that 


‘is to open in this city to-morrow an exhibit of all 


that is being practically done in the way of aviation. 

It involves a study into the manufacture of optical 
glass and also a study into the manufacture of 
chemical porcelain and crucibles and electrolysis, and 
the production of standard iron and steel, sampling 
and the making of standard specifications for Port- 
land cement. 

It runs a stone yard of its own; it runs a paper 
mill of its own; in order that we may know how to 
buy paper and how to solve the problems of the 
,paper trade; in order that we may know how to buy 
rubber and to solve the problems in that trade; in 
order that we may know before a public building is 
erected whether the stone of which it is made will 
endure weather or not. It involves the testing of all 
the cement used for the Panama Canal. It involves 
examination of rudder chains of ships before sail- 
ing to see that officers have not been careless and 
this sometimes involves the detention of the ships 
until the rudder chains are put in order. It in- 
volves the keeping of a vessel busy all the time, 
looking after captains who have the bad habit of 
refusing to pay their seamen’s wages. We have 
one man who does nothing else and has done nothing 
else all winter long. 

It involves keeping five steamers at work sur- 
veying the waters of the Philippine Islands and 
keeping six or seven at work surveying the waters of 
the Pacific and the Atlantic Coasts of our country. 
It involves dragging the bottom of the ocean with 
a wire drag in order that the concealed pinnacle 
rocks, which no headlight will find, may be dis- 
covered before it is too late. It involves lighting all 
the coast of the United States and Alaska; the build- 
ing of a lighthouse at once upon the point of Cape 
St. Elias in Alaska and between Cuba and Haiti on 
the rocks there. 
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It involves the invention and manufacture of 
tabulating machinery. We have a shop that does 
nothing else in order that the United States Cen- 
sus may be handled properly. 


Eight Separate Services in the Department 


Now, I have not touched upon some of our serv- 
ice at all, but have just tried to give you a little 
idea of certain practical phases of the work. It 
involves the discovery and introduction of new 
foods which is a process that is going on all the 
time. With that little outline at the beginning, 
let me say that the Department of Commerce, in 
the first place, is not a political job. Appoint a 
committee, if you please, and tell them to come 
and sit in my office for a week. I would undertake, 
out of a lean purse, to recompense them handsomely 
for every case of politics they heard mentioned in 
that week. I have whole services under our depart- 
ment of which I am not aware, and I do not wish to 
be aware of the political views of a single man in 
the service. It is a piece of practical plain work. 
I was brought up in a factory for 35 years, and | 
am willing to say to you that I never knew what 
it was to work until I became Secretary of Com- 
merce. (Laughter.) 

The department consists of eight separate serv- 
ices and the office of the Secretary is divided into a 
supply division, that is in your factory the store and 
shipping room; into an appointment division— 
that is your employment manager; into a publica- 
tion business—that is your advertising and printing 
manager and partly your purchasing agent, and into 
one or two other minor divisions. 

The eight services are the Coast and Geodetic Sur- 
vey; The Bureau of Fisheries; The Bureau of 
Standards; The Steamboat Inspection Service and 
Navigation Service; The Bureau of Foreign and 
Domestic Commerce; The Bureau of Lighthouses, 
and The Bureau of the Census. Taken altogether 
the department employs in the winter time when 
its field work is restricted by climate between 10,- 
000 and 11,000 men; in the summer time when the 
field work is active the force runs at about 18,000 
men. Its work includes every continent, the Philip- 
pines, Porto Rico and very actively Alaska. 

We are the largest buyers of chain in the world, 
cable chain. We are the largest fur dealers in the 
world. We have a herd of reindeer of our own, a 
herd of foxes of our own. We have the seal herd un- 
der our care. We have a native community on the 
Pribilof Islands who are our wards, who live on 
Government land in Government-owned houses, who 
eat food supplied by the Government and draw 
wages solely from the Government; over whom 
we exercise the right of banishment; for whom we 
employ doctors and school teachers, and who are 
everything that is not supposed to exist under a 
republic. (Laughter.) They are absolute wards, 
grown men and women, a community of about 400 
souls over whom we have everything but power of 
life and death. If they do not behave we tell them 
to get off the island or we take them off and get 
somebody that is more amenable to discipline in 
their place. That is one of the curiosities of the 
United States; just as the city of Washington is 
another; wherein we carry on the Government with- 
out consent of the governed and rule a great city 
by the votes of men that do not live there at all. 
Two of the astonishing curiosities of this Govern- 
ment. Now, I can’t tell you in detail of the rest of 
the work, that is thus briefly and inadequately 
sketched, but certain things we may in the next 
half hour or so discuss together. 

I spoke to you about taking millinery from the 
bottom of Chesapeake Bay. That is literally true. 
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I have been looking to see if any ladies’ hats had 
any of it on here. I do not see it yet, but there is 
a certain very beautiful green plant, so-called; its 
name in the wholesale millinery trade is “Sea Moss.” 
It looks like a beautiful flower. It is not, it is an 


animal. In its native haunts its name is a “Hy- 
brood.” It is used wholly for decorating ladies’ 
hats. It has been, was before the war, imported 


very largely from Germany; the sole source of sup- 
ply was the bottom of the Baltic Sea. It is worth 
$250 a ton but there is a great deal in aton. That 
is what the fishermen get for it. Well, because of 
the present unpleasantness we get none from the 
Baltic and yet the ladies’ hats must be trimmed, 
wars to the contrary, notwithstanding. It occurred 
to the Bureau of Fisheries that we would search 
the bottom of our American waters and see if we 
could not find that with which our ladies’ hats might 
be trimmed. We searched Long Island Sound but 
found it not there, but in the bottom of Chesa- 
peake Bay we found the sea moss and a large whole- 
sale concern in the city of Baltimore told me within 
a few days that they expected to use a hundred tons 
of it this season taken from this entirely new source, 
and which when dressed and dyed by them looked 
like anything in the world but the real live animal— 
that it is and which I have no doubt that the ladies’ 
of your families, will, to a greater or lesser ex- 
tent, use during the next season. 


Deep Sea Millinery 


That is one of the great many new—entirely new 
—industries developed in this country by reason of 
the war. The fishermen get $250 a ton, and the 
demand will run from three to seven tons a week in 
the City of Baltimore for this hitherto quite un- 
found product. It is a fluffy, pretty, charming look- 
ing little vegetable or would be if it were not an 
animal. (Laughter.) 

Now, taking a very different service, I presume 
you all know that every important lens, binocular 
glass, microscopic lens, photographic lens, and all 
fine glasses of that character were made wholly in 
Germany. So that on an American ship the lenses in 
the officers’ binoculars are German lens. If you use 
a miscroscope you are using a German lens. If you 
are using a telescope you are doing the same thing. 
We have very beautiful telescopic lenses in the 
country, but not made of glass. For that product, 
for example, for the lenses of a periscope in our 
navy we have had to use imported glass. 


Optical Glass 


One of the problems that we have been at work 
upon in the Bureau of Standards is the development 
of American manufactured optical glass. It has 
taken several years’ work. We are still at it, but we 
know now that we shall soon succeed in producing 
the American product. In that same service we have 
been at work upon the production of American 
chemical porcelain. Every important laboratory, 
every university laboratory, every private labora- 
tory in America up to two years ago was dependent 
upon Germany for its chemical porcelain. There 
were no other sources of supply. Within two years 
we have made in this same service, the Bureau of 
Standards, chemical porcelain out of American ma- 
terial and American glasses equal to the best Ger- 
man product and have taken that product made in 
our own potteries to the American manufacturers 
and shown them how to make it themselves. To-day 
there are two factories in this country turning out 
a grade of chemical porcelain that will stand the 
highest acids fully equal to the very best German 
product. 

Up to about two years ago we were dependent for 
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crucible in this country upon a mixture of English 
and German clay and upon the use of graphite 
which came from Ceylon and our entire steel in- 
dustry and other important industries which had 
to use crucibles, were, to a greater or lesser ex- 
tent, dependent upon a foreign source of supply. 
We have been at work upon that in the Bureau of 
Standards for the last two years and now are able 
to say that we are now quite independent of any 
foreign source of supply for that very important 
material. It makes one reflect soberly as to what 
might have happened had we unexpectedly become 
embroiled some years ago with any country which 
had the power to interrupt the flow of foreign 
glass or foreign graphite. That period, that risk, 
has passed away. 
Fisheries . 

I am coming for a moment to the work of the 
Bureau of Fisheries, because that is a work which 
I hope will come to the breakfast table of every 
family here represented. We have under our care 
in the Bureau of Fisheries something like 52 hatch- 
eries scattered all over the United States and 
Alaska. In those hatcheries we turn out about 
five billion young fish every year; certain of our food 
supplies are quite dependent upon this work. For 
example, the white fish of the Great Lakes, of which 
we turn out in hundreds of millions yearly. In re- 
cent years most of that work has taken on certain 
very interesting features arising from the pres- 
ent discussion of the high cost of living. I want to 
talk to you a moment about, first, how the pearl- 
button industry is maintained, and, second, about 
two new fish foods recently introduced. I wish I 
had been able to bring some of the material here to 
show you, but the stories I will tell you in advance 
are more like romance than practical Government 
work. 

The pearl-button industry depends, in very large 
part, and you all use pearl buttons, upon applied 
biology. Don’t let any man hereafter say in this 
country that he has not any use for those “demned” 
scientific fellows, because if it was not for the daily 
application of biology you- would not have pearl 
buttons on any man’s shirt in America. The way 
in which we maintain the supply of mussel shell 
and clam shells for the pearl-button industry cen- 
tered in the Mississippi Valley, and which uses for 
the raw material—the shells of a number of differ- 
ent kinds of fresh water clams and mussels scat- 
tered throughout that valley from the Illinois River 
on the north down to Arkansas and everywhere be- 
tween—the way in which we maintain that industry 
is by inoculating fish with disease germs—and we 
are in the business of inoculation all the time. I 
am not quite accurate when I say disease germs. I 
should say with germs. 

The fresh water mussel—the young of the fresh 
water mussel are microscopic. They in nature are 
emitted from between the folds of the animal—the 
clam, the mussel—all through its shell into the 
water. Their habit is to find a friendly fish and 
when the fish breathes he sucks this little micro- 
scopic germ into the gills. The germ has in- 
visible claws—if the fish is the right kind of fish 
he catches on to the gills. He burrows in and the 
gills close over him. He lives in the gill six or 
eight weeks while he feeds on the fish. When he 
has had enough fish he drops off, a small but fairly 
well started fresh water mussel. Meantime the 
fish has transported him in the order of nature to 
where he ought to be. 

On this process the pearl-button industry depends 
for its supply, but that process is wasteful. Only 


a few of these germs get the right fish and grow 
{nto mussels or clams. 


So we take, in our biological 
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laboratory, at Fairport, Ia., we take these clams 
and mussels, millions of them, and take out these 
germs by thousands and put them into tanks and 
then when the Mississippi River flows back into its 
channel after the spring floods we go along the 
river on either hand where the ponds are left from 
the overflow and with seines we take the fish out 
of these ponds that would otherwise die when the 
ponds dry up. The big ones are sold and the small 
ones taken down to the biological laboratory and 
dumped in the tank where the germs are. Nature 
does the rest. These microscopic germs—20 kinds 
—these fish of 20 or 30 kinds make no mistake. 
They always get the right germs and the right fish. 
The indiscriminate fish and germs are taken off into 
the gills of the fish, the fish are then released into 
the river and swim where they will over the Mis- 
sissippi Valley and the péarl-button industry pros- 
pers. (Laughter.) 

The Tilefish 


Now, if you please, in the same service we will 
go out to sea, and go back a few years. About 1882 
a new fish was discovered about a hundred miles 
off shore and was brought ashore and given a sci- 
entific name. It is a good deal of a name. It is 
Lopholatilus Chamaeleonticeps. He was discovered 
to be a good fish to eat, but just as the Department 
was getting ready to have him eaten something hap- 
pened to him. A sea captain reported.to the fishery 
service that he had sailed through 13 miles of 
dead fish all of this one kind. Other sea captains 
reported, and the service sent for the first captain 
to tell him he had not told his story large enough, 
and he admitted he had been afraid to tell a big 
enough fish story, but he had, as a matter of fact, 
sailed through 69 miles. When the entire record 
was in it was discovered that an area 15 by 25 miles 
was covered with the dead bodies of this fish. If 
you happen to have a Webster Dictionary 
of the edition 1884, look for the word 
“tilefish” and you will find him mentioned 
as an extinct fish, discovered in 1882 and 
extinct in 1884. He was not altogether extin- 
guished. About six years ago on his old feeding 
ground he was found, and there commences our part 
of the story, but it would interest you, I am sure, 
to know why the fish died in such quantities—what 
happened, because it leads to a phase of life very 
strange to us humans. The tilefish is a bottom fish. 
He lives in 500 feet of water. Like all deep-sea fish 
he has to swim constantly to stay down. Like all fish 
his temperature changes with the temperature of 
the water in which he swims. Now, it appears to 
be the case that the Gulf Stream changed its course 
two or three miles, as it sometimes does, with the 
result that this fish, accustomed to feeding on the 
edge of the continental shelf washed by the Gulf 
Stream, found that the water instead of being about 
70 degrees had been reduced by the movement of 
the Gulf Stream to about 55 degrees. The result 
was Mr. Fish was chilled and could not swim active- 
ly enough to stay down and consequently fell up- 
ward vertically to the surface of the water and in 
falling upward the swim bladder, which is attached 
to his spine and which is filled with gases adjusted 
to the deep-sea pressure burst and killed him. That 
is the way in which scientific men account for this 
enormous loss of life. 

The facts, of course, are not extraordinary and 
are perfectly well known. About three years ago 
he was found coming back and we sent out a vessel 
from this port to get a cargo. We got about 8000 
pounds and gave away 1000 pounds judiciously to 
hotels, to clubs, and the remainder was sold in a 
day or two. We sent the vessel out again. This 
time she got 10,000 pounds and they were sold in 
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three hours. Again she got 18,000 pounds and sold 
them before they got to dock. Then we took our 
hands off. The tilefish was introduced into the mar- 
ket. This was a year ago last October. That fish 
was not known to any living soul except scientific 
men in the October of 1915. Between that time and 
the first of January over 12,000,000 pounds have 
been sold at retail in the markets of this country; 
more than bluefish and mackerel and all the basses 
put together. It is a perfectly standard regular 
article of commerce, and we published, as we do in 
all these cases, a book with recipes and a new de- 
scription of the tragedy I told you of. We call him 
the tilefish because that is all the fishermen could 
make out of Lopholatilus Chamaeleonticeps. We 
got that word tile and hung on to it. (Laughter.) 
Now, a second and a present effort in the way of 
introducing new foods is the work that is being 
done today upon the grayfish and the demand is so 
great that it has completely gotten away from us. 
I will tell you frankly that the grayfish is the dog- 
fish of evil memory upon the Atlantic Coast and be- 
cause it is being introduced very largely and be- 
cause it is selling at ten times greater speed than 
it can be put up, a word or two as to how a new food 
is developed and put upon the market may be of 
interest. This comes to every one of you literally. 


New Food 


In introducing a new food we first make a chem- 
ical analysis of the food to determine whether it 
has sustaining qualities as food, and whether it has 
any ingredients that are harmful. That is deter- 
mined by chemical analysis. The next thing is to 
try it practically on persons who don’t know what 
they are eating. (Laughter.) In this particular 
case we tried it on the New York State Household 
Economics Association. (Laughter.) A group of 
professional cooks and housekeepers who were told 
that they were simply going to have a new fish food, 
but not told what. They had a meeting in Cornell 
University and pronounced it ‘excellent afterwards. 
The next thing was to try it on about 2000 persons 
at the Maine State Annual Fish Fair. They were 
also told a new fish food was to be given them, but 
not what, and they unanimously pronounced it ex- 
cellent. 

Now, if you live, any of you, along the United 
States coast, instead of saying “the wolf’s at your 
door,” you will say “the dogfish is in the harbor.” 
He’s been the worst curse to the coast fisherman. A 
small shark inhabitant, so is the brook trout and 
pickerel. He is intensely active and rather big. 
He eats bait, eats the fish caught by the bait, and 
destroys nets. When the dogfish canie in the old 
days everything stopped. The fisherman swore and 
his family went without food. It is the one great 
maritime underwater curse of our eastern coast. 
Now the effort is to turn that curse into a profit. 
He has been discovered to be entirely edible. I take 
my own medicine. I have eaten him many time at 
my own table. 

The effort is being made, commencing last 
August, to turn this curse into a blessing. How 
has it succeeded? A concern in Glasgow put up a 
hundred and forty-four thousand cans. A Kansas 
City merchant took a hundred cases and telegraphed 
for a hundred more, telegraphed for a hundred more, 
and then telegraphed for a hundred more. The 144,- 
000 cans were all gone. Orders are being gathered 
up now to be filled in Maine. Meanwhile out on 


Puget Sound a salmon canner got the idea he could 
use his salmon canning machinery—idle all winter— 
in canning grayfish, for while it does not run on 
the Atlantic Coast in winter, it does run on the Pa- 
cifie Coast. 
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This canner, being more progressive than we East- 
erners, put up 480,000 cans and they were sold; so 
that with this entirely new article of food there has 
been put upon the market 625,000 cans since the first 
of September selling at 10 cents retail per can, each 
can providing an ample meal for three adults. From 
this it would appear that eighteen hundred thou- 
sand people will be fed at an average cost of three 
cents per meal with an entirely new food that did 
not exist before the first of last August. In that 
same case we have also published a book, and I am 
not sorry to say that my good wife prepared the 
first recipe. She tried it on me without my knowl- 
edge as to what it was and I liked it. (Applause.) 


National Waste 


Now, I want to go, if I may, into an entirely dif- 
ferent field of activity. You see how little of pol- 
itics there is in this—this is work. We make in this 
country between five and twenty thousand tons of 
paper a day. Every pound of it is good for making 
some other kind of paper and we waste it with so 
much enthusiasm that we buy half our paper stock 
from abroad. We have not been able to buy half our 
paper stock from abroad in the last few months, and, 
consequently, our paper mills will be squarely up 
against it. And at the instance of the head of 
one of the largest writing paper companies we un- 
dertook to see what we could do to save some of this 
waste of paper. Hence the pamphlet on the saving 
of waste paper material published by our Bureau 
of Foreign and Domestic Commerce containing pic- 
tures of balers, both those which can be bought and 
those which any skillful boy or carpenter can make. 
By means of them we manage to save some thou- 
sands of tons of paper a day, but still we are wast- 
ing many thousands of tons and burning it up. The 
truth is the United States of America is not or- 
ganized for thrift. We are organized for the larger 
things of life. We are not organized for the smaller 
things of life which in the aggregate make the large 
ones. For example, there is no lady here can do as 
my wife did when we lived in Paris—go to market 
and buy the wing or leg of a chicken or a slice of 
the breast. France is organized for the small man. 
America is organized in the other way. No one of 
you would be welcome at your bank if you asked 
to borrow two dollars. The bank of France, one 
of the largest in the world, is obliged by law to dis- 
count notes of one dollar and more than half its 
total loans are under $20. ° 


Paper Campaign 


We began to find it so when we started this thrift 
campaign on paper. Thousands of families in hun- 
dreds of towns were willing to save their p&per, but 
there existed no organization whereby it could be 
sold. A very interesting development out of that 
paper-saving work has been the work of children 
carried on, on the largest scale that I know, in the 
city of Washington, but adopted also in the city 
of Richmond. The school authorities of Washing- 
ton got the idea in their heads they could save 
money and teach the children thrift by asking them 
to bring old papers to school, and the success is re- 
markable. Since the fall term began the children 
saved in Washington over 400 tons of old paper 
and have succeeded in raising a sum now over $4000 
for the use of the playgrounds and equipping the 
schools with pictures and other apparatus. The 
idea has spread to Richmond and Cumberland and 
other places. It is a perfectly practicable thing to 
be done anywhere and would mean—if a city as 
small as Washington can in a few months save 
$4000 in this one single form of cheap paper, I leave 
you to figure what it would mean if the idea were 
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at once spread. Its value, however, to us in our 
thought is the teaching of thrift. Because that 
brings us to another important part of our work, 
dealing with industrial waste. 

We certainly, gentlemen, are the wasters of the 
world. We have just begun in our department— 
happening to have a paper mill of our own—and are 
making our own multigraph paper, pad paper out 
of what we find in our waste paper basket from day 
to day—and find the supply quite ample and it is 
quite unnecessary for us to buy any paper for that 
purpose and we use a lot of multigraph paper. 

I hold in my hand an interesting example of 
how we waste in this country from lack of thought. 
The use of paraftine papers for cups is being so uni- 
versal that you all know all about it. You take a cup 
and throw it away; it will all be burned because 
nobody knew how to get the paraffine out of the 
paper after it was once in there, and a manufacturer 
who had burned up a lot, burned up more than he 
wished he had, I think. As nearly as we can fig- 
ure in two carloads, he burned up $2000 worth of 
paraffine alone. It is worth 20 cents a pound. A 
manufacturer came to us to know if there was any 
help for the thing, and this is a specimen of paraf- 
fine taken by us out of paraffine paper. The process 
is not an ideal one. The ladies know what a cook 
does when she has soup stock—she boils it and 
when the grease rises to the top she skims the grease 
off. The paraffine is worth 20 cents a pound. This 
is a roll of paper made in our mill after the paraf- 
fine was taken out of it. And we are sending our 
paper chemists to the different paper mills and show- 
ing them how they can themselves in their own mills 
take out this paraffine—use it all over again—and 
use every pound of the paper which otherwise here- 
tofore has been thrown away. That is part of 
the value of chemists of today. 


What the Chemist Can Do 


Now, that is not all that the chemist can do. In 
one concern, however, with which we are now talk- 
ing on this matter, the daily waste of paraffine from 
the cause I speak of is $240 in value, amounting to 
over $70,000 a year. In the same way we use a lot 
of parchment paper—and parchment paper is al- 
ways thrown away. No use has been found for the 
scrap at all, but it occurred to the paper chemist in 
one of our services, the Bureau of Standards, that 
parchment paper if treated with hydrochloric acid 
would produce a powder which could be used for 
fine print paper instead of using clay for a filling. 
This paper that I am showing you is made in our 
own mill from the powder. It is one-half rag stock 
and one-half old parchment paper powder, and to 
be sure whether it would work or not in another one 
of our services where we make all the charts for 
the Government, we printed it with copper plate. 
This entirely new product shows that it takes the 
impression of the most difficult kind of printing 
quite perfectly and in that way there is again a 
saving of a product previously entirely thrown 
away. 

Time and Tide 


I have not said a word to you about our great 
brass brain, because we have got a brain. Whether 
it is a human brain or not I do not elect, but we 
have a brass brain if we have not a human one. If 
you go to sea ever, you know of course that the 
captain has a book on board his ship that tells him 
when it is high tide in the port where he goes in, 
but did it ever occur to you how he got that book? 
That book contains tables showing high and low 
tide a year ahead in every important seaport in the 
world. We make the book. Now it must be pub- 
lished a full year ahead and it takes time to publish 
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it. Consequently, the work on that book must be 
always two years in the future. How do you sup- 
pose we know it is going to be high tide in every 
port in the world two years or more ahead? We 
have a machine which does it. If I asked you to 
figure simultaneously, mental arithmetic—let us say 
from six factors at once, you would get yourself 
in trouble. We can all say twice one is two, but 
when I say how much is twice one by seventeen, 
and if I asked four or five or six factors it becomes 
troublesome. This machine takes thirty-seven fac- 
tors at once and produces a result on paper which 
foretells for any seaport in the world at any time 
in the future just how high or low tide it will be. 
The operator the last time I saw him said he was 
figuring the tides for the harbor of Bombay for the 
afternoon of October 10, 1918. (Applause.) And it 
is just as easy to figure it for 1918 as it is for 1919. 
It does not make any difference how many years 
ahead. It is just as easy to figure for 50 years 
hence as 50 days, as long as you know the movement 
of the sun and the movement of the moon and the 
specific gravity of the water and the relative density 
of the earth and 35 other little things of that char- 
acter. (Laughter.) 


U. S. Census 


In taking the census of the United States we have 
to use tabulating machines which are beyond the 
ken of any private industry and those machines we 
have to design and manufacture ourselves. I em 
not going to take much time to tell you about them 
except to say that at the rate of something like 90,- 
000 an hour we can take cards, no two of which are 
alike, on which there is nothing written, on which 
holes are punched, and by electrical contact tabulate 
them on a machine which typewrites them and adds 
them up and gives the results. You are all invited, 
not all at once, you are all invited to come to Wash- 
ington, and when you are there come and see the 
machine work. It is a very marvelous example of 
tabulating mechanism and we are now at work upon 
a still further development of it. I think I may say 
here what has never been said in public before, that 
we are hoping to take—we are hoping to take the 
census of 1920 without writing a figure of any kind, 
entirely by punching cards that will go into a ma- 
chine to do all the rest of the work. 


Coast Survey 


Now I have not said a word to you about our ves- 
sels. We have 143 in the Coast Survey fleet. I 
would like to put you up against these ideas of Gov- 
ernment inefficiency that you hear so much about. 
In the Coast Survey it is regular practice in pre- 
cise leveling relating to topography to work to an 
extreme error of half an inch elevation in 200 miles. 
That is in the mountainous countries. If there are 
any of you that are more accurate, employment not 
only waits for you, but yearns for you in the Coast 
Survey. (Laughter.) If there is any one of you 
who has any brain that can suggest how that work 
can be improved in accuracy or can suggest any 
private practice which is better, employment yearns 
for you also. We have the new lamp which has been 
invented and put into operation this year, a lamp 
which with half a dozen storage batteries we can 
put upon the table; it is quite portable, but is so 
intense it can be seen at over 200 miles and is prac- 
tically and regularly used at 140 miles’ distance. 

This is the most rambling kind of talk and I have 
used an hour. I apologize. (Voices: Go on! Go 
on!) Fortunately, I have got an engagement in 
half an hour and I agreed to leave here at quarter 
past twelve. I want now to speak of the work we 
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are actually doing for the promotion of commerce. 
The getting of orders for American business men. 
Let us go, if you please, to Shanghai. The Chinese 
Government wanted two new cotton mills and the 
machinery for them. Now, the British Lion has 
been quite accustomed to getting the orders from 
that part of the world for new machinery. Two 
years and a half ago we inaugurated a new staff 
abroad of commercial attaches. They never existed 
before. They are tradesmen and in this particular 
case Mr. Arnold was not only a tradesman, but 
trained in China and had been there fifteen years I 
think or perhaps more. He speaks not only classic 
Chinese, but the dialect of China, too, and he was 
on the job when this order for two cotton mills 
was about to be placed. Now the paw of the friend- 
ly British Lion was on that order. He had always 
had them, but there did arise an American manu- 
facturer with courage sufficient to send a salesman 
to China, and when we found that exhibition of 
splendid courage we put Mr. Arnold to assist him 
and as Providence would have it we happened to 
have a traveling man, we have twenty or twenty- 
four of them, who was a cotton expert himself, for 
years employed from the bottom up in a cotton mill. 
So we had two first-class men. The result was that 
with the aid of the American salesman we lifted 
the paw of the British Lion off that order. A thou- 
sand machinists have been filling it in Massachu- 
setts for the last year. The original order was for 
$750,000. Since then other business has come and 
the matter may be said in very truth now to amount 
to millions. 

We did not have until three years ago local offices 
of this commercial service. Now there are eight. 
One here in New York. It is that office which has 
put the exhibit in Madison Square Garden. I am 
not sure that it is all there. That particular hard- 
ware exhibit contains 5000 specimens. 

To that office down in the Custom House came 
one day a stranger from Moscow. He had no habita- 
tion in this country, and had never been here be- 
fore and for the first time found a Government 
office where they could say to him to come in and 
make yourself at home. That is what this office is 
for. Anybody wanting to buy American goods is 
welcome. Come in, use our staff, our stationery, or 
anything as long as you want to buy American 
goods. He left an order for 40,000 bales of cotton 
a year, for five years, $2,000,000 a year. 


Examinations 


Now, it would be quite easy for me to go on with 
case after case and case after case of that kind, but 
what I would like you to know is, gentlemen, that 
we have abroad ten permanent officers, highly 
trained, equipped commercial men who pass stern 
examinations. Yes, it is stern. The first examina- 
tion found exactly seven survivors out of two hun- 
dred. And that only counts fifty. Then there is a 
lower examination besides and then they have got 
to be looked over personally. We have got ten of 
those men and they have made good, four in Europe, 
four in South America, one in China, and one in 
Australia. Then we have twenty-four men whose 
business it is to travel. In times past they have 
taken hardware. They travel on that one subject all 
through Africa, South America, Australia, wherever 
it may be. Some of those men are always in the 
field. Their reports are coming in always, and it is 
from these men that these reports on American 
hardware which I brought and will leave here are 
obtained. These are only a portion of them. Many 
more of these books are on the press. But here are 
studies in American hardware; one for Brazil, one 
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that is American hardware for Peru and one for 
Bolivia, one for Australia, and one for Russia. 
These books are free to any one that has any legiti- 
mate use for them and many more are on the press. 

Our purpose is to cover every important foreign 
country with the work of an expert on hardware 
and to provide in this country actual specimens of 
that hardware for any American that wants to use 
it. So marked that he may know where it came 
from, who made it, what it sold for, and that is sim- 
ply one corner, just one small corner, of the work 
of that one service. It is doing the same in cotton, 
the same in paper and in many other lines. 

And now, gentlemen, I have but crossed the 
threshold of the work of the department. I have not 
even said a word about the great Lighthouse Ser- 
vice with its 5000 men. So that, thanking God, you 
can start in northern Maine and go clear around 
our country by sea and never be out of sight, never 
be out of sight of the friendly beacon guiding you 
into safety, away from danger. 

I’d love to tell you the stories of heroism in that 
great service, of how Captain Warrener and his 
crew of the Columbine worked 58 continuous hours 
without stopping to pull her off shore, an English 
bark so near the breakers off the Island of Oahu, in 
Hawaii, that her rudder was smashed and how 
after this terrible danger in the coast where there 
was no landing, they did succeed in getting that 
bark, four times as big as the Columbine, into 
safety without the loss of a man. 

I love to think there is not only a letter from me 
to Captain Warrener, with orders—for he wouldn’t 
do it otherwise—to have it framed and put in his 
cabin, but when I showed that letter to the Presi- 
dent he wrote a letter to Captain Warrener and 
told him he must frame that too. These are never 
shown and would never be shown except to the 
family. ; 

In a gale of wind on a lea shore, with the whole 
Pacific Ocean howling at you out of the darkness, 
to work 58 continuous hours, trying to save an alien 
crew. I want to leave that impression with you. I 
want to close with the story of Captain Warrener 
and the crew of the Columbine. It was not their 
duty. They did it because they are human beings. 
It was out of their line of work. But we established 
a rule that whenever a man in the service—and they 
are scattered all over the country—whenever a man 
in the service did a single unselfish heroic out of 
his line of work he was to get a personal letter 
from the Secretary and I have to write about three 
every fortnight, and page after page of my annual 
is filled with these records of heroic things done in 
the dark, often done alone, often with no thought of 
advertising, where none can see. without* the stim- 
ulus of companionship, and I’d like you to know that 
every night that when you sleep sound and safe 
every night, along our thousands of miles of water 
front there are these men watchful, under sleepless 
discipline. 

Did you ever hear of a light going out? Any of 
you? One did. At the mouth of the Mississippi 
River a few months ago the young assistant keeper 
in charge was suddenly taken ill, and had time be- 
fore he became unconscious to call the keeper by the 
bell which is always there for the purpose, but he 
didn’t, and for 16 minutes the mouth of the Mis- 
sissippi was without a light. The service is more 
than military in its discipline, and that young man 
had to go, for the one thing that cannot be permitted 
and is not permitted is that one of the thousands of 
lights which guard our coast should ever be out. for 
the safety of men and women, as well as property, 
constantly depends upon it. 
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Thirtieth Section 
EDNESDAY, Feb. 9.—Well, I went to Boston 
W and saw Alex Cantling, as old Barley-Water 
had suggested, to find out how much money 
it would take to start an automobile accessory de- 
partment. 

Alex Cantling is a big-boned, clean-shaven, 
healthy-looking man. He’s what I would call a 
brass-tack man. When I told him my business, he 
pushed his papers aside and gave me his undivided 
attention. Then after a little while he did some 
figuring on a piece of paper. “Well,” said he, “I 
should say you would want to spend at least $500 
for this department.” 

He promised to work out and send to me a list of 
the different items which I ought to stock, and he 
also gave me the name of one or two good people 
to buy my supplies from. 

“Now come along and have some lunch with me,” 
and he took me to a dinky place in Faneuil Hall 
Market. Well, I had about the finest meal I ever 
had in my life. Some of these prosperous hard- 
ware men certainly know where to get good eats, 
don’t they, Brother Diary? 

After dinner, he advised me to go and see Barker, 
who, as I told you once before, is one of the best 
known hardware men in Boston. As soon as I 
entered the store and looked up at the little mezza- 
nine floor on which he works, he looked up and called 
out cheerily, “Hello, Black, come right up stairs.” 

Now how did he remember my name, for he only 
saw me once before? . 

Well, he told me just about the same as Cantling, 
so I left him and went to see George Field, who 
said, “Well, if Cantling and Barker both tell you 
that, you may be pretty sure it’s right.” I will tell 
Barlow to-morrow. 

Now, little Diary, I must turn in. 

Thursday, Feb. 10.—I had a long talk with Bar- 
low to-day about automobile accessories. After I 
told him how much money I wanted, he looked out of 
his office window and leaned back in his chair a few 
moments, then said, “I’ll loan you $350 toward 
your stock of those goods. I think that that should 
be sufficient to encourage you to work with me on 
this gasoline deal.” 

“There’s one thing I’d like to ask, Mr. Barlow, and 
that is, if I have to buy gasoline second-hand from 
you, shall I be able to sell it at the same price as 
Martin’s Garage and make a profit on it?” 

“Quite as much if not more,” he replied. “You 
remember I told you I would supply it to you at half 
a cent above what it cost me. Now by buying 25,000 
gallons worth I get a very low price, and can make 
4 cents a gallon profit on it. You then buy what you 
need and make 3% cents profit. If you bought a 
small quantity yourself, you would not make more 
than 2% to 3 cents, so you really make more money 
buying it through me than buying it direct.” 

“T can’t for the life of me,” I said, “figure out why 
you are so anxious about selling gasoline.” 

“Can’t you conceive of my wanting to make some 
profit on gasoline?” said he smiling. 

“Yes,” I drawled, “but——” 

“But here, young man,” he said, putting his hand 
on my knee, “don’t you worry about reasons if you 
get a square deal. I’ve helped you before, haven’t 
1?” 

“Yes, indeed,” I answered quickly. 

“Well, I’m helping you this time, and I’m going 
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By HAROLD WHITEHEAD 


Instructor in Business Method, Boston University 


Dawson Black 


to make some profit on it as well. There'll be room 
enough for you and me, Black, don’t worry.” 

Finally I agreed to do it, and I am going to see 
those two firms which Alex Cantling mentioned to 
me and try to arrange for $350 worth of accessories, 
with the account guaranteed by Barlow. He said 
it may not even be necessary for him to put in any 
money, but if he does I must give him my I.0.U. for 
whatever he puts in. I got a bit scared when he 
told me that, but he said all he would ask by way of 
security was the stock of automobile accessories, so 
that I don’t stand to lose anything. 

I am not going to put in the supply until the be 
ginning of April. Barlow says he will be glad if 
I would not mention a word of this to anyone until 
that time, so I won’t get my automobile accessories 
in until the oil tank is fixed. The matter is all 
arranged now, however, so all I’m going to do is to 
lie low until the first week in April. 

Just as I picked up my hat to leave Barlow’s office, 
he called me back and said, “Do you know why your 
friend Stigler isn’t getting on very well? He’s 
always talking about what he is going to do.” 

“Yes, he is always shooting off his mouth,” I said, 
| 

“But what?” he said, smiling. 

“Oh, nothing,” I answered, “except that when I 
hear that he’s going to pull off some stunt I try to 
get there first.” 

“Exactly, if you want to make a real success of 
yourself, never tell anyone what you are going to 
do until you really do it. It’s much better to have 
people find out what you do by showing results than 
have them know beforehand what you are planning 
to do and see you fall down.” 

“T’ll take the hint,” I said, then I left him. 

I sure won’t mention this deal to anyone—except, 
of course, to Betty, but then she and I are one. 

I wonder, Brother Diary, what Barlow’s real rea- 
son is in encouraging me to go into automobile sup- 
plies. I don’t think it’s the profit he expects to 
make con gasoline. He is certainly living up to his 
own preaching, for I don’t believe I’ll know until 
he’s ready tc act. I am beginning to have more 
respect for Barlow than I ever had in my life and, 
frankly, I’m beginning to have less fear of Stigler. 

Stigler’s five-and-ten-cent store has been very 
slack the last few weeks, and really it is helping 
rather than hindering me, for while he displays 
cheap kitchen goods and is selling them just because 
they are low price, cheap articles, I am displaying 
similar kinds of goods of real merit and quality, and 
selling them at a good profit. Anyone looking into 
his window and mine can see no comparison or com- 
petition, for that matter, for while the goods are 
similar in kind they are so different in quality as to 
preclude any possibility of comparison. I kind of 
think that his old five-and-ten-cent store is going to 
turn out to be a lemon. Still, if it is a lemon he 
may get away with it, because I heard that if a 
successful man is handed a lemon he makes lemonade 
out of it and sells it for 10 cents a glass. 

Friday, Feb. 11.—I had a letter from Betty. She 
is now at her aunt’s place in Florida, and says she’s 
feeling dandy. Gee, but it will be good to have her 
back again. 

Saturday, Feb. 12.—I attended a meeting at our 
Merchants’ Association, and we had a speaker who 
was the advertising manager for a chain-store or- 
ganization. He interested me very much on the 
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need for increasing the amount of sales per cus- 
tomer. He said: 

“I wonder if you people here know how much each 
customer spends on an average. For instance, our 
chain of drug stores must average 35 cents a cus- 
tomer; that is, excluding the soda counter. Have 
you ever added up the number of customers and 
divided them into the day’s cash total and found 
how much each customer averages in expenditure? 

“Suppose you have an average of 100 customers 
a day, and that through good salesmanship you in- 
crease the sale of each customer 10 cents only. 
That means that at the end of the week by good 
salesmanship you have increased your sales $60 
without any increase in your expenses at all, with 
the possible exception of the supplies or delivery. 
Now suppose your average gross profit on sales is 
25 per cent; your increase of 10 cents per customer 
means that you make $15 a week clear profit, or a 
profit of $780 a year. All this profit is yours if you 
will only increase the sale of each customer by 10 
cents. 

“This is what it means every time you increase 
a sale: You increase total sales; you increase gross 
profits; you lower cost of doing business; you lower 
percentage of controllable expense; you lower per- 
centage of advertising expense; you help cut down 
surplus stocks; you increase your turnover; you 
improve your service. 





W. H. Andrews 


Pratt & Lambert Elect Officers 


T a recent election of officers held by Pratt & 

Lambert, Inc., 75-79 Tonawanda Street, Buffalo, 
N. Y., J. H. MeNulty, general manager, was elected 
to the presidency of the company, succeeding W. 
H. Andrews, who has been chief executive since 
1907. Mr. Andrews, who has been associated with 
the firm for more than twenty-five years, becomes 
chairman of the board of directors. 

Mr. Andrews joined Pratt & Lambert, Inc., on 
Sept. 1, 1891, later assuming the management of 
the Chicago office and factory. His rise in the com- 
pany was rapid. He was made treasurer and gen- 
eral manager and finally president. He is still a 
comparatively young man and does not expect to 
lessen his activities in the company’s affairs. J. H. 
McNulty will take up the office of president within 
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“All these things happen every time you increase 
a sale by as little as a dime.” 

I remember the way in which he said, “Isn’t it 
worth while, gentlemen, to encourage your sales 
people to sell every customer an extra dime’s worth 
over and above what they intended to buy?” 

Seven hundred and eighty dollars a year extra 
profit, if we increase the sale of every customer by 
10 cents. That certainly has got me going, and I 
intend to devise some ways and means of increasing 
the sale to each customer. I shall make this a point 
of discussion at our next Monday’s meeting. We 
had dropped them the last few weeks while Larson 
was ill, but as the dear old fellow is better again, 
though not quite well, we shall start them again next 
Monday. 

Larson told me the other day he was anxious to 
begin his Thursday afternoon work again. I had 
almost forgotten that every Thursday afternoon he 
used to call on people in the town and solicit busi- 
ness from them. 

Oh dear, I think my failing is to start a lot of 
things and get them going in nice shape and then 
let them slide. 

Well, little Diary, next Monday night, if anything 
worth while develops, I am going to record in you 
the ways and means of increasing sales to each 
customer. 

(To he continued) 





J. H. McNulty 


a day or two of the twenty-fifth anniversary of his 
connection with the firm. He entered the employ of 
the company Feb. 2, 1892, assuming at that time 
the combined duties of general office man and book- 
keeper. In time Mr. McNulty was made manager 
of the Chicago office and factory, later going to 
Buffalo, where he gradually worked up to the posi- 
tion of secretary. Later the office of treasurer was 
added to his duties; then he became general man- 
ager and finally president. 

The office of vice-president will be filled by J. N. 
Welter, who is resident manager of the Chicago 
office. J. B. Bouck, Jr., resident manager at New 
York, succeeds J. H. McNulty as secretary and 
treasurer. F. W. F. Clark of London, who has 
held the office of vice-president, has resigned this 
position, but still remains a member of the board 
of directors. All of these men have been with the 
company for a long term of years. They started in 














Publicity for 


the Retailer 


Attractive Sporting Goods Ad—A Clear Exposition of Jap-A- 
Lac—U nique Ad Features Nationally Known Goods— 
Unusual Hardware Demonstration Week 


By BURT 


Telling the Jap-A-Lac Story Briefly and Most Clearly 

No. 1 (2 cols. x 9 in.). Jap-A-Lac is a product 
known to housewives the country over and it is 
safe to assume that the majority of the people 
who are familiar with the name have also a clear 
idea of just what it is designed to do. But it is 
surprising sometimes to discover how large a per- 
centage of users of any product possessing two or 
more distinct values fail to grasp the full range 
of the product’s usefulness. In the case of Jap-A- 
Lac, for instance, the writer knows personally many 
persons who look upon this product as an enamel. 
They do not seem to be aware of the fact that it 
is also an ideal transparent finish for furniture that 
has grown shabby in service. This failure to fully 
grasp a product’s capabilities for service leaves an 
important work for the merchant to perform. He 
must complement the work of the manufacturer and 
in doing so he incidentally puts himself in the way 
of greater profits through wider sales. Witness 
this ad used by the Blodgett Mercantile Company, 
Spokane, Wash., in the January number of its 
“Store News”—the Blodgett monthly store paper. 
Advertising of this character cannot fail to impress 
the reader with the two-fold value of the product. 
The ad carries an excellent heading and the text in 
few words emphasizes the difference between the 
transparent and opaque colors. Doesn’t that sec- 


ERROR SN ERI 4 SRA RR SM 
Baker, Murray & Imbrie me 
Expert 


The Store of Personal Service 


We have not raised the prices of our skates! 


NUMBER of models ‘and grades of ice 
skates have advanced from 10 to §0 per 
cent.—but we stand pat. 

Buying for our large wholesale business has 
enabled us tohaveon hand oneof the mostcom- 
plete stocks of skates in New York City—and 
furthermore makes it possible forus to maintain 
the same prices that we quoted last September. 

Values in skates and skating shoes stand 
out emphatically at our store. They are 
unmatched anywhere! 


10-15- 7 Warren St. 


ating Owwians 
PABaeker Go. Ais b nko New York Sporting Goods Co 


copy which appeals 





No. 2—A layout which attracts: 
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J. PARIS 


What J ppm Is 


JAP-A-LAC comprises a complete line 
of interior finishes, providing for every 
requirement for the housewife who wishes 
to keep her furniture, floors and interior 
woodwork in spick and span condition. 
JAP-A-LAC is made in Natural---Clear 


---and in transparent and opaque colors. 


THE TRANSPARENT COLORS 


The Transparent colors of JAP-A-LAC are: Oak, 
Dark Oak, Walnut, Mahogany, Cherry, Malchite Green, 
Ox-Blood Red and Empire Blue. 

On surfaces where it is desired to retain the grain 
and natural beauty of the wood any of the transparent 
colors can be applied with perfect results, producing a 
beautiful finish with depth and lustre. 


THE ENAMEL COLORS. 


(Pale), Enamel Pink, 
Enamel Blue (Pale), Bril- 
liant Black, Dead Black; 
Gloss White, Flat White, 
Gold, Aluminum and Ground 
Color. The enamel colors do 
not permit the grain of the 
wood to show through. They 
are particularly adapted to 
changing the original color 
of an old article and making 
it look new and beautiful. 
JAP-A-LAC is so easy to 
use that it’s a pleasure to 
use it. It comes in all sizes 
from 15¢ cais up. Ask for 
it in our Paint Department 


BLODGETT MERC, CO. 


Cor. Nevada and Wellesley. Phone Glen 475. 



















































No. 1—Jap-A-Lac’s two-fold value clearly shown 


ond paragraph under the first sub-head appeal to 
the housewife who has a piece or two of furniture 
whose original finish has disappeared? And read 
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No. 3—Taking over a large slice of national prestige 


under the second sub-head (The Enamel Colors) of 
how Jap-A-Lac can change the original color and 
make altogether a new and beautiful finish. Then 
the last paragraph speaks of the ease of application 
and the small price. Take this advice: run an ad 
on Jap-A-Lac patterned after this effort and we'll 
guarantee that cans will start to move from your 
shelves in brisk procession. 


No High Cost of Skating Here 


No. 2 (2 cols. x 3% in.). Baker, Murray & 
Imbrie of New York City used this ad last week 
and how it does stand out from among the higher 
cost of existing announcements which are hitting 
a fast and furious pace in newspaper, magazine, 
earcard, billboard and every other mediums of pub- 
licity, not forgetting those velvety-worded letters 
we get informing us that the cost of various items 
from shoes to collar buttons will now have to be 
pushed up a few hundred per cent. Several weeks 
ago we pointed out the great publicity value of an 
announcement which would state that prices have 
not been advanced. It may shortly become impos- 
sible to make such announcements but while you 
can, do it and you will win the everlasting gratitude 
of a hunted public. And when you do feature a 
price boost, your customers may actually smile and 
say: “He couldn’t avoid it.” So this ad, then, says 
skate prices at Baker, Murray & Imbrie’s have not 
been boosted despite the 10 to 50 per cent. increase 
made by other stores. The reason is given to allay 
any possible suspicion. Aside from being a good 
piece of copy, the ad is finely arranged and stood 
out in the newspaper to a degree out of all propor- 
tion to its two columns of shallow depth. 


A Flock of Nationally Known Names 


No. 3 (half-page ad.). Thomas & Courtright, 
Fremont, Neb., sent us this ad and a most unusual 
announcement it is. Ready-made ads, trademarks 
and manufacturer’s service cuts fill the half-page 
Space to the exclusion of strictly local shop talk. 
The ad looks like the advertising section of a popu- 





lar periodical. An ad like this is bound to prove 
a winner. It immediately throws the switch that 
connects the manufacturer’s publicity with the local 
hardware store. Our only suggestion would be to 
place across the top of the ad a flaring headline 
something like this: “The Home of Goods with 


DEMONSTRATION WEEK! 


Wittmann’s Hardware Store 
Entire Week, January 29 to February 3, 1917 


<5 | 
“SALUCO” ALUMINUM WARE 
“The Ware for Service” 


Mins ira Hon.» factory expert in cocking with Aluminum Utencile, wil demenctrate th 


—_— 
‘ 
Or the Supercnity and many exchuerve features of a, 
SALUCO” COOKING UTENSILS 
and will gladly advwwe you as to the wae amd care of your Abemunum Ware Thee nformation 
= free for the asking and ne one required te buy ” 
Sy 


Griddle Cakes wilt be cooked on « “SALUCO™ 
Griddie WITHOUT GREASE. SMOKE « ODOR 
a 
IAL aceon Asa epecual for thus week we will sell one extra heavy & quart 


will gree DOUBLE 6° Green Trading Stamps with all Aluminum Ware purchased 
SALUCO” Bertin kettle aly @ 2 each <estomer| at the pre of 


cote TEC aionee. ~ $1.19 
—{(2) — 
ma The Globe Combination Coal and Gas,Range 


Will be wad bby Mics Hen ie all of her denonstranions, using Coni and Gas at the same time 
pro's = of 2S YEARS. Each Range is covered by « legally binding Insurance Policy to that effect 
> ¥- Equal to the Best. Cheaper thah the Rest. al 
: The Electric Welded, Rivetioes, Putiylons, tnget iron body, ond many cther Superior pesnte 
f , will be shown when you call Do not fail to ae thie Range im operation on ow flew We | 


Thee a the onty Range guaranteed egamet rusting or burmng out of the steel body fore perwed 
have one of the largest lines of Stoves and Ranges shows on the city 





& 


A Pet Reset and Pottacs will be cooked in 
SALUCO™ Bertie Keute WITHOUT WATER 


% 
Ds 


anepereane Ge coeetaseeee 
The “Royal Rochester” Electric Iron 


Wil be demor strated by Mr LL Dawson, whe was with the Rochester factory for seven yours He will shew pou the vdestr uct 
thie heating chement the cold handle, the het pormt, and how « seven pou money mm current used Tae “Royal Roe sester” tren bears 
= 10 year quaranter and sins class of tn own, SN Croom Trading Stamps given with oll Cash Porchases 
ee 
. ” ° . 
7, “One Minute” Washing Machines 
Ry Hand and Electric Power 
. Everyone knows the “One Minute” Washewtes one of the best ever made We will 





have on demonstration several types of Elearic “One Minute” Washers fer your me = = \* 
spection. Come in and son the direct drive maciuan, (No beks or chaine to camee grief “| 
¢ or wouble) See the stest platiorm machine with the 14H P Matern the Autome 
sa. bide Wraceminemn gear packed m hard oi Swinging Wrnger sad many sther features 


- 


We have one of A SE EAI RO TTI ee 
city and we would like your patronage. From now on we will issue a Green Trading 
Stamps with all Cash Purchases. 

We carry a good assortment of Cutlery, Arms and Ammunition, Builder's Hardware, 
Stoves and Ranges, Paints and Oils, Varnishes, Casseroles, Percolators, Flash Lights, ete 
and it will pay you to trade with us. Make your $ $ $ $ $ $ $ go further at 


WITTMANN’S HARDWARE STORE 


140-142 North 10th Street. Phone B 2035 











No. 4—An irresistible demonstration announcement 
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National Reputation” or “We Sell Products of 
Known Value.” A heading of this sort would cement 
the various units of the ad into a whole and make 
its message instantly apparent to the hasty reader. 


A Record Demonstration Week 
No. 4 (12 in. x 18 in.). Here’s a circular sent 
us by Wittmann’s Hardware Store, Lincoln, Neb. It 


announces a 4-ring demonstration circus and the 
woman who can resist its appeal may be set down 


immediately as an inmate of a boarding house. The - 


ad is self-explanatory and we would suggest that 
you read it carefully. The layout is well done: 
each demonstration is featured as a unit and there 
is not the slightest confusion in reading the items. 
The four articles chosen for demonstration are 
those of vital interest to every housewife desirous 
of achieving greater comfort and economy in her 
daily round of duties. The trading stamp offer is 
the only thing that would have been better omitted. 
The day of trading stamps is nearly done. Wise 
buyers know that they pay for trading stamps and 
in the slang of the day it “gets their goats” to 
know that they must pay for something they would 
rather have given them in actual value and lower 
price. The cash register check with a discount 
allowed puts the trading stamp game in the back- 
ground. Some people take the trading stamps given 
them, not because they wish to save them but be- 
cause they feel they are being cheated on value if 
they do not take them. That some stores succeed 
under the heavy handicap of trading stamps only 
serves to prove that they are first-class stores. 


Domination Number Praised 
by Advertiser 


JACKSON, MICH. 
To the Editor: 

Your Domination or Spring Buying Number, Feb. 
3, received and am impelled to compliment you 
upon the character of patronage accorded and also 
the excellent treatment that copy received in dis- 
play. Mechanically it is exceptionally good and 
your enterprise in its production deserves the co- 
operation received from your advertisers. 

We have already had a response from your adver- 
tisement and General Manager Sparks of our com- 
pany contemplates issuing a circular printed from 
the plates used by you, therefore must ask you to 
return them to us at your earliest convenience. 

Yours very truly, 
THE SPARKS-WITHINGTON COMPANY, 
HENRY L. HUNT, 
Advertising Manager. 


February Third Issuea Whale 


of a Magazine 


COTTER, ARK. 
To the Editor: 

Whew! What a whale of a magazine—your issue 
of Feb. 3! If you ever get out a bigger one, by all 
means put wheels on it. I have been carrying mine 
back and forth between my home and office ever 
since its arrival, but luckily I didn’t have to “tote” 
it—I loaded it into the back of my car—but I have 
seen every page of it from “kiver to kiver.” 

Recently -you asked what publication day we pre- 
ferred. I should like to get my copy of HARDWARE 
AGE on Saturday, if it could be arranged, so I 
would be able to look it through on Sunday. 
Yours, 

C. HOPKINS, 
COTTER LUMBER COMPANY. 





Hardware Age 


Supplee-Biddle Head 
Withdraws 


J E. BAUM, president of the Supplee-Biddle 
* Hardware Company, Philadelphia, Pa., since 
its organization, has announced that he has sold 














J. E. Baum 


out his entire interest in the concern to Heulings 
Lippincott, president of the National State Bank, 
Camden; Marshall Morgan, of Philadelphia, Pa., 
and the Biddle interests. Mr. Baum recently was 
elected president of the Empire Tire Company, of 
Trenton, and will devote his time to that and other 
personal business. 


Merchants’ Association Has 


Legislative Service Bureau 


T HE Merchants’ Association of New York, 233 

Broadway, in the Woolworth Building, New 
York City, has established for the benefit of its mem- 
bers a Legislative Service Bureau, which is thor- 
oughly equipped to aid members of the association 
With information concerning legislation affecting 
them. 

Each week the bureau will prepare abstracts of 
bills, pending in the State Legislature, which will 
be printed in its weekly paper entitled “Greater 
New York,” which will reach the desks of members 
Monday mornings. 

All members of the organization are urged to 
scrutinize these abstracts and to communicate with 
the association in relation to subjects of interest 
to them. 


FRANK P. BROWNE of Polson, Mont., was a HARD- 
WARE AGE visitor last week. While in New York 
City, Mr. Browne attended the hardware exhibit of 
the Pennsylvania and Atlantic Seaboard Hardware 
and New York State Associations, and brought him- 
self up to date on many of the new products in hard- 
ware. Mr. Browne is one of the principal hardware 
merchants of Flathead County, having opened a 
store on the Flathead Indian reservation in the early 
days. His initial capital was $150, and by square 
dealing and perseverance he has built this modest 
beginning to a $60,000 stock, and is rated well 
above $100,000. He is an old friend of the editor 
of HARDWARE AGE, and it certainly seemed good to 
visit over old times. 











Trade Conditions and Iron, Steel and Hardware Prices 


NEW YORK 


Office of HARDWARE AGE, 
New York, Feb. 21, 1917. 

ONDITIONS for spring business are looked upon as 

favorable; the movement of goods at present is a 
little easier than it has been. The tense traffic situa- 
tion is holding up merchandise both ways, in and out. 
As one buyer phrases it, he has to pound the manu- 
facturer to get goods shipped and then hammer the 
railways to get them delivered. 

Prices are firm with advances continually being 
made, although there are fewer increases in the main 
than has been so common. Retail buying in this vicin- 
ity is quite good, considering the time of year, as mer- 
chants need to replenish depleted stocks. The favorable 
winter weather has greatly facilitated the moving of 
seasonal goods, thereby clearing shelves for supplemen- 
tary supplies or making way for spring and summer 
merchandise. 

Collections are referred to as good, February being 
first rate in the process of liquidating obligations, al- 
though ordinarily a poor month in this respect. 

Some difficulties in transacting business are disap- 
pearing between wholesaler and retailer, aside from 
the transportation problems, with stocks a little more 
complete. There are experienced merchants who be- 
lieve there need be little, if any, apprehension of sud- 
den declines in prices for quite a while yet regardless 
of what happens abroad. 

A prominent hardware manufacturers’ representa- 
tive, handling the output of several leading factories 
making general hardware, just returned from Canada, 
says trade conditions there are excellent and jobbers 
are doing a very large business with country mer- 
chants; that considerable shipments are being made at 
the present time, with prices continually going higher, 
which, however, does not hold back commerce. 

One difficulty is the shortage of cars for transporta- 
tion. It is almost impossible for manufacturers to get 
cars for either incoming or outgoing merchandise in 
the Dominion, and freight is badly congested. The la- 
bor situation in the upper and lower provinces is worse 
than ever, and increasingly so. Canada is a large coun- 
try, with an area of 3,729,665 square miles and a rel- 
atively small population of 7,206,643 people, but their 
mercantile conditions and trade prospects are good, 
with plenty of money in circulation. This observer says 
that manufacturers, jobbers and retailers are all mak- 
ing money. That while merchants generally are pay- 
ing high prices, they are likewise getting high prices. 
While Canada is larger than the U. S. A. in area with- 
out Alaska (our square miles being 3,026,789 with a 
population in excess of 102,000,000) Canada is very 
progressive, and the per capita consumption is high. A 
great many women there are being employed in shops 
and other places where they never worked before, and 
in countless establishments where female labor here- 
tofore was never even considered, and employers are 
glad to get the additional help. 

Various kinds of staple articles of hardware in the 
U.S. A. are difficult to obtain, and some manufacturers 
are now filling orders taken as long as a year ago. 

Wherever distributors, either wholesalers or retail- 
ers, have goods due them at contract prices lower than 
those now prevailing, they are clamoring for what is 
still due, but are more circumspect on new specifications 
at current levels. 

WIRE NaILs.—The current demand for wire nails in 
this locality is not considerable, January and Febru- 
ary being the particularly dull months of the calendar 
year. The mills are still behind in making deliveries on 
direct shipments, which the difficulties of transportation 
make worse. Merchants handling nails depend largely 


on out-of-door construction which is at the minimum in 
winter, but a few days of good spring weather will help 
the situation. 

Wire nails, in store, are $3.60, and carted by the jobber, 
$3.65 base per keg. 


Cut NatLts.—The demand for cut nails is exceedingly 
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slow, with but little doing. Merchants are buying prin- 
cipally to maintain fair working assortments, but ap- 
parently are not stocking up to much extent yet. 

Cut nails, in store, are $4.20, and delivered by jobbers in 
carting limits, are $4.25 base per keg. 

LINSEED O1L.—Linseed oil business in this region is 
exceptionally dull, and likely to continue so until the 
weather conditions for out-of-door work improve. Oil 
business, however, is usually at low ebb from the be- 
ginning of the new year until the middle of March. 
This commodity going to manufacturing consumers, al- 
though spasmodic, is of somewhat larger bulk. The 
export of oil cake is at a standstill, which is exciting 
concern among oil sellers as to whether they can afford 
to market oil at present prices. 


Linseed oil, raw, city brands, card rates, is unchanged at 
98c. in lots of 5 or more bbl. and 99c. for less than 5 bbl., 
from which several cents per gallon are sometimes conceded, 


according to the owner’s views. 

State and Western oil ranges from 93c. 
according to seller. 

WINDow GLass.—As in other trades, there is con- 
siderable difficulty in getting glass transported, either 
in or out, which has created a shortage in the product. 
Other principal difficulties at present are lack of fuel 
and material. Cold weather has seriously impaired the 
natural gas supply and interfered with the delivery of 
other fuel, so that various factories have been running 
on partial time or have been closed down entirely. The 
shortage in window glass, it is expected, will lead to 
higher prices before long, although this has not oc- 
curred yet. It is estimated that the cold weather and 
other interferences have diminished the factory output 
approximately a half from Feb. 1 in the glass-making 
industry generally throughout the country. 


to 95e 


per gal., 


Window glass prices are as follows: A, single thick, first 
three brackets, 86 per cent; B, single thick, first three brack- 
ets, 88 per cent; A and B, single thick, larger than the first 
three brackets, 85 per cent; A, double thick, all sizes, 86 per 
cent; B, double thick, all sizes, 87 and 5 per cent. 

Rope.—The situation in Manila hemp fiber is increas- 
ingly difficult and uncertain. To illustrate, which is 
doubtless typical of others, a manufacturer has a man 
traveling between the East and the Pacific coast, often 
riding in a caboose, to locate cars coming overland from 
Seattle. Whenever he can find six or eight freight cars 
so loaded it is his mission to have them diverted, if 
possible, at some terminal for a more roundabout way 
to New York to avoid congested points. In one case 
the cars were sent to Kansas City instead of Chicago, 
thence to Birmingham, Ala., and by Seaboard Air Line 
to a Virginia port and thence by steamer to New York. 
Some of these cars have been on the road since the 
middle of October last. The head of one rope manu- 
facturing establishment had to decline quoting on 
600,000 lb. of Manila rope, a very desirable order, be- 
cause he was unable to get Manila hemp fiber for 
making it. 

Manila rope, first grade, is 
third grade. 21c. base per Ib. 

Sisal rope, first grade, is 20c., and second grade, 19c 
per Ib. 

NAVAL StTorEs.—The turnover in naval stores is ex- 
ceedingly light in this market, with some jobbing in- 
quiry, but much below the seasonal level. The lack of 
export trade makes the matter worse, but receipts at 
primary Southern points are moderate, which renders 
it easier for influential interests to sustain the market 
and maintain prices. 


24c.; second grade, 23c., and 


base 


Turpentine, in yard, is 52c. per gal 

Rosins are nominally the same, but there is no go to the 
trade. 

Common to good strained, in yard, on the basis of 280 Ib 
per bbl. is $6.40, and D grade, $6.50 per bbl. 


CRESCENT COMPANY.—The Crescent Company, Meri- 
den, Conn., quotes the following discounts on some of 
its lines of goods, viz.: Crescent hack saw blades, 15 
per cent; Orient hack saw blades, 30 per cent; Crescent 
No. 6 glass cutter, list $48, less 50 per cent; Crescent 
screw drivers No. 12, 50 per cent, and Crescent screw 
drivers No. 13, 40 and 10 per cent discount. 
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AUGER AND Cai Bits.—The Irwin Auger Bit Com- 
pany, Wilmington, Ohio, is now quoting as follows: 
Auger bits and auger bit sets, 50 per cent; car bits, 50 
and 10 per cent, and dowel bits, 50 per cent discount. 


STANLEY Works.—The Stanley Works, under date of 
Feb. 19, has withdrawn all prices on its lines of hinges, 
bolts and other wrought goods; new quotations to be 
issued in the near future. 

BRACKETS AND Hooks.—The Atlas Mfg. Company, 
New Haven, Conn., is now quoting on shelf brackets 55 
and 5 to 60 and 5 per cent discount, and on coat and 
hat and ceiling hooks 50 to 55 and 5 per cent discount. 

BuILpERS’ HARDWARE.—The Yale & Towne Mfg. 
Company, 9-11 East Fortieth Street, New York, re- 
cently advanced its general line of locks, knobs, sash 
lifts and like articles of builders’ hardware 10 per cent. 
The same advance was made on keys and blanks, but 
only 5 per cent increase on padlocks, night latches, 
trunk and cabinet locks. ‘ 

Screw ANCHORS AND SHIELDS.—The Parker Supply 
Company, 785 East 135th Street, New York City, 
quotes as follows: Screw anchors, 75 per cent, and lag 
screw shields, 75 per cent discount. 


FIRE EXTINGUISHERS.—The Nu-Ex Fire Appliance 
Company, Michigan and Buttles Avenues, Columbus, 
Ohio, is quoting its fire extinguishers as follows: 

Nu-Ex Fire Killers and Nu-Ex Automobile Extinguishers 
at from 25 to 30 per cent discount. 

Peck, Stow & WiLcox Company.—The Peck, Stow & 
Wilcox Company, Southington, Conn., has made ad- 
vances in the following goods: Pexto braces, sweep 8, 
10 and 12-in., Series 3900, $13, $13.35 and $13.75 per 
doz. respectively; Series 3400, $11, $11.40 and $11.75 
per doz. respectively. Screw drivers, Pexto Solbar, 
33 1/3 at 40 per cent; drawing knives, Pexto, Nos. 5 
and 15, 33 1/3 at 40 per cent; hatchets, Pexto, 5 per 
cent; pliers, Pexto, No. 30, 5, 6, 7, 8 and 9-in., $10, $11, 
$15.30, $15.60 and $23.50 per doz. respectively; tinners’ 
snips, Pexto, Original, 16 2/3 per cent, P. S. & W. Sam- 
son, 30 per cent; squares, Pexto, 30-7% per cent; 
steelyards, P. S. & W., 10 per cent; traps, P. S. & W. 
hopper, No. 0, with chain, $1.40 per doz.; wrenches, P, 
S. & W. No. 100 Solbar, 25-5 per cent; P. S. & W. No. 
25, Stronghold, 33 1/3 per cent; Pexto, Stillson, Pat’n 
60-10-74% per cent; Pexto agricultural Wrenches, 65 
per cent. 


CHIC 


Office of HARDWARE AGE 
Chicago, Feb. 19, 1917. 

HERE has been no radical change in prices during 

the last week. The international situation and 
shipping facilities have been a great hindrance to 
trade. All prices remain strong and jobbers have been 
placing large orders for immediate shipment in antici- 
pation of heavy spring and summer business. 

New prices on binder twine have not been an- 
nounced, but are expected in about thirty days, how- 
ever, large orders have been placed to carry the new 
prices. 

The rope manufacturers state that they have been 
allotted some space on the boats for March. The new 
rate from the Philippines to the Pacific Coast is $3.50 
per hundred and from the Coast to New York 60c. per 
hundred, making a total rate of $4.10 per hundred, 
while the old rate from the Philippines to New York 
was 75c. per hundred. 

The local jobbers are busy shipping seasonal goods, 
such as wire cloth, hoes, lawn mowers and garden 
tools on orders which -were booked last fall for March 
first shipment. 

The monthly report of unfilled orders of the United 
States Steel Corporation, issued Jan. 31, shows a de- 
crease of 73,232 tons over December a year ago. 


Local jobbers who have stocks of copper, tin and / 


lead on hand, have withdrawn prices and will quote 
only on application and prices are for immediate ac- 
ceptance. 


SLIDING Door TRACK AND HANGERS.—The Richards- 
Wilcox Company has announced that all prices have 
been withdrawn and new prices will be quoted or 
application. 


BUILDERS’ HARDWARE.—The Shelby Manufacturing 
Company has revised its prices and quotes as follows: 


Steel screen door hinges, $9 per gross; 3%4-in. steel cup 
drawer pulls, all finishes, $2.75 per gross; double acting jamb 
butts, 50 per cent discount off list; basement window sets, 
$13 per gross; surface floor hinges in steel, all finishes, 75ic 
per set; 3-in. coppered wire coat and hat hooks, 70c. per 
gross.; wrought steel cupboard turns, $10.80 per gross: steel 
sash locks, $5.40 per gross; 4-in. bar lifts, cast iron, $4 per 
gross, all finishes. 


GARDEN HoseE.—Jobbers and manufacturers report 
very satisfactory sales. Dealers have anticipated 
their wants and prices remain firm. 

We quote from jobbers’ stocks f.o.b. Chicago, as follows: 
%-in. composition, not guaranteed, 6%c. per ft.; 6-ply %- 
in. guaranteed hose, 10c. per ft.; 7-ply %-in. garden hose, 
11%c. per ft.; 7-ply red guaranteed %-in. garden hose, 12\%,Qc. 
per ft. 

HAMMERS.—Owing to the increased cost of labor 
and raw material, the manufacturers of hammers have 
been forced to again advance their prices. 


We quote from local jobbers’ stocks No. 2, $7.50 per doz.; 
No. 1%, $8 per doz.; No. 1, $8.55 per doz. 

Rorpe.—The rope manufacturers are in a quandary 
as to how they are going to meet their demands. Their 
inability to have the Manila fiber transported from the 
Pacific Coast to their plants, the shortage of raw ma- 
terial and the scarcity of labor, are the serious com- 
plications which they have to contend with. Hawser 
laid Manila rope has advanced 2c. per pound this 
last week. 

We quote to retailers, f.o.b. Chicago, as follows: No. 1 
Manila rope, 24%4c. per lb. base; No. 2 Manila, 23%4c. per Ib. 
base; No. 3 Manila, 2144c. per Ib. base; No. 1 sisal rope, 
20%c. per lb.; No. 2 sisal rope, 19%c. per lb. Hawser laid 
Manila, 30c. per Ib. 

OILs.—We. quote wholesale prices in single barrels 
f.o.b. Chicago as follows: 

Gasoline, 19c. per gal. ; naphtha, 18%4c. per gal. ; turpentine 
59c. per gal.; denatured alcohol, 70c, per gal.; wood alcohol, 
$1.25 per gal. 

LINSEED O1L.—The jobbers report that sales for 
linseed oil the past week has been very satisfactory, 
with no change in price. 

We quote strictly pure raw linseed oil in carload lots, f.o.b. 
Chicago, at 93c. per gal.; boiled linseed oil, 94c. per gal. Raw 
linseed oil in single barrel lots, 98c. per gal.; boiled linseed 
oil in single barrel lots, 99c. per gal. 

SoLDER.—Prices on solder’ have dropped 1c. per |b. 
We quote from jobbers’ stocks: XXX guaranteed, % 
and %, 33%c.; commercial, % and %, 31%c.; No. 1 
plumbers, 29'%c. 

TIN PLATE.—Owing to the heavy demands, there is a 
serious shortage and small orders have been accepted 
by the local jobbers at the following prices: 

IC—14 x 20 bright tin plates, $10.45; IC—20 x 28, 216-lb 
coke plates, $16.80 

Pic IRon.—Price on pig iron has been advanced. The 
demand is heavy and foundries are making slow de- 
liveries. 

We quote No. 2 foundry at $32 per ton; Lake Superior 
charcoal at $34 per ton. 

BARBED WIRE AND STAPLES.—Jobbers report very 
satisfactory orders, and while they have been able to 
supply their demands, their stocks are running low. 


We quote painted barb wire to retailers, f.o.b. Chicago, in 


less than car lots, $3.60 per 100 Ib.; galvanized, $4.30 per 
100 Ib.; polished fence staples, $3.60 per keg; No. 9 plain 
wire, $3.40, and galvanized, $4.30 per 100 Ib. Regular ad- 


vances for the smaller sizes. 


Nuts AND Bo.Lts.—Jobbers report increased sales and 
prices remain firm. 


We quote to retailers from jobbers’ stocks as follows: 
Machine bolts up to % x 4 in., 50-5 per cent discount. Larger 
sizes, 40 per cent discount. Carriage bolts up to % x 6 in. 
50 per cent discount; larger sizes, % per cent discount. |.ag 
screws, 50-5 per cent discount. Hot pressed nuts, square and 
hexagon, $3 per 100 Ib. 
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February 24, 1917 


Wire NaiLs.—No advance has been reported the past 
week and jobbers state their sales have been very 
satisfactory, that they are well stocked on all sizes. 

We quote to retailers, f.o.b. Chicago, from jobbers’ stock, 
$3.45 per keg base in small lots; larger quantities on speci- 
feations only. Wire coated nails, $3.45 per keg base 

Cur Natmts.—The demand for cut nails has been very 
light and prices remain firm. We quote from jobbers’ 
stocks as follows: 

Stee] cut nails at $3.55 per keg base; iron cut nails, $3.65 
per keg base. 

SasH WEIGHTS.—Deliveries are slow, foundries being 
short of scrap. They have advanced their prices to $30 
per ton f.o.b. Chicago. 

SasH Corp.—Jobbers report that the sales on sash 
cord have been very satisfactory and that prices remain 
firm. 


We quote from local jobbers’ stocks, f.o.b. Chicago, as 
follows: Common sash cord, No. 7, $7.15 per doz. hanks; 
No. § common sash cord, $8.50 per doz. hanks. Spot cord, 
No. 7, $11.65 per doz, hanks; No. 8 spot cord, $14 per doz 
hanks. 


BuILDING Paper.—Jobbers are unable to supply their 
demands, as shipment from the mills are very slow. 


We quote from local jobbers’ stocks 78c. per roll on the 
“co” red rosin. 

Wire CLoTH.—Jobbers have been busy this last week 
shipping orders which they received last fall, and 
claim that they have received enough factory shipments 
to complete all of their orders. As the majority of 
dealers bought at $1.60, they are enjoying a nice profit 
on to-day’s market. Jobbers state that they have a 
fair amount of cloth on hand, but not enough to carry 
them through the season. 
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Prices are as follows 


Black Galvanized 
Se tne ene eecedaans $1.90 $2.45 per 100 sq. ft 
14 mesh ‘ +" ‘ - 2.50 2.80 per 100 sq. ft 
16 mesh .. ae ace Oe 3.35 per 100 sq. ft 
18 mesh 4.25 per 100 sq. ft. 


Prices to dealers, galvanoid, are, 12-mesh, $2.50; 14-mesh, 
$2.90; 16-mesh, $3.40. 


PouLTRY NETTING.—The demand for poultry netting 
has been very heavy and jobbers’ stocks are running 
low. 


We quote poultry netting galvanized before weaving, 70- 
20-10; poultry netting galvanized after weaving, 70-10-2% 


Woop Screws.—Prices remain firm, with another 
advance expected. 
We quote from local jobbers’ stocks as follows: Flat head 


bright screws, 75-10-10; round head blued, 7214-10-10; flat 
head brass; 47%4-10-5; round head brass, 45-10-5 


MIXED PAINTS.—AIl orders marked for March 1 are 
being shipped by the jobber, and the volume of business 
is very satisfactory. 

We quote from jobbers’ stock, f.o.b. Chicago, as follows 
No. 1 house paint, $2.25 per gal.; second grade, $1.70 per 
gal.; third grade, $1.40 per gal 

GuLass.—There has been no change since last re- 
ported, and jobbers report that they have satisfactory 
stocks on hand. 


We quote from jobbers’ stocks as follows: Single strength 
A, first 3 brackets up to 40 in., 87 per cent off: all sizes over 
10 in., 86 per cent off; all sizes of double strength AA. 8&7 
per cent off. 


WRENCHES.—The Whitman & Barnes Mfg. Company, 
Akron, Ohio, has advanced its prices on wrenches to 
the following figures: Agricultural, 65 per cent; Ma- 
chinists, case lots, 40 per cent, and less than case lots, 
33 1/3 per cent; Railroad Special, case lots, 40 per cent, 
and less than case lots, 33 1/3 per cent discount. 


PITTSBURGH 


Office of HARDWARE AGE 
Pittsburgh, Feb. 21, 1917. 


ANUFACTURING conditions in the Pittsburgh 

and other districts are very bad, due to shortage 
in cars and motive power, but mostly to an acute 
shortage in supply of fuel, notably coal. To make the 
situation worse, some time ago three or four of the 
larger natural gas companies, owing to the shortage 
in the supply, shut off the gas to manufacturing plants 
with only brief notice, and they were compelled to put 
in coal-burning equipment and many put in fuel-oil 
furnaces. As showing how bad manufacturing and 
shipping operations are, we can state that at this writ- 
ing the Carnegie Steel Company has twelve blast fur- 
naces idle for, relining and repairs, eight furnaces 
banked for want of coke and only thirty-nine operating. 
Last week three out of five blast furnaces of the Na- 
tional Tube Company at Lorain, Ohio, were banked for 
want of coke, while the open-hearth steel plant and 
finishing mills at Lorain were also idle. It is con- 
servatively estimated that the output of pig iron, semi- 
finished and finished steel and also of hardware 
products in February will show a falling off of 25 per 
cent, as compared with January, and it may be more. 
Almost every day buyers from large consuming in- 
terests all over the country come to Pittsburgh to see 
the heads of the steel companies here in an endeavor to 
hurry up shipments of various kinds of finished steel 
which they need very badly. Recently a large sheet- 
steel interest had a carload of electrical sheets loaded 
for an important consumer in Milwaukee, Wis., but 
owing to an embargo could not make the shipment. 
Strings were pulled in every direction in an effort to 
get the car stated to Milwaukee, but without avail, 
but finally the consumer notified the sheet mill over the 
long distance telephone to ship the car by express, of 
course at an enormous expense to the buyer. Other in- 
stances, almost as bad, could be cited, but there never 
was a time in the history of the steel business in the 
Pittsburgh district when they were as bad as they are 





at present, and it is believed it will be April or later 
before they are better. 

The above described conditions are not exaggerated 
in the least and are naturally having the effect of cut- 
ting down output of goods sold by the hardware trade. 
Probably 50 per cent or more of the steel made in the 
Pittsburgh district goes to manufacturers all over the 
country to be used in making hardware products, and 
when shipments are curtailed, as described above, the 
output of hardware goods is cut down in proportion. 
Several large local hardware jobbers have stated that 
never before in their business experience have they 
found as much trouble in getting deliveries of goods, 
and at times they are put to their wits’ ends to try to 
satisfy their customers and give them at least a part 
of their goods they so badly need. This applies not 
only to the heavier lines carried by the hardware stores, 
such as sheets and tin plate, iron and steel bars, wire 
and wire nails, pipe and other materials, but also to 
the smallest finished goods that one would hardly think 
would be affected in this way. There is a stronger dis- 
position on the part of manufacturers not to sell ahead 
until they know what their raw materials are to cost, 
and this is adding to the difficulties of jobbers and re- 
tailers in getting goods. Stocks of some lines of goods 
carried by the hardware trade are lighter than for 
years, and very often they run entirely out of goods 
and either have to turn the customer away or borrow 
from an obliging competitor until their own stocks are 
replaced. 

The weather in the past week has moderated very 
much, and this will no doubt help in the receipt of 
orders from the hardware trade, notably from country 
dealers. For nearly two weeks recently the ther- 
mometer was around zero, there were heavy snows that 
made the country roads almost impassable, and the 
trade of country hardware stores fell off very ma- 
terially, and this was reflected in smaller orders given 
to the traveling men. At the same time, the volume of 
business among jobbers and retailers is fairly heavy, 
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but is not as large as before the holidays. There is a 
good demand for seasonal products, but the high 
prices ruling are restricting consumption to a very 
great extent, particularly in hardware goods that enter 
into the construction of buildings. Reports are that 
building operations all over the country are restricted 
very much, owing *o the high prices of materials and 
labor, Collections are reported very good, many cus- 
tomers that never before discounted their bills are now 
doing so, showing that money is plentiful. 

WirE NAILs.—Local mills report the new demand for 
wire nails, and also specifications against contracts, as 
being less active than late last year. However, mills 
are sold up for three or four months and in many cases 
are refusing to quote on inquiries, except to regular 
customers. Several of the larger wire nail makers are 
insisting that their sales managers in other cities sub- 
mit all offered business to the home office before the 
orders are accepted. The long expected advance in 
prices of wire nails has not yet come, and some in the 
trade that are conservative in their views think that 
present prices are amply high and should not be ad- 
vanced. Official prices in effect at this writing, but 
on which premiums of 15c. to 25c. per keg and more are 
readily paid to get fairly vrompt deliveries of wire 
nails, are as follows: 


Wire nails in large lots to jobbers at $3 base; in carload 
lots to retailers, $3.05 to $3.10 base; less than carload lots, 
$3.25 to $3.35; galvanized nails, 1 in. and larger, $2 extra, 
shorter than 1 in., $1.50 extra. 


Winbow GLAss.—Output of window glass in the 
Pittsburgh district has been very much restricted in 
the past two or three weeks, owing to the cold weather 
and shortage in supply of fuel. Several of the plants 
of the American Window Glass Company have been 
running very short-handed on this account. Shipments 
of window glass to the trade are also cut down by the 
shortage in cars and motive power. It is said there is 
a disposition on the part of window glass makers not 
to take on additional contracts at present discounts, 
believing that prices will be higher in the near future. 
For some time new demand for window glass has been 
only fair, due to the very large falling off in building 
operations all over the country on account of high prices 
of labor and material 

Prices on window glass in effect at this writing, but 
which may be advanced in the near future, are as 
follows: 


AA, picture 
double thick, 78 per cent discount. 

A, single thick, first three brackets, is 86 per cent, and B, 
single thick, first three brackets, 88 per cent discount. 

All above the first three brackets, A and B quality, single 
thick, is 85 per cent; all above first three brackets A grade, 
double thick, is 86 per cent, and all larger than first three 
brackets, B quality, double thick, is 87% per cent discount 
from jobbers’ lists. 


BuILpEeRS’ HARDWARE.—The trade here is looking for 
announcement any day of an advance in prices of build- 
ers’ hardware, due to high cost of steel and increased 
manufacturing costs. It is said that labor employed 
in factories making builders’ hardware is very hard to 
obtain, much of it having gone to munition plants at 
such high rates of wages that make it impossible to 
keep enough men to run the works full. There is a 
scarcity in supply of nearly all grades of builders’ hard- 
ware, and the expected advance in prices will likely 
be heavy when announced. 

SHOVELS.—Local makers of shovels say their costs 
are steadily going up, due to higher prices on steel and 


Office of HARDWARE AGE, 
Boston, Feb. 19, 1917. 
AUTIOUS buying continues to be the order of the 
day among retail dealers because of the marked 
uncertainty of the future. February, as was to be ex- 
pected, shows the usual slackening in sales, but some 
dealers say that the business for the month, to date, al- 
ready equals the business for the whole month of last 
year. This is unquestionably due to the huge advances 
on so many of the staple lines. 


glass, single thick, is 75 per cent, and AA, 
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scarcity of labor. At some shovel plants common labor 
is being paid from $2.75 to $3 per day, and skilled labor 
in proportion. The shovel makers say they will have 
to advance prices in the near future, and some of them 
are refusing to sell for more than 30 days ahead. 


Saws.—Local jobbers report that three of the lead- 
ing makers have advanced prices from 10 to 15 per cent 
on circular and cross-cut saws, and another advance 
in the near future is likely. There is said to be a 
famine in the supply of hand saws, and stocks held by 
jobbers and retailers are extremely low. 


BARBED WIRE AND STAPLES.—Local wire mills report 
the new demand for barb wire and staples as extremely 
active, and say they have their product sold up over 
the next three or four months. The export demand is 
also very heavy, but not much attention is paid to this 
as manufacturers prefer to distribute their products 
among their domestic customers. Prices are very firm 
and in many cases premiums are paid for fairly prompt 
shipment. Deliveries by the mills to the jobbers are 
very slow, owing to the scarcity in cars, and output is 
being very much cut down on account of shortage in 
fuel. Prices in carload lots to the large trade in effect 
at this writing, but which may be advanced at any 
time, are as follows: 


a basic wire is $3.05 per 100 lb.; annealed fence wire, 
No. 6 , $2.95; galvanized wire, $3.65; galvanized barb 
wire Ab. A... eles, $3.85; painted barb wire, $3.15; pol- 
ished fence staples, $3.15; cement-coated nails, $2.90, base, 
these prices being subject to the usual advances for the 
smaller trade, all f.o.b. Pittsburgh, freight added to the point 
of delivery, terms 60 days net, less 2 per cent off for cash in 
10 days. Discounts on woven wire fencing are 53 per cent 
off list for carload lots, 52 per cent for 1000-rod lots, and 51 
per cent for small lots, f.o.b. Pittsburgh. 

Nuts AND BoLts.—Makers report the new demand as 
very active, but owing to slow deliveries of steel by the 
mills, they are getting further back in de’iveries. Ship- 
ments are held up on account of the shortage in cars 
and motive power, and manufacturing conditions in the 
nut and bolt trade at present are very unsatisfactory. 
While prices are firm, no advance has been made since 
Dec. 20, last. Discounts in effect at this writing are 
as follows, delivered in lots of 300 lb. or more, when the 
actual freight rate does not exceed 20c. per 100 Ib., 
terms 30 days net, or 1 per cent for cash in 10 days: 

Carriage bolts, small, rolled thread, 40 and 10 per cent; 


small, cut thread, 40 and 2% per cent; large, 30 and 5 per 
cent. 

Machine bolts, h. p. nuts, small, rolled thread, 50 per cent; 
small, cut thread, 40 and 10 per cent; large, 35 and 5 per 
cent. 

Machine bolts, c. p. c. and t. nuts, small, 40 per cent; 
large, 30 per cent. Bolt ends, h. p. nuts, 35 and 5 per cent; 
with c. p. nuts, 30 per cent. Lag screws (cone or gimlet 
point), 50 per cent. 

Nuts, h. p. sq. and hex.; blank, $2.50 off list, and tapped, 


$2.30 off; nuts, c. p. c. and t. sq., blank, = 10 off, and tapped, 
$1.90 off; hex. blank, $2.50 off, and tapped, $2.30 off. Semi- 
finished hex. nuts, 50, 10 and 5 ood cent. Finished and case- 
hardened nuts, 50, 10 and 5 per cent. 

Rivets 7/16 in. in diameter and ‘quailer, 40 and 10 per cent. 

SHEETS.—The American Sheet & Tin Plate Company 
is out of the market entirely as a seller of any grade 
of sheets for delivery up to July 1, and this has re- 
sulted in other makers that can spare some sheets for 
second quarter delivery in marking up their prices $5 
a ton or more. The present demand for black and gal- 


vanized sheets, also for electrical and other high-grade 
sheets, is the heaviest ever known, and still higher 
prices are predicted. The minimum price in carload 
lots on blue annealed sheets is about 5c.; on Bessemer 
black, 28 gage, 4.75c. to 5c., and on galvanized, 28 gage, 
about 7c. at mill, Pittsburgh. 





Embargoes are again playing a large part in the dis- 
tribution of hardware in New England. Dealers are 
being notified of shipments in Pennsylvania and the 
West that are ready to come forward, but the manufac- 
turers are unable to move the goods. One shipment 
from a Connecticut factory was unable to reach a point 
in northern New England because of the embargo from 
Connecticut points to points on the Boston & Maine 
Railroad, north. 

One of the features of current distribution is the 
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shipments by manufacturers to dealers of goods bought 
in November and December, with March 1 as the dat- 
ing. The volume of the shipments is quite large and 
the dealers are glad to get the stock into their stores. 

‘Some classes of goods have become difficult to obtain. 
In fact, some lines it is almost impossible to place 
orders for. Some items which come in this list are ash 
cans, finished case-hardened nuts, files, some kinds of 
drills and many kinds of small tools. It appears that 
there will be a very real shortage of spring hinges be- 
fore long and dealers would do well to anticipate their 
needs. Couch hammocks are much higher than last 
year, but there is little prospect of a shortage in stocks. 

First quality single bitt axes are quoted at $10 base; 
American steel pulleys have advanced 7% per cent; 
steel game traps, 7% per cent to 10 per cent; step- 
ladders, 10 per cent. 


Wire Naits.—There is but little change in the wire 


TWIN C 


Twin Cities, Feb. 17, 1917. 

T HE general impression of waiting for something to 

happen in international affairs seems to have 
reached here, for the past week has not shown the best 
trade in all ways. The weather has been a deterring 
factor, principally adding to transportation difficulties 
and preventing any progress in building, through snow 
and cold. Friday saw the first relenting to the point of 
thawing for several weeks. 

The car shortage and the resulting congestion is the 
most serious problem at the present time. Two hundred 
and fifteen towns in Minnesota are facing a fuel famine 
and are able to obtain barely enough coal to prevent 
actual suffering. Minneapolis and St. Paul are both 
very little better situated, and early relief either 
through warmer weather or more cars is earnestly 
looked for. The flour mills of Minneapolis ordinarily 
use three hundred cars daily, and even in view of the 
threatened flour famine in the Eastern cities, all that 
can be promised is about eight hundred and fifty cars a 
week. This, however, is only an approximate promise, 
and conditions bid fair to soon be as bad here as in the 
East. The tremendous amount of freight moving east 
which was already in transit when diplomatic relations 
with Germany were broken off, and the apparent re- 
luctance of all shipping lines to accept freight for 
Europe without a reassurance of Government protec- 
tion, is causing the most serious congestion of freight 
ever experienced. 

It is beginning to seriously delay everything as far 

west as here, and that means all of the territory which 
is tributary is also suffering in this respect. Incoming 
freight is congested, and goods shipped weeks ago are 
held by the various transportation companies, who 
claim to be doing all possible to “spot” the cars for un- 
loading. One store has had an order, held in a freight 
yard somewhere, that has been in transit for several 
weeks, and this doubtless exemplifies the general con- 
gestion everywhere. 
_ A new competitor for local retail hardware business 
in Minneapolis has made announcement in the form of 
a full-page circular scattered broadcast, that they are 
ready to serve the public. 

The M. W. Savage Factories, Inc., make the an- 
nouncement, and some of the retailers state that their 
customers are already quoting this mail order concern’s 
prices when buying from them. On the other hand, 
some dealers take the attitude that it will not per- 
manently injure the volume of trade. The announce- 
ment mentioned above follows quite closely a similar 
one made in Chicago by one of the largest mail order 
houses there. It will be interesting to note their prog- 
ress as reported in both cities. 

The volume of trade in general has not been all that 
could be desired in a retail way the past week. Every- 
one seems to feel that it is the inevitable dull time, and 
people simply are waiting for more clement weather 
and international developments. Jobbers are buying 
heavily and are anticipating an unusual demand on 
their stocks as soon as trade opens up. The average 
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nail situation, as intermittent shipments continue to 
rule and the stocks are more or less spotted. We quote 
to retailers: 


Carloads, f.o.b. Pittsburgh, $3.05; 


less than carloads, $3.25 ; 
from stock, $3.65. 


CuT NatiLs.—Cut nails are increasingly hard to ob- 
tain, and there are no signs of a lessing of demand and 
the consequent scarcity. We quote to retailers: 


At points in New England taking the Boston rate from 
Pittsburgh, $4.05; less than carloads, $4.15; wire nails from 
stock, $4.35. 

BoLTs AND NutTs.—We quote from stock: 

Machine bolts with s. f. nuts, discount 15 per cent; ma- 
chine bolts with c. t. & d. nuts, discount 20 per cent: ma- 
chine bolts with h. p. nuts, 4 x % and smaller, discount 30 
per cent; machine bolts with h. p. nuts, 44% x % and larger 
discount 25 per cent; common carriage bolts, 6 x % and 
smaller, 30 per cent; common carriage bolts 64% x *% and 
larger, discount 20 per cent. 





IES 


retailer is content to carry a smaller stock. In fact, 
all advice is toward the carrying of smaller, more 
active stocks by the retailer, which will enable him to 
better weather the storm when reversal of prices come. 
Jobbers report excellent business, as retailers are buy- 
ing for spring stocks, realizing that goods are going to 
be hard to obtain. That orders for special goods are not 
wanted by manufacturers is very evident, as such orders 
are returned, politely declined, owing to press of busi- 
ness already promised, or are promised for shipment 
far in the future. 

Prices on the average have advanced but very little. 
Solder has suffered, and white lead has finally taken 
the higher price which has been anticipated for some 
time. Nails and wire products are still holding at 
former prices, but an advance is looked for any time. 
Mill quotations are all for delivery several months 
ahead, and some mills are refusing even future orders. 
Electrical supplies, especially cords of many kinds and 
Mazda lamps, are short in some stocks, and no definite 
promise for an adequate supply can be had. Wheel- 
barrows are quoted at an advance in price by a local 
manufacturer. Rope is holding at last week’s quotation, 
and the supply of raw material is not improving. 

NAILS AND Braps.—Mill conditions have improved 
slightly, but prices are unchanged. It would take a 
long period of low demand to allow the mills to make 
up on orders which are overdue. 





We quote from local jobbers’ stocks standard wire nails at 
$3.60 per keg base and coated wire nails at $3.50 per keg 
base. Brads at 78 per cent discount 


WIRE AND STAPLES.—No change in demand or price 
is noted. 

We quote from local jobbers’ stocks No. 9 black annealed 
smooth wire at $3.55 per cwt.; No. 9 galvanized smooth wire 
at $4.25 cwt.; polished fence staples, $3.75 cwt.; galvanized 
fence staples, $4.45 cwt. 

Wire CLotH.—Manufacturers are in no better posi- 
tion to furnish promptly, and embargoes are making the 
situation worse. Jobbers are fairly well equipped, but 
there will be a decided shortage unless conditions im- 
prove materially very soon. Prices remain firm. 


We quote from local jobbers’ stocks 12 mesh black wire 
cloth at $2 per 100 sq. ft.; 12 mesh galvanized wire cloth, 
$2.50 per 100 sq. ft.: 14 mesh bronze wire cloth, $10 per 100 
sq. ft. 

Tacks.—No change is reported. We quote from 


local jobbers’ stocks, upholsterers’ tacks at net list. 


Boutts.—The advances indicated last week are hold- 
ing firm. Mill deliveries are reported very slow, and 
special orders are very hard to obtain. 


We quote from local jobbers’ stocks: Machine bolts up to 
% x 4, 50 per cent; machine bolts, larger and longer, 30-10 
per cent; carriage bolts up to % x 6, 45-5 per cent; carriage 
bolts, larger and longer, 35 per cent; lag screws, 40-10 per 
cent; stove bolts, 60-10 per cent. 


GLass.—Demand has decreased to some extent, and 
prices are firm on the new basis. 
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We quote from local jobbers’ stocks: Single strength, A 
grade glass, first three brackets, 85 per cent; remainder, 


S7 per cent; double strength, A grade, 87 per cent. 
WuiTe LeEApD.—An advance has been announced on 
this commodity amounting to %%4c. per lb. 


We quote from local jobbers’ stocks best grades white lead, 
100 Ib. kegs, at 1l‘4c. per lb., with the usual differentials for 
larger quantities and for smaller packages. 


TURPENTINE.—This item shows a slight weakening 
in price. Very little demand probably influences in this 
direction. 


The Menace of Price 
Maintenance 


MUNCIE, IND. 
To the Editor: 

We have read with much interest the report of 
your Washington representative in the issue of Jan- 
uary 20 and note that he reports considerable prog- 
ress being made with the Stevens Price Mainte- 
nance bill. This no doubt will be hailed as excel- 
lent news by the hardware trade at large and par- 
ticularly by those located in smaller communities 
who have been taught that the passage of this bill is 
going to take the fangs out of the mail order catalog 
and place these institutions in a position where 
they cannot cut the price on standard articles and 
therefore allow the small retailer to compete with 
them. 

We wonder if the passage of the Stevens bill is 
going to bring about this very much desired result, 
or if on the other hand it is going to prove a handi- 
cap to the retailer which will render him less able to 
meet mail order competition than he is to-day. 
Sears, Roebuck & Company’s catalog, Number 
133, quotes a three-year guarantee, ball-bearing, 
inclosed gear wringer for $3.80. A wash wringer 
which will match the one mentioned, both as to size 
and guarantee, would cost the retailer who bought 
in quantities, according to the November price list 
of a manufacturer, $3.05. The nominal resale price 
of such a wringer would be $4.50. However, if the 
dealer wished to meet the mail order price he could 
accept a profit of twenty per cent on this item, under 
the present conditions and meet the competition. 
However, should the Stevens bill be passed, and the 
manufacturer put on this wringer the nominal re- 
tail price of $4.50, the dealer’s hands would be tied 
absolutely. 

Take another illustration in the same line. A 
bench wash wringer, ball bearing, with enclosed 
gears, would cost the retailer who bought in quan- 
tities, according to a November price list of a man- 
ufacturer, $4.10. Sears, Roebuck & Company re- 
tail this wringer for $4.75. The nominal resale 
price would be $6.25. Under present conditions the 
dealer can, if he sees fit, reduce his price and would 
probably secure other business by doing so. How- 
ever, with a fixed resale price, his hands would be 
tied and the mail order house would have even a 
better opportunity to take away his trade than it 
has to-day. 

It is undoubtedly true that the name on the 
wringer sold by the mail order house would be dif- 
ferent from that which the retailer sells, but it is 
our opinion that the people who have been trading 
with the mail order houses have found that the 
guarantee of such companies is just as good as the 
retailer’s and, in some instances, much better, so 
that the mere matter of changing the name on an 
item is not going to induce the consumer to pay the 
retailer twenty to thirty per cent more than he can 
purchase the same quality of goods for elsewhere. 
The same condition applies practically throughout 
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We quote from local jobbers’ stocks turpentine at 5c per 
gal. in barrel lots. 


LINSEED O1L.—No change in price or demand. 


We quote from local jobbers’ stocks: Boiled linseed oil at 
99c. per gal. in barrel lots, and raw linseed oil at 9s; per 
gal. in barrel lots. 


Rope.—The supply has not improved and price is 
firm. 
We quote from local jobbers’ stocks: Best grade Manila 


rope at 24\4c. per lb. base; best grade sisal rope at 2014c. per 
Ib. base; best grade cotton rope at 25c. per Ib. base 


the hardware line. Resale prices might be put on 
standard brands of planes, for instance, and the 
dealer forced to live up to these prices. There is 
nothing, however, to prevent the mail order house 
from putting out the same plane under the name of 
Fulton and selling it on the same price basis as they 
do at the present time. Under the present conditions, 
the retailer can, if he so desires, take a shorter 
profit and meet these prices. With resale prices in 
effect, he would be absolutely unable to do so. 

It is doubtless true that the Stevens bill will be 
effective in preventing department stores from cut- 
ting the price on standard nationally advertised 
goods, and to this extent it would be a benefit. Con- 
sidering the case of the average retailer in the 
small town, however, in instances such as we have 
illustrated above, it seems that the principal thing 
this bill will accomplish will be to tie the retail 
hardware dealers’ hands so they cannot cut prices 
and at the same time allow the mail order houses 
the same freedom which they now enjoy. 

I would be very glad to have your opinion on this 
matter in the light of such cases as I have given 
and with your understanding that similar procedure 
can be followed with practically every line of the 
hardware business on which resale prices would be 
established as soon as this bill became effective. 


Yours very truly, 
THE BY-LO STORES COMPANY, 
R. A. PETERSON, Manager of Stores. 


Ballad of an Average Citizen 


ILL JONES gets twenty-six a week, instead of 
twenty-two, 
And though he thinks the raise he got is nothing but his 
due, 
He feels extremely prosperous, and on Thanksgiving 
Day 


’ He’ll overflow with gratitude for his increase in pay. 


But Mrs. Jones can’t figure out, with all her woman’s 
wit, 
How that four-dollar boost of Bill’s is any benefit. 


FoR meat is up, and flour’s up, and eggs are up as 
well, 

And everything the butcher and the grocery merchant 
sell. 

And clothes are up and shoes are up; they’ve hiked the 
price of coal, 

And Mrs. Jones can’t save a cent to save her frugal soul. 

And though her John swells out his chest and says that 
times are good, 

She cannot back his boasting up the way a helpmeet 
should. 


oof LL just let well enough alone, I’M satisfied,” says 
Bill. 
“It’s not for me to grumble when I’m climbing up the 
hill. 
My pay is better than it was, and that’s enough for me. 
Why any one should want a change is more than I can 
” 


So through his mediocre life he jogs the same old gait, 
And Mrs. Jones wears last year’s clothes and skimps 
to pay the freight.—E xchange. 
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The Stanley Garage Hardware for this garage was furnished by The Clark Hardware Co. 


FFICIENCY is the hobby of the man who built 
this garage in Jamestown, New York. 


Adequate lighting, proper drainage, a convenient gasoline 
were some of the features he insisted upon for his garage. 
two car-entrances are made convenient and satisfactory 


use of 


tank, 
And the 
by the 


Stanley Garage Hardware 


Doors that could all be open at 
the same time and take no inside 
space to operate; doors that would 
open and close easily, lock securely 
and be weather-tight; doors that 
would stay open without slamming 
when the car went in or out, were the 


sort the owner wanted. 

So the hardware dealer recommended 
that the doors be swung on Stanley 
Garage Hinges 1457, equipped with 
Stanley Cremone Bolts 1052, .and 
secured against slamming by Stanley 
Garage Door Holders 1774. 


Your customers who build garages will be interested in Stanley Garage Hard- 
ware. The Stanley Works will supply you with everything you need for 
demonstrating and displaying this profitable line. 


Write today for the Stanley Hardware Garage Catalog W-24 and the 
booklet, ‘‘Selling More Stanley Garage Hardware,” which illustrates 
and describes the series of selling helps with which we will supply you 


Cc 


NEW BRITAIN 
NEW YORK, 100 Lafayette Street 


\Woris 


CONN., U. 
CHICAGO, 73 East Lake Street 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 






by Hardware Manufacturers 


“Perfection” Drill and 
Garden Seeder 


The Osmundson Spade Mfg. Com- 
pany, Perry, Iowa, has recently placed 
on the market the “Perfection” drill 














The “Perfection” drill and garden seeder 


and garden seeder for the professional 
or amateur gardener. 

It is said that with this new tool the 
seeds are sown at the correct depth, 
at proper equal distances apart, and 
with the correct amount in each spot. 
The discs for the various seeds can be 
changed by simply loosening one nut, 
lifting off the disc and slipping an- 
other one in its place. The ratchet 
wheel runs on a board which is moved 
along as the seeding progresses. The 
thickness of the board gages the depth 


of the seeding. This can also be regu- 


lated by the angle at which the tool 
is held. The seeder is made of high- 
grade pressed steel and cast iron. All 
parts are accurately machined; it is 
fitted with the best aluminum, die 
cast, noiseless gears. The price is 
$1.50. 


“The Man Behind the 
Counter” 


The Stanley Works, New Britain, 
Conn., has just published a 36-page 
booklet entitled “The Man Behind the 
Counter.” It is written to give sales- 
men, and perhaps proprietors too, 
some of the valuable selling points of 
Stanley garage hardware. These talks 
have been worked into a story that is 
built around a store meeting at which 
the buyer and the proprietor tell the 
boys the various features of the Stan- 
ley garage hardware line that should 
be brought out in making sales. 

Occasionally one of the clerks in- 
terrupts the buyer’s talk with ques- 
tions about the goods. The resulting 
answers from the buyer or the pro- 
prietor bring out some of the val- 
uable selling points. 

“The Man Behind the Counter” is 
illustrated with reproductions of pho- 
tographs of garages in various sec- 
tions of the country that have been 
equipped with Stanley garage hard- 
ware. The Stanley garage hardware 
line is also shown in detail. This 


booklet is very interesting and con- 
tains a fund of information that 
should be especially valuable to any- 
one who sells builders’ hardware. A 
copy of this booklet will be sent free 
upon request to hardware dealers or 
salesmen. Any merchant who, after 
reading “The Man Behind the Coun- 
ter,” wants a copy mailed to each of 
his clerks or salesmen who sell build- 
ers’ hardware can send in the names 
and addresses to the Stanley Works 
and the booklets will be sent to his 
employees, or he can write in for a 
reasonable quantity and they will be 
sent to him to distribute personally 
to the members of his builders’ hard- 
ware department. 


Conron Adjustable Roller 
Skate 


The Conron-McNeal Company, 
Kokomo, Ind., has recently brought 
out a new type of adjustable roller 
skate. 

This roller skate has a very rigid 
truss construction and, according to 
the manufacturer, has an extra short 
turning radius. The edges of the heel 
and toe blades are ribbed for strength 

















The Conron adjustable roller skate 


and stiffness. The wheels have 
eighteen ball bearings and the bear- 
ing surfaces are heat-treated high- 
point carbon steel. Each skate has 
large pure rubber cushions that can 
be adjusted to any desired tension. 
The selling price of the Conron roller 
skate finished in heavy-nickel plate 
is $3. 


PuTNAM & Co., manufacturer of 
rolling, step and extension ladders 
and overhead tracking and dealers 
in door hangers, hardware specialties, 
doors, etc., will remove on or before 
April 1 to a new building at 32 How- 
ard Street, New York City. The en- 
tire building, which is about three 


_times the size of the firm’s present 


quarters at 244 Water Street, will be 
occupied. 


THE NASH HARDWARE COMPANY, 
Fort Worth, Tex., is preparing to 
open a branch house at Wichita Falls, 
Tex., for the distribution of heavy 
hardware. 


84 





Kangaroo Coaster 


The Kangaroo Mfg. Company, 25 
East Washington Street, Chicago, Ill, 
has recently placed on the market the 
Kangaroo coaster. 

The coaster is 30 in. long and 6 in, 

















The Kangaroo coaster 


wide. The floor is made of :-in, 
plank, enameled red with a yellow 
stripe, and on which is in natural 
colors a picture of a kangaroo. The 
border is of 16-gage steel enameled 
black. The cpright support is also 
enameled in black. 

The saddle is a steel stamping, 
enameled red and fastened to a nickel- 
plated %-in. steel bar. This saddle 
is adjustable for height and can be 
turned down flat as shown in the cut. 
The four wheels are equipped with 
ball bearings. The handle bars are 
made of %-in. tuhing nickel-plated 
and fitted with a nickel-plated bicycle 
bell. The grips are wood enameled 
in black. 

Each coaster is equipped with a 
brake to insure safety when coasting 
down hills. 


New South Bend Baits 


The South Bend Bait Company, 
South Bend, Ind., has added three new 
baits to its line of fishing tackle. 

One of these is known as the 
“Musk-Oreno.” This has been brought 
out, the company states, because of 
the demand created by the “Bass- 
Oreno” for a similar bait of larger 
size and heavier trimmings, especially 
designed for muskalonge and large 
pike. 

It is a combination of the under- 
water and surface type. It floats 
when not in motion, but the instant 
it is reeled, it dives, zig-zags and 
darts in a very alluring, minnow-like 
course. The faster it is reeled the 
deeper it travels. Another advantage 
of this bait, the company states, is the 
fact that it is not too large to be 
for casting as well as for trolling. 

The “Musk-Oreno” is 4% in. long, 
and weighs approximately 1% %% 
The hooks are extra strong hollow 
point and the trimmings are extt™ 
heavy. It is furnished in a number 
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One Satisfied Customer Begets Another 


One garage in your community fitted with R-W sliding door 
equipment will bring you an unending string of orders with prac- 
tically no effort on your part except the first installation. 


Last year, in one city of 10,000 inhabitants, forty installations fol- 
lowed the initial order in less than a year. In a town of 1,700 people 
seven other installations followed the first one within eight months. A 
certain portable garage builder buys R-W sliding door equipment by 
the hundred sets because he says ““R-W equipment sells his garages.” 


R-W No. 435 Equipment 


provides for doors that fold and 
swing back against the wall inside 
the building, absolutely out of the 
way. 2, 3, 4, 5 or 6 doors may be 
hung on this equipment, to suit 
your requirements. Convenient, 
secure, fit tight. 





Patented 


The spring building season is almost here. We will help you with literature, 
drawing, plans and instructions. Act now. 


chards Wilcox Manufacturind(0. 


Aurora, ILLINo!1s .U.S.A. 
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of different color combinations. The 
retail price is $1. 

Another recent addition to the line 
of the South Bend Bait Company is 
the “Babe-Oreno,” which is designed 
for the use of anglers who use a light 
rod and light line and who desire a 
light bait to conform with the light 
tackle. 

The body of this “Babe-Oreno” is 
2% in. long. The weight is approxi- 
mately % oz. It is equipped with a 
No. 1 treble hook on belly and tail. 
It is supplied in a number of color 
combinations. The retail price is 65c. 
It is also finished in a “Nite-Luming” 
finish for fishing. after dark. The 
price of this finish is 75c. 

The “Midget Surf-Oreno” is the 
third of the new baits of this type. 
It rides very high on the water sur- 
face and the commotion and churning 
of the spinners is said to be a great 
game-fish attraction. 

This bait is made of special light 
wood with a body 2% in. long. The 
veight is approximately % oz. This 
can be had in a number of color com- 
binations for 65c. or in the “Nite- 
Luming” finish for 75c. 


Gillett Trestle 


F, L. Gillett, Montclair, N. J., has 
recently placed on the market the 
Gillett trestle, which is said to com- 














The Gillett trestle 


bine the advantages of a vise, miter 
box, tool carrier, door clamp and 
trestle in one article. 

The trestle is designed to stand 
squarely upon the floor by spreading 
apart the lower end of the legs. This 
can be effected by downward pressure 
upon the three ends of the toggle 
levers at either side of the trestle, or 
by pressure upon the ends of the 
plunger. The placing of a board be- 
tween the jaws forces the plunger 
downward and the jaws automatically 
grip the board. This board can be 
one that is to be dressed or otherwise 
worked or may be a riser for trans- 
forming the trestle into a platform 
for supporting the workman. The 
greater the downward pressure ap- 
plied upon the board while working 
upon it the greater will be the grip 
upon it. 

When, however, the trestle is not 
used as a clamp and is standing 
normal in an erect position, it can be 
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New baits of the South Bend Bait Company. Above, the “Musk-Oreno,” below, left, 
the “Babe-Oreno” and at the right the “Midget Surf-Oreno” 


used in place of a miter box, the saw 
being operated vertically between the 
jaws. The saw is guided by both 
jaws and shelf and is also held in 
position for the succeeding cut. 
Either right or left hand miters can 
be cut without removing the saw. 
When the trestle is used as a door 
clamp the door is gripped in the en- 
larged opening at one end of the 
jaws and held firmly. The trestle in 
a collapsed position is easily handled 
and when inverted makes a conven- 
ient tool carrier. 

It is substantially made and neatly 
finished and varnished. The standard 
size is 3 ft. long by 2 ft. high. The 
weight is 20 lb. 


Norlund Hot Pan Lifter 


The Norlund Novelty Company, 
Williamsport, Pa., has recently placed 
on the market the Norlund hot pan 
lifter. It is made in steel, in two fin- 
ishes; one nickel plate and the other 
a handsome blue-black rust-proof 
oxidized finish. The handle is made 
of hardwood finished in black enamel. 
The lifters are packed 1 doz. in a box 
and 12 doz. in a shipping carton. An 
easel back display box is furnished. 

In operation the lifter is placed 
over the edge of the pan. Jt auto- 
matically grips as soon as it is lifted 











The Norlund hot pan lifter 


and holds the pan firmly. The lifter 
releases its grip as soon as the weight 
is once more removed. 


THE PERFECTION DisH DRYER ComM- 
PANY, Indianapolis, Ind., has been in- 
corporated with $10,000 capital stock 
to manufacture household articles. 
The directors are John T. and John 
L. Van Zant and M. K. Schomber. 


THE Hoover SvucTION SWEEPER 
Mrc. ComMPANY, New Berlin, Ohio, has 
been incorporated with a capital stock 
of $50,000 to manufacture electric 
suctions and vacuum sweepers. 


Myers Garage Door 
Hanger 


F. E. Myers & Bro., Ashland, Ohio, 
have recently added to their line of 
products the Myers adjustable tan- 
dem garage door hanger. Doors 
equipped with this hanger roll back 
along inside of the building so that 
they are entirely out of the way. In 
this way the entire end of the garage 
can be utilized as a doorway. In ad- 
dition to this an ordinary 30-in. door 














The Myers adjustable tandem garage door 
hanger 


is used in connection with the main 
door which permits the user to enter 
the garage without moving the larger 
doors. It can also be used by making 
the doors 30 in., 36 in. or 42 in. in 
width, using three doors hinged to- 
gether instead of two as shown in 
the illustration. 

The hanger has malleable iron 
frame. The wheels are entirely cov- 
ered. The hanger is adjustable to 
and from the building and up and 
down. According to the manufac- 
turer it cannot come off the track. 
It has steel roller bearings and is 
easily operated. 


THE SPECIALTY DisPLAY CASE Com- 
PANY, Kendallville, Ind., has been m- 
corporated with $375,000 capital stock 
to manfacture show cases and 0 
equipment. The directors are Ralph 
J. Keller, A. M. Jacobs and Simon J. 
Straus. 














ONTHE 
¥ M €@That Old Trade Mark Stands for 
%s Ae “Satisfaction in Hardware” 
FROUTN 
Famous “Ten-Ten” 


Watershed Track 
and Hangers 








No. ‘*Ten-Ten”™ No. **Ten-Twelve” Ad- 
Adjustable In justable, in and Out 
and Out —Up and Down 


ANOTHER INSTANCE OF A-P SUPREMACY 


The “Ten-Ten” door track is bird, ice, snow, dirt, rust, 





rain and weight proof. It is simple in design and strong, ee ee Se 

being made from one steel blank without rivets or welds. : 

Because of the cylindrical wheel tread and watershed wSings our first, monthly shipment of $5,000 feet of 
. . No. “Ten-Ten” track, each month has witnesssed an 

extension, the tandem-type hangers operate with least increase until we have been obliged to increase our 

possible friction. No service too hard. No door too large ge al eT ae & fog Md yen 

or too heavy. The only perfect watershed providing the presses in the world. This wonderful press, especially 

swingout feature by the frictionless tilting of the hanger (EPG de Vdhes pale aod cal cn poten Te 

wheels on the rounded tread of the track. Allows 4% feet per hour. It is one of the huge presses behind 


elas : ‘ the “Ten-Ten” track. This track weighs 244 Ib. per 
feet swingout on a 9 foot opening. foot. Compare it with others. 
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“Pflueger-All-in-One” 
Minnow 


The Enterprise Mfg. Co. Company, 
Akron, Ohio, recently added to its 
line of products the “Pflueger-All-In- 
One” minnow, a combination floating 
and under-water bait. It is made of 
selected red cedar and is heavily 
coated with special water-proof por- 
celain enamel. It is furnished with 
four nickel-plated planes that are 
fastened to the head of the minnow 
by means of a very simple device 
which holds the planes firmly in the 
correct position and permits of in- 
stant interchanging. 

One of the planes gives a rotary ac- 
tion to the minnow, another keeps the 
minnow well under the surface and 
causes a life-like ripple similar to a 
natural surface swimming bait; the 
third causes the minnow to dive shal- 
low and move like a frightened crip- 
pled minnow, and the fourth plane 
causes the minnow to dive deep and 
move in the same manner as the third 
plane. 

The bait is mounted with two bright 
nickel-plated hand forged hooks size 
20, which can be attached or detached 
instantly by means of a patented hook 
fastener. It has a swivel line attach- 
ment. 


Rothweiler Barrel Pump 


Rothweiler & Co., Broadway at 
Denny Way, Seattle, Wash., has re- 
cently placed on the market a new 
design of barrel pump. 

The company calls special atten- 
tion to the tapered wooden plug which 
can be moved up and down the suc- 
tion pipe to fit a barrel of any height. 
When this plug is pressed into the 
hole in the barrel it grips the pipe 
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The “Pflueger-All-in-One” Minnow 








spiral spring. As soon as the oper- 
ator has finished using the pump he 
simply turns the spout upside down, 
which prevents the contents of the 
barrel from dripping. 


« Red Hot” Gasoline 
Torch 
The Ashton Mfg. Company, New- 
ark, N. J., manufacturer of the “Red- 


Hot” line of gasoline and kerosene 
torches and fire pots, has recently 














The Rothweiler barrel pump. The light 
tines indicate its installation in a barrel 
that is standing on end 
firmly. The slot on the side provides 
an air vent and eliminates the neces- 
sity of drilling more than one hole in 
the head of the barrel to supply air. 
If desired the company states that 
this pump can be used without drill- 
ing a hole in the barrel. The bung 
in the side of the barrel can be re- 
moved and the pump _ installed 

through the bung hole. 
The pump is equipped with a swivel 
spout that is held in place by a strong 











A “Red Hot” gasoline torch 


placed on the market four patented 
gasoline torches in 1-qt. and 1-pt. ca- 
pacities. The tanks of these torches 
are made of reinforced heavy seam- 
less drawn brass, with concave bot- 
toms and large filler plug with a 
leather washer which prevents leak- 
age. A patented automatic brass 
pump with double springs quickly sup- 
plies the required air pressure. 

The burners are made of special 
generator metal sejected to produce a 
maximum amount of heat. They are 
supplied with a wind shield and are 
said to work equally as well outdoors 
in windy or stormy weather as in- 
doors. All parts are interchangeable. 
The torches are made with or with- 
out soldering iron attachments. They 
are said to burn very little gasoline. 


Builders’ Hardware Cata- 
' log 


The National Mfg. Company, Ster- 
ling, Ill., has recently published a 
handsome new catalog of builders’ 
hardware. The introduction to this 
new book describes the company’s 
method of distribution—of selling its 
products only through the retail 
dealers—quality of goods, service, 
prices and terms. One page is taken 
for a description of the sherardizing 
method of rust-proofing steel or iron, 
and another page, in addition to a 
page of illustrations, describes the 
time-saving methods of packing that 
have been adopted. 


The new catalog, which contains 
104 pages, is very well illustrated and 
most attractively made up. It de 
scribes among other things various 
kinds of door hangers and tracks, 
bumpers, latches, garage door hard- 
ware, hooks, staples, hinges, butts, 
hasps, hooks and eyes, cupboard 
turns. 


“Kin-Hee” Coffee Pot 


The National Aluminum Works, El- 
mira, N. Y., have recently announced 
a colonial model of the “Kin-Hee” 
quick coffee pot. 

The “Kin-Hee” coffee pot is made 
in two parts, one a vessel for the fil- 
tration of the coffee and the other is 
the part from which the coffee is 
poured. 

In use the air valve in the top is 
closed by screwing it down. The two 
parts are separated and a little boil- 
ing water poured in to heat them. 
The finely ground coffee is then 
placed in the top and rapidly boiling 
water poured on it. A muslin dise 
is placed over the coffee compartment 
and crowded down upon the inverted 
lip compartment. Then the complete 
coffee pot is inverted to an upright 
position and the air valve unscrewed 
in the top. The coffee is ready in 1 
min. 

The colonial model “Kin-Hee” 
quick coffee pot with a capacity of 














The colonial model of the “Kin-Hee” 


coffee pot 
two cups lists at $3.50; with a capac- 


ity of six cups, $5, and capacity of 10 
cups, $6. 


OrGILL BotrHers & Co., Memphis, 
Tenn., will build an addition to its 
present plant on Tennessee Street. 
The building will be four stories and 
basement, and when completed the 
present offices of the company will be 
moved into the new structure, and 
the present building used exclusively 
for warehouse purposes. The addi 
tion will be 150 x 176 ft. and thor 
oughly modern in every respect. 
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Pexto Display at 
The W. Bingham Co., Cleveland 


Home of The W, Bingham Co., Cleveland. 
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PEXTO TRAVELS 
CLEVELAND 





A Display 
Worth Seeing 


Whatever your connection with the sheet- 
metal-working industry may be—whether you are 
a dealer or user—you'll profit by seeing an exhibit 
of Pexto Machines and Tools for the metal 
worker such as are now permanently maintained 
in many large hardware and machinery houses. 


The display here shown is that of The W. 
Bingham Co. of Cleveland. Others are to be 
seen in various parts of the country. We'll be 
glad to tell you where you can find the nearest. 


Today’s Machines to Meet 
Today’s Needs 


Pexto, the pioneer in the manufacture of sheet 
metal working equipment, has always been noted 
for excellent quality of materials and workman- 
ship. A visit to one of the displays will quickly 
show you what Pexto has done to establish, as 
well, its leadership in up-to-date design. 

You'll be surprised to find what marked advances 


have been made in producing machines that will do 
more work in less time and with less effort. 


The Pexto Pocket Manual tells all about 
Pexto Machines and Tools and contains many 
valuable tables for reference. It’s free. Write 
for it today, 


THE PECK, STOW & WILCOX CO. 


Mfrs. Mechanics’ Hand Tools, Tinsmiths’ 
and Sheet Metal Workers’ Tools and Ma- 
chines, Builders’ and General Hardware. 


Southington, Conn. Cleveland, Ohio 


Address all correspondence to 210 W. Center St., 
Southington, Conn. 


PEXTO 


METAL WORKERS MACHINES & TOOLS 
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Jewel Rowboat Motor 


The Jewel Electric Company, 112 
North Fifth Avenue, Chicago, IIl., has 
recently made announcement of the 
Jewel detachable electric rowboat 
motor. 

As the Jewel motor is made of 
aluminum and manganese _ bronze 
alloy the weight amounts to only 50 
Ib. The motor can be clamped to the 




















The Jewel electric rowboat motor 


stern of a rowboat and the height 
of the propeller adjusted to the depth 
of the water. The switch is turned 
to the off position and the motor is 
connected to the portable storage bat- 
tery. The motor is then ready for 
use and any of the speeds can be ob- 
tained by turning the switch. No 
rudder is needed; the boat is steered 
by the propeller. 

The electric motor is designed to 
operate at high speed. The steering 
wheel, firmly attached to the top of 
the motor, is made of aluminum. If 
desired, a line can be attached to the 
edge of this wheel and the motor con- 
trolled from any part of the boat. 
An adjustable tiller can also be at- 
tached to the steering wheel and is 
part of the regular equipment. The 
motor can be used as a universal 
power motor. The same attachment 
used to clamp the rowboat motor to 
the rowboat can be used to clamp the 
motor to a table or bench. 

The price of the Jewel rowboat 
motor without batteries is $75; the 
Jewel universal power motor without 
rowboat propeller attachment is $50. 


Many-Use Automobile 
Spray 
The Many-Use Oil Company, New 
York City, is now manufacturing a 


Many-Use spray that is said to clean 
and polish automobiles quickly, effect- 


ively and economically and to pre- 
serve the finish. It is guaranteed to be 
free from acids, wax, varnish or 
grease. 

This new product is applied to the 
automobile by means of a_ small 
sprayer. One ounce of spray is placed 
in a clean 1-pint sprayer or 2 oz. of 
spray in a 1-qt. sprayer. Then the 
container is filled nearly full of water. 
The sprayer is held at a distance of 
about 2 ft. from the object to be 
cleaned and a very fine mist sprayed 
over the surface. The surface is then 
polished with clean canton flannel or 
waste. 

Many-Use spray can be used in pol- 
ishing furniture as well as automobiles 
and it is said to be equally as effective 
in cleaning windows. An 8-oz. bottle, 
said to contain sufficient Many-Use 
spray to clean an automobile 100 
times when used according to direc- 
tions, retails for $1. 


Sears-Cross “Speedindica- 


tor”’ 

The Sears-Cross Company, 147 
Forty-first Street, Bush Terminal, 
Brooklyn, N. Y., manufacturer of 
speed recording and indicating instru- 
ments, has just placed on the market 
the Sears-Cross ‘“speedindicator,” 
Model F. C. N., and cowl dash for 
Ford cars. It is installed under the 
windshield strip. The speedometer is 
set flush with the cowl dash. 

It is finished with the regular 
straight bronze drive used in other 
Ford model speedometers. When 

















The Sears-Cross “speedindicator,” model 
P.. Ge 


cars are equipped with shock absorb- 
ers a special swivel drive can be fur- 
nished at a small additional cost. 

The speedometer is finished in 
bright nickel trim; the cowl dash is 
covered with heavy, durable imitation 
black leather. The brackets on each 
end of the board are made to fit firmly 
into place under the windshield frame. 
The price of the Model F. C. N. and 
cowl dash is $12. 


AT A RECENT MEETING of the Silvex 
Company, Bethlehem, Pa., manufac- 
turer of Bethlehem automobile ac- 
cessories, Walter H. Lumpkin, who 
was previously connected for several 
years with the selling end of the busi- 
ness, was appointed advertising man- 
ager. 
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Federal Advertising Helps 


The Federal Rubber Company of 
Illinois, Cudahy, Wis., has recently 
published an attractive circular of 
Federal dealers’ advertising helps for 
1917. This material includes book- 
lets, inclosures and folders for gen- 
eral distribution, letterheads and en- 
velopes, with space for the merchant’s 
imprint, interior and exterior signs 

















The new trade character of the Federal 
Rubber Company 


and show cards, moving picture 
slides, pennants and _lithographed 
cut-outs for window display use. The 
new advertising matter of the Fed- 
eral Rubber Company brings out a 
new trade character in the form of 
“Daddy’s Boy,” holding across his 
shoulder a Federal tire which is desig- 
nated as “Daddy’s Favorite.” 


Display Card for ‘Kasy- 
On” Chains 


The Leather Tire Goods Company, 
Niagara Falls, N. Y., has recently 
originated a new display card for 
“Easy-on” chains. This takes the 
form of an easel cut-out showing an 
automobile wheel to which are at- 
tached four “Easy-on” chains. It is 
attractively printed in two colors. 


Solar Lamps Catalog 


The Badger Brass Mfg. Company, 
Kenosha, Wis., has recently publis 
a 1917 catalog of solar gas, oil and 
electric lamps for motor cars, CY’ 
carriages, boats and airships. Illus- 
trated and described in this new 
lication are special lamp equip 
for the various makes of cars, 4 
duplex electric headlight that is 
to eonform with all the motor cf 
headlight laws or city ordinances, 8” 
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Quick Service Means Sure Sales 







When customers want piston rings, they 
want ‘em quick. Replacement is always left 
to the last minute. The motor or engine is 
f laid up and they must get immediate service. 


You can turn every inquiry into a sale if you 


handle 


McQUAY-NORRIS 


| \eax-lRoor 
PISTON RINGS 


Whatever the size or model of any motor, gas engine or tractor, you can 
get a set of genuine McQuay-Norris \sax{Roor Piston Rings of exact 
dimensions—at once. 

Note that—exact; at once. 

Py Use the McQuay-Norris Dimension Book to find the right size rings, and 
s if you haven't them in stock you can get them from the nearest jobbing 
center inside 24 hours. 

Over 250 jobbers now carry complete service stocks. Back of them is 
our factory stock which comprises over 2000 different sizes of rings; over- 
sizes both in widths and diameters as well as standard sizes, all ready for 

— prompt shipment. 

No other piston ring manufacturer offers you such immediate co-opera 
tion, and no other piston ring is capable of such efficient and sustained 
service as McQuay-Norris \gax{Roor 

The genuine \gan{Roor Piston Rings are made only by the McQuay-Norris 
Manufacturing Co., St. Louis—the inventors. Known only by the makers’ 

) name. Constructed in only one way. Packed only in this special carton, 

under this copyrighted label; each ring separately contained in this sealed 
parchment container. 





Manufactured by 


: McQuay-Norris Mfg. Co., St. Louis, U.S.A. 








BRANCHES: % 
FREE Booklets New York | Chicago Lee e 
*hiladelphia “1 ttsburgh “ae Orr ie 
“To Hay . - San Francisco Los Angeles “aT cy 
: ave and to Hold Power Cincinnati Seattle 
—the 5 Kansas City St. Paul , 
; tandard handbook on Atlanta  etedeace 
gas engine compression. It Dallas 
shows how power depends on Canadian Factory, W. H 
piston rings and why McQuay- Banfleld & Sons, Ltd., 372 
Norris tw Rings are Pape Ave., Toronto. 
more efficient than any others. 





Write Dept. X. 


“Dimensions of Piston Rings” 
gives the size of all makes and 
models of motors and gas en- 
gines. It enables you to fur- 
nish any customer with exact 
size McQuay-Norris \ganfRoor 
Piston Rings, 














the genuine is packed this way for your protection 



























McQUAY-NORRIS 


PISTON RINGS 
25 ers wt 
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eral types of electric headlights for 
pleasure cars and trucks, side lamps, 
dash lamps, windshield searchlights, 
electric dome lamps, tail lamps, gas 
headlights, gas searchlights, oil side 
and tail lamps. The catalog is well 
illustrated and printed and contains 
28 pages. 


Baker, Murray & Imbrie, - 


Inc., Purchase Camp 
Toilet Kit Company 


Baker, Murray & Imbrie, Inc., 15 
and 17 Warren Street, New York 
City, have purchased the entire stock 
and patents from the manufacturers 
of the camp toilet kits and from now 
on these kits will be made in the tent 
and canvas goods factory of Baker, 
Murray & Imbrie, Inc., and will be 
equipped the same as before. 

The new owners intend to sell three 
different styles, namely, No. A 4, 
sportsman’s model, which lists at 
$4.50; No. B 3, soldiers’ model, which 
lists at $3, and No. B 2, junior or boy 
scout’s model, which has a list price 
of $2. 


“Presto” Pipe Lighter 

The Metal Specialties Mfg. Com- 
pany, 730-732 West Monroe Street, 
Chicago, IIl., has recently brought out 
a new accessory in the form of the 

















The “Presto” pipe lighter equipped with 
cord winder 


“Presto” pipe cigar or cigarette 
lighter. The small tip makes this 
lighter equally serviceable for use 
with a pipe, cigar or cigarette. It 
draws a small current from the bat- 
tery and only when in use. 

The lighter is designed for all 
makes of cars. It is furnished with 
tips fram 6 to 14-volt inclusive. It 
ean be furnished with or without the 
cord winder. 


»~- 


THE GLope ACcESSORIES COMPANY, 
Greensburg, Ind., has been incorpor- 
ated with $100,000 .capital stock to 
manufacture automobile accessories. 
John W. Judkins; Cambridge City, 
Ind., is president; A. E, Campelin, 
Chicago, is vice-president; R. E. Ed- 
wards, Richmond, Ind., is secretary 
and treasurer, and L. W. Gillespie, 
Greensburg, is sales manager. 


Assortment of Puritan 
Products 
The Puritan Soap Company, Roch- 


ester, N. Y., has recently made an- 
nouncement of a new $10 assortment 

















This display stand is furnighed with a 
$10 assortment of Puritan products 


of Puritan enamels, polishes, dress- 
ings, etc. This assortment includes 
at least one, and in the majority of 
cases more than one package of the 
different Puritan products including 
lamp enamel, engine enamel, rim 
enamel, tale, body polish, nickel polish, 
metal polish, mohair top dressing, 
automobile soap, radiator cement, 
“Neatsfoot” compound, etc. 

The special display stand shown in 
the accompanying illustration is 
loaned free of charge to be used for 
the display of Puritan goods alone. 
It is made of southern gum wood, at- 
tractively finished. 


«“Commonsense”’ Suitcase 
Holder 


The Globe Machine & Stamping 
Company, Cleveland, Ohio, has re- 
cently announced to the trade the 
“Commonsense” suitcase holder. 

This holder is made in two lengths 
for attachment to any automobile run- 


TE] 






The “Commonsense” suitcase holder 
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ning board. The suitcases stand on 
end in the holder. In this way any 
one of the cases can be removed gp 
replaced without affecting the others, 
The inner edge of the cover is lined 
with a rubber strip that makes the 
holder dust and weather proof. 

The holder projects from the ear 
no farther than the fenders. The 
cover is equipped with a leather strap 
to hold coats, dusters, etc. Sufficient 
space remains above the suitcase top 
for other material. 

The No. 3, with a capacity of three 
suitcases, is 45 in. long, 7% in. wide 
and 31 in. high. The list price is $25, 
The No. 4, with a capacity of four 
suitcases, is 60 in. long, 7% in. wide 
and 31 in. high. The list price is $30, 


Marvel “Senior” Vuleani- 
zer 


The Marvel Accessories Mfg. Com- 
pany, Cleveland, Ohio, has recently 
added to its line of vulcanizers the 
Marvel “Senior” which works on the 
same principle as the Marvel “Jun- 
ior” manufactured by this concern, 
but it has a wider range of useful- 
ness. 

The Marvel “Senior” uses a chemi- 
calized heating unit that is said to 
furnish the exact amount of heat at 
the right point needed to make a per- 
fect repair. Marvel repair gum with 
which the repair is filled is of the 
consistency of putty. Tread-cuts, 
sand-blisters and such repairs can be 














The Marvel “Senior” Vulcanizer 


made with the Marvel “Senior” with- 
out deflating or removing the casing 
from the wheel. Inasmuch as there 
is no flame to scorch the tube or tire, 
repairs can be made at any time and 
in almost any place. A repair made 
with this new vulcanizer is said to be 
permanent. 

The Marvel “Senior” vulcanizer re- 
tails for $2. 


THE MoHAWK RvuBBER COMPANY, 
Akron, Ohio, has recently opened 4 
new branch at 86 Brookline avenue, 
Boston, Mass., to serve the Mohawk 
customers in New England. N. W. 
Biggart of New York, who has been 
in the employ of the Mohawk Rubber 
Company since its organization, 18 
manager of the new Boston branch. 
Other branch:s opened by the Mo 
hawk Rubber Company during the 
past year are located in Atlanta, Kam 
sas City and Chicago. 
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Demand for Diamonds 
so great they had 10 add 
hew delivery [tick fo Service” 


Accessory Firm Is 
Growing at Rapid 
Pace; Buys New Car 


The Guarantee Tire and Supply Com- 
i s §6 This young 









Somebody in your town is about to tie up 
to Diamond Tires, and, backed by Diamond 
advertising he is going to do the biggest tire 
business in town. 







So great has been the ¢ 
Diamond tires, for which this fir 
clusive distributor in San Francfieo, 
Mayas found necessary to_add 3 


The 1917 Diamond sales proposition to 
dealers leads the Industry. The Diamond 
advertising campaign advertises your business in the news- 
papers and on the billboards of your own town as completely 
as it advertises the tire itself. 


And Diamond Tires are mileage tires that are easy to sell, 
that stay sold, and create good will for your business. 


They are not “high priced” tires, but no better tires are made. 


We want the livest dealers in every town. 
with you, we back you to the limit. 


Ask your jobber about the new Diamond Tires sales plan, or 
‘write direct to DIAMOND TIRES. Factories: Akron, Ohio, 
Distributors Everywhere. 


Once we sign up 
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MONTICELLO, ARK.—The Cole Hardware Company has 
changed its name to Owen-Jolly Hardware Company. 


JOHNSTOWN, COL.—H. J. Parish & Son have disposed 
of their hardware and implement busitess to the Johns- 
town Hardware & Implement Company. 


BLOOMINGTON, ILL.—The Holder Hardware Company 
has moved to a new location at 115 Main Street. The 
firm’s business is both a wholesale and retail one in the 
following lines: Automobile accessories, bathroom fixtures, 
builders’ hardware, building paper, churns, cutlery, dog col- 
lars, electrical household specialties, furnaces, galvanized and 
tin sheets, heating stoves, home barbers’ supplies, kitchen 
housefurnishings, mechanics’ tools, paints, oils, varnishes, 
prepared roofing, pumps, ranges and cook stoves, refrigerators, 
shelf hardware, silverware, tin shop and washing machines. 


LA HARPE, ILL.—Emmett Sellers and Jonn L. Kerr 
have purchased an interest in the La Harpe Hardware 
Company. 

LA PORTE, IND.—Frank Hands has retired from the 
firm of Ramsey & Hands. The partnership has been dis- 
trolved. F. D. Ramsey will continue the business under 
his own name at 514 Lincoln Way. 

CENTERVILLE, IOWA.—Clarence A. Peatman will move 
his hardware, implement and furniture stock into the Sedgley 
Building, which he has recently purchased. The entire build- 
ing has been repaired and decorated. A new warehouse, 
42 x 92 ft., will be used for storage purposes. 

CRESTON, I1OWA.—Charles Miars has sold an interest in 
his hardware store to C. B. Aspinwall. The Creston Hard- 
ware Company will be the firm name, and catalogs are re- 
— on automobile accessories, baseball goods, bathroom 
xtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, fishing tackle, furnaces, galvanized and tin sheets, 
hammocks and tents, harness, heating stoves, heavy hard- 
ware, home barbers’ supplies, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games and washing machines. 

NEVADA, IOWA.—Frederick 8S. Fleckinger, purchaser of 
the Patrick hardware stock, requests catalogs on locks and 
enamelware. 

RIVERSIDE, IOWA R. H. Heitzman has sold his stock 
of implements to Jesse and Roy Busby. Mr. Heitzman will 
continue in the furniture and hardware business. 


RODNEY, IOWA.—John Schalms & Co. have opened a 
hardware store here, carrying a stock of automobile acces- 
sories, baseball goods, bathroom fixtures, belting and packing, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, crockery and glassware, 
cutlery, dairy supplies, electrical household specialties, fur- 
naces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricating oils, 
oil cloth, ey oils, varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sheif hardware, silverware, tin 
shop, wagons, buggies and washing machines. 

DUNDEE, KAN.—The hardware stock of Kern & Mead has 
been purchased by F. H. Murray, who requests catalogs on 
shelf hardware. 

EFFINGHAM, KAN.—Snyder, Smith & Co. have disposed 
ef their business to Snyder & Sells. 

STOCKTON, KAN.—P. E. Lamkin’s stock, consisting of 
builders’ hardware, children’s vehicles, electrical housekold 
specialties, furniture department, hammocks and tents, heat- 
ing stoves, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, linoleum, oil cloth, paints, oils, varnishes and glass, 
ranges and cook stoves, refrigerators, sewing machines and 
shelf hardware, has been sold to W. H. Tanzey. 

LAKE CHARLES, LA.—dJulius Frank has sold his stock 
in the J. Frank Hardware Company, Limited, to W. J., 
Charlies T. and E. F. Gayle. W. J. Gayle will continue 
as president, Charles T. Gayle, vice-president and E. F. 
Gayle will continue as secretary and treasurer. 

LEXINGTON, MASS.—Lyman Lawrence, conducting a 
hardware business here for the past 50 years, has retired, 
and will be succeeded by his son, Herbert M. Lawrence, who 
will continue under his own name. 

DANUBE, MINN.—The interest of H. F. Bruss in the 
Danube Hardware Company has been bought by E. & M. 
Fischer and ©. Schroeder. The firm name will remain un- 
changed. 

OSAKIS, MINN.—-The interest of William Baker in the 
hardware business of Anderson Bros. & Baker has been 
bought by E. Brisben. Baker & Staflin will be the new firm 
name. A complete stock of shelf and heavy hardware, farm 
implements and machinery will be carried in stock. 

PINE CITY, MINN.-—The Boysum Hardware Company has 
been so.d to F. V. Bancroft. 

WINNEBAGO, MINN.—William Stevenson has sold his 
interest in the Andrews & Stevenson Hardware Company 
to Alfred Rendall of the Delavan Hardware Company. An- 
drews & Rendall will be the new firm name, and catalogs 
are requested on light motor trucks. 

BELZONI, MISS.—The Belzoni Hardware & Furniture 
Company has sold to C. L. Forester and his sons D. M., C. 
L. and L. 8. its stocks of automobile accessories, bicycles, 
bug; whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, crockery and glassware, 
cutlery, collars, dynamite, electrical household spe- 
cialties, fishing tackle, furniture department, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heavy farm implements, heavy hardware, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricating oils, 


Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


mechanics’ tools, oil cloth, paints, oils, varnishes and glags, 
poultry supplies, prepared ro pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver. 
ware, sporting goods and wagons and buggies. 
SALISBURY, MO.—The Hunker Hardware Company re. 
quests catalogs on automobile accessories, bathroom fixtures, 
bicycles, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, cutlery, 
supplies, dog collars, dynamite, electrical household s le 
ties, fishing tackle, galvanized and tin sheets, hammoc 
tents, harness, heating stoves, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, sporting goods, tin 
shop, toys, games, wagons, buggies and washing machines, 


FORSYTH, MONT.—Cornwell Bros. have sang the hard- 
ware, furniture and implement stock of the Richardson Mer- 
cantile Company, and remodeled their store. 


BURCHARD, NEB.—Frank Pepperl, in the hardware busi- 
ness for over 35 years, has admitted his son as a partner. 
The name of the concern will be F. Pepper! & Son, and cata- 
logs are requested on a general line of hardware and stoves. 


DANBURY, NEB.—R. L. Cathart, who has bg ny » 
chased a hardware business, requests catalogs on the Ldow. 
ing: Belting and —- builders’ hardware, cream separa- 
tors, gasoline engines, heavy farm implements, lubricating 
oils, wagons, buggies and washing machines. 


DECATUR, NEB.—C. H. Busse has sold to W. W. Small 
his stock of baseball goods, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, churns, 
cutlery, dairy supplies, electrical household specialties, fish- 
ing tackle,. furnaces, galvanized and tin sheets, gasoline en- 
gas. harness, heating stoves, heavy farm implements, heavy 

ardware, kitchen cabinets, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, re. oils, varnishes and 
glass, plumbing department, poultry supplies, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, tin shop, wagons, buggies and washing ma- 
chines. Catalogs requested. 

PAGE, NEB.—Townsend Bros. have been incorporated 
with a capital stock of $25,000. 

NEWARK, N. Y.—Frank Garlock has purchased the half 
interest of his partner, C. H. Utter, in the Garlock-Utter 
Hardware Company. Mr. Garlock has been in business 45 
years. The new concern will be known as the Garlock Hard- 
ware Company. 

WADESBORO, N. C.—The Marsh-Jones Hardware Com- 
pany has been organized with a capital stock of $125,000, to 
deal in baseball goods, belting and packing, buggy whips, 
builders’ hardware, children’s vehicles, churns, cutlery, dog 
collars, fishing tackle, galvanized and tin sheets, hammocks 
and tents, harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, kitchen house- 
furnishings, lime and cement, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes and glass, plumbing 
pe pny we prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, wagons, buggies and washing machines. 

BERLIN, N. D.—W. H. Biddick of Dormsville, Wis., has 
bought the hardware store of A. G. Krans. 

EASBY, N. D.—The Easby Implement Company has been 
incorporated by H. R. Baker and others. The capital stock 
is $10,000, and the new firm will carry a stock of automobile 
accessories, belting and packing, buggy whips, builders’ hard- 
ware, gasoline engines, heavy farm implements, harness, 
lubricating oils, mechanics’ tools, wagons, buggies and shelf 
hardware. Catalogs requested on a genera] line of hard- 
ware. 

WHITMAN, N. D.—The Lamb Lumber & Implement Com- 
pony has recently been incorporated with a capital of $50,000, 

y J. A., G. S. and J. R. Lamb, to deal in automobile acces- 
sories, pumps, heavy farm implements, washing machines, 
etc. 

WASHINGTON C. H., OHIO.—The Washington Hardware 
Company has opened a new store in the Williams Block. The 
firm is composed of Charles Hester and J. 7. Frye J. 
A. Minshall will be in charge. A complete line of hardware 
and agricultural implements will be carried. 


ALLEN, OKLA.—J. W. Pegg is the new owner of the 
hardware business formerly owned by Pegg Bros. Catalogs 
requested. 

WESTVILLE, OKLA.—The Westville Hardware Company 
has succe J. H. Toney. The new owners contemplate 
the erection of a building in the near future. 

BERESFORD, 8S. D.—Duea & Nygaard have bought from 
Stensland & Son their stock of baseball goods, bathroom fix- 
tures, belting and packing. bicycles, builders’ hardware, chil- 
dren's vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, electrical household s - 
ties, fishing tackle, furnaces, galvanized and tin sheets. 
hammocks and tents, harness, heating stoves, heavy hardware, 
home barbers’ supplies, kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, ly 
ing department, poultry supplies, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop, toys, games, wagons, bu 
and washing machines. 

MILWAUKEE, WIS.—George W. Kornely has severed his 
connection with the J. Kornely Hardware Company, vi 
purchased the hardware store of George Beckendorf at 1 if 
Green Bay Avenue. His stock consists of a complete line © 
hardware and stoves, on which catalogs are requested. 

NEENAH, WIS.—The Neenah Auto & Implement Company 
wal expat a new building, 70 x 90 ft., to be completed @ 

pril 1. 

JIREH, WYO.—The B. Clapham Lumber Company has 
solid its business to the Northwest Lumber and Implement 
Company. 
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OULCANIZE 






witb. 





Your Tubes 
Anywhere 
on the Road 
© in & minutes 


Make Money Selling 
This Popular Accessory 


Over 100,000 of these wonderful vulcanizers sold last year with scarcely any 


advertising. 


The demand is tremendous! 


Every motorist wants the 


5-MINUTE 


HALER VULCANIZER 


Manufactured under Low & Miles Patent 


It gives you a liberal profit on the first 
sale and brings customers back into 


your store for supplies for use on the 
road. 


We are just starting a large advertis- 
ing campaign that will send custom- 
ers to your store. Motor car owners 
know the Shaler and call for it by 
Name. Get your share of the profits 
from this advertising. 


Every Shaler user praises this handy 
outfit because it works so easily and 
safely and because it saves tire money. 


No car is equipped with a vulcanizer, 
and your customers are going to buy 
the Shaler from some dealer. 


That dealer can be you! 


Write today for our new Catalog, 
dealer’s discounts and terms, or 


Ask Your Jobber’s Salesman About It 


C. A. SHALER CO., 1452 Fourth Street, Waupun, Wis., U. S. A. 
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Current Metal Prices 


The quotations given below are for small lots, as sold from stores in New York City by merchants carrying stocks. 
As there are many consumers whose requirements are not sufficiently heavy to warrant their placing orders with manufacturers for shipment 
in carload lots from mills, these prices are given for their convenience. 


On a number of articles the 


ase price only is given, it being impracticable to name every size. 





IRON AND STEEL— 
Bar Iron and Soft Stee! Bars— 
Refined iron: Per lb. 
1 to 1% in., round and square... .3.85@3.90c 
1% to 4 in. x % tol in,........ 3.85 @3,90c 
1% to 4 in. x % to 5/16 in......4.05@4.10c 
Burden’s H, B. & S. Bar Iron, ‘base price, 
4.10@4.15¢ 
Burden’s best bar iron, ‘base price. .4. m4. ase 
Norway bars, base price 
Soft steel: 
% to 1% in., round and square. oY 00@4.05c 
1 to 6 in. x i Mhvccsnscoese 4.00 @4.05c 
1 to 6 in. x % and 5/16 in...... 4.10@4.15¢ 
Rods—% and 11/16 Bits. ti sped aeed 4.10@4.15¢ 
Bands—1% to 6 x 3/16 to No. 8..4.25. @4.30c 


Shapes— 
Beams and channels—3 to 15 in... .4.10@4.15c 
Angles: 
3 in, x % in, and larger is wes 0 Mies 4.10@4.15¢ 
3 in. x 3/16 in. and % im........ 4.50@4.55c¢ 
1% to 2% x % in peas Whc4s aes tee 4.25 @4.30c 
1% to 2% in. x 3/16 in, and er tt 
4.15@4.20c 


+eeeePer fb.,5.95@6.20 6.45¢ 

Per Ib., 6.00@6.25 6.50c 

+++Per lb., 6.20@6.45 -——— 

Bey BB os sicesssce ea 6.50@6.75 —— 


Russia, Planished, &c. 
Genuine Russia, according to Nny see > 
Ib., 20622%e 
Patent planished, W. Dewees W. ood, 
Per A, 10c; B, 9c net 
Gelteniand 
Nos. 
Nos, 2 E 7 
No. 26 Per Ib., 7.20c 
No. Per Ib., 7.30c 
me Per Ib., 7.50c 
No. 3 Per Ib., 8.00c 
No. 8 gauge, 36-in. wide, 10c. higher. 


Corrugated Roofin alvanized— 
2'2-mch corrugation, 10c per 100 lb. over 
flat sheets, 


Corrugated Roofing—Painted— 
(2%; -in, corrugation. 
24 Per 100 sq. ft 


Planished , 3 ft. 
pultebed. ree more Gs 
Tinning, one side, 4c. per sq, ft. 
ya ae 
s re t mill, si ots 4 i 
lots 3 * 


METALS— 


Per Ib., 55@57e 
@63e 


Lake ingot Per lb., 38@ 
Electrolytic Per Ib. ‘vom 
CRONE cccdiscccces Per |b., 36@37¢ 


Sutteeten 
seseceseeveeePer Ib, 13@1Se 
Zinc— 


No. 9 base, casks.......++.4s4++Per Ib., 22¢ 
No. 9 base, OPEN. «.s'sseeeceeeeePer Ib, 22%e 


scan cel 


to tr4 im. © 3/16 tm... cccscces 4.25@4.30c 
CP DG SB Be ceccvctvvvcccesses 4.30@4.35c 
x%i 


It 
it 
nw 


os aw ee on wee ret Lahey 
6.70@6.75c 


No. 
No. 


Nos. 


No. 26 


No. 


Per 100 sq. ft....... *5.50¢ 
Per 100 sq. ft........4.75¢ 


Genuine tron Sheets— 
Galvanized 
benaees toons -+++Per Ib., 8.75¢ 
..Per Ib., ®00c 
.-Per Ib., 9.50¢ 


American pig 
Bar . 


Lead— 
Per Ib., 10% @111 
.- Per lb., 11% @laise 


Per Ib., 36¢ 
Per Ib., 33c 
Per Ib., 29 


A = 8 Ge. BS 86 fies ci -ce cts 4.55@4.60c 
i‘. x 1% in. x 3/16 in. -4.40@4.45c 
1% to 2% x 1% iM... ccsccvccccee 4.20@4.25c¢ 
1% to 244 & 3/16... . cee eeeeers 4.30@4.35c 

3 in. and larger. 4.15 @4.20c 

Merchant Steel— 
Bessemer machinery .....-....-.-. 4.00@4.05¢ 
Toe calk ......%-. ee +. —@4.25¢ 
TWO ds cdscedesccvecdcsvcecsecee 4.00@ 4.05¢ 
Open hearth spring steel. aeveovens 5.75 @6.00c 
Crucible spring steel @8.00c 
Best cast steel, base price in small lots.1 10a lic 
Special best cast steel...........+.. ---14@18c 
Tank Plates—Steel— 
Per. Ib. 

% in. amd heavier.....ccccccccees 5.15@5.40c 
BIOG OD oc 600 6000bbneeces 6svnse she 5.25 @5.50c 
Be, BS cccesvevivine ns cvercnssstee 4.90@5.00c 


Sheets— 
Blue Annealed 
Per. Ib. 
20 ccccccccvedecevecesccccend 5.25 @5.30c 
» BE wncwectesshaemasesvccdeseed 5.30@5.35¢ 
.5.35@5.40c 
EOE ere 5.45 @5.50c 
Box Annealed—Black, 

One pass,C,.R. Woods 
soft steel refined 
, 9B OW Beccccces Per Ib., 5.80@6.05 —— 
. 22 end 24......- Per Ib., 5.85@6.10 6.30¢ 
Per Ib., 5.90@6.15 6.35c¢ 





Tin Plates— 
American Charcoal Plates. 
AAA charcoal: 
oa Ee Brrr corres errr ee 
TH 14D Da rcvrdccccscsccccsssecedve Saae 
A charcoal: 
IC 14 x 20.. 


American Coke Plates—Bessemer 
IC 14 x 20% 107 Ib 
Ba De ik 60 dkenener eciseriesands olives ee 
American Terne Plates 
IC 20 x 28 with an 8-lb. coating 
IX 20 x 28 with an 8-lb. coating 


Brass Tubes, Copper Tubes, Rods and Wires 

Manufacturers have withdrawn all quotations 
because of unsettled prices of raw materials 
and will only name prices to actual buyers. 


Copper Sheets 
Sheet copper, hot rolled, 16 oz. (net from 
pry base peso, per Ib., 44c; net from stock, 


bar in ech. 14 oz. and heavier, lc per Ib. ad- 
vance over hot rolle 

Polished, 20 in. wide and under, 1c per sq. 
ft. extra. ; ; 

Polished, over 20 in. wide, 2c per sq. ft. 
extra. 





Prices of solder indicated by private brand 
vary according to composition. 


eee iil 
ee BYTE eee 
Hallett’s .. 


Bismuth— 
Pes Ib, vecccccccccvcccccccccce ce $4.50@$5.00 


Aluminum— 
No. 1 aluminum (guaranteed over 99 per cent 
pure), in ingots for remelting (i ie 


In {60 Ib. lots 


Old Metais— 
Dealers’ purchasing prices pail in New York, 
which are still declining, are as follows: 
Cents oe Ib. 

Copper, heavy and crucible 
Copper, heavy and wire 
Copper, light and bottoms 
Brass, heavy 
Brass, light 
Heavy machine composition 
No. 1 | aor rod brass turnings.......... 18.00 

o. red brass or composition aie 19.50 
ey DE see Saeh ss Gh Wahab e<60 cee ee 7.25 
Lead, tea 








PAINTS, OILS AND COLORS: 





Animal, Fish and Vegetable 


Olie— Chalk, English. 


Linseed, Raw,Carload lots. ..93¢@— 


City, ‘five-bbl. lots and over.94¢@—l|onine Clay, 


Out-of-town, five-bbi. lots and 
over 9: 


Lard, Prime, Winte 0@1.50 
_—, Ps. Boo ans cana oe er Oo 


White, ‘Summer 
P Yellow, Winter 





} oang In 1 &® to 
78 


weeaeeell 

Yellow Bleached aso 
White Bleached Winter..81 @82 
Cocoanut Ceylon ~ @m.16 18 
Cochin —— spot. .18 20 

-.. 16%@17 

Prime... .75 y FU 
nd 8 


1d. big. 56 
O° 70 
1.40@1.50 
: 1.00@1.05 
i. Lagos, spot, ‘per Iib.14 @14% 
Soya, Bean, English, spot 
Manchurian, spot, bbls. 


Mineral Oils— 
Siam, 29 gravity, mee, 


said 


is 


Black, 





|Drop Black 


Off color f.o.b, wks 


Bolted, ig’ gui ‘acivanice am Mew, loobeie Oia 


Putty, Commerciai— 


In bladders 


In Machine bbls 


Gum Shellac— 


Lam 
Black, Coach, Japan 


x Green, Paris 
ie ton 22.00@24.00 |Indian Red 
-@ ton 
-B ton nominal j Sienna, 


Imported Sienna, 


®@ ton if mei 32.00 |Umber, Ra 
12 " Umber, 
Chrome Yellow 





ages, or over 


Pp 100 
si. 70@2.00 |Litharge, American, powdered. 
30@4.00 


Zinc, Dry— 


Spirits, Turpentine— 


American 


German Red Seal (French 
White Seal .... 
French Red Seal .... 
Green Seal 


Dry Colore— 


Black, Gosten Gas. 
Bone 


Colors in Oll— Black, 


Black, 
lack, 


Mineral Blacks, # ton. 
Blue, tial 


nominal | Venetian Red . dpa Ae a 
Raw 1 


White and Red yes a&c.— 


Lead, English White in Oil. eo @— French 
‘ead, American White Dry. 8%@— Orange, Mineral, English. . 
In Oil White, 100-™ pack- 


Red Seal (French proc.).1 
Green Sl. (French proc.) .1 M4, powdered 
White Sl, (French proc.) .1 | Burnt, lump 


+++-16 @18 
seeeeeeseees+- DOMinal 


| 
Brown, Spanish 16.00@20.00 
|Carmine, No. 40, bulk.. 4.75@ 5.00 
Green, Chrome, ordinary. 9 
Green, Chrome, pure....40 
Metallic Paint, ® ton, 
Brown y . 

. .14.00@ 18.00 

|Ochre, American, ®@ ton 


| American, Golden, ® tT. 
nts # M. | Foreign, Gelten, 4 Ib. 


te oat 
Ps 


@599 £395 
ar 


9% @104% 
American 
9%@ 9%/Rea, Indian 
Standard ®@ 100 Db 





Red, Venetian, @ 100 .. 2 


% | Sienna, Italian, burnt and 
Seem soecce 5%4@ § 
4 


Italian, Raw, powdered. 4 as 
American, 2% 
American, 

Powdered 


Tale. French .. 
American ... 
Italian .........ton 


ton $15.00@22.0 
Eto 10.00 13.00 
35.00@— 


# 100 m .90@1.10 

Th 1.00@1.10 

o aT a 90 
70 


7 


Umber, bat ak 
and Po 
Raw and powdered. 
Burnt, American 
— 1 


— 
Brow 


=sss 


Miscellaneous— \Blue Chinese ‘ -75 | Blue, 
Besytes: ue, Prussian pA , — 
hite, Foret AA te. ~eoe 00@ 40.00 ches, Ultramarine 40 @0 Bive, ] 
Domest Brown Vandyke ........25 @ Blue, 
French Ochre Blue, ‘ . 
” 25.00@35.00 reen, Chrome 70 @ Blue, 20 , 


5 

Yellow, Chrome, Pure. by ll 
5 | Oxide, Red 
by ey English 
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Join The Eighty Thousand! 


HE steady demand for a product on the 

part of the consumer is one of the factors 

determining the goods you stock. This 
is not only a business axiom. It isa POLICY 
that has built up the great successes in the 
retail arms and ammunition business as well as 
in many other lines of trade. 


Remington UMC goods are carried by eighty 
thousand dealers throughout the United 
States. Every day the number of sportsmen 
who call for Remington UMC increases. While 
the buyer’s preference for a brand shows merit 
in the goods, the dealer’s concern lies chiefly in 
his opportunity to increase sales and build up 
a steady trade. 


The Shotshell Standard 


Remington UMC Steel Lined Shotshells—Arrow and 
Nitro Club—are regarded by sportsmen everywhere as 
the shotshell STANDARD. The steel lining keeps all 
the force of the discharge back of the load—no loss in 
side expansion. Many of the best trapshooters of the 
country, for instance, have chosen the Speed Shells for 
their superior trapshooting qualities under all conditions 








When it comes to Black Powder Shells, every Remington 
UMC dealer knows the leading position of Remington 
UMC New Clubs—for fifty years the “Old Reliable 
Yellow Shells.” 














If you are not already stocking Remington UMC Arrow, 
Nitro Club and New Club Shotshells, ask your jobber 
about these brands. They are business builders. 








The Remington Arms Union 
Metallic Cartridge Co. 
Woolworth Bldg. New York City 
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GENERAL GOO 


reiale 
publication of the 
correctness. 


manufacturer are priated in Italics, 
those obtainable by the fair retail Hardware trade. 
orders and broken packages often command higher prices, while 
lower prices are usually given to larger 


prices named and are 
They usually represent the prices to the aver=ge 


which are intde by more than one 
The prices named represent 
Very small 


buyers. 


SPECIAL GOODS—Quotations printed in small type (Roman) 
to goods of particular 


manbulacturers who request the 


responsible for their 


7 I (oy) C= 


retail trade, 
able for large lots. 





Current Hardware Prices 


On some goods slightly lower prices are obtain- 


STANDARD LISTS AND DIRECTORY OF MANUFACTURERS, 


—Contains the list prices of many leading govuds. 


It is pub- 


lished in loose-leaf form and is kept up-to-date by a monthly 


subscription service. 472 


pages, 7 x 10 inches. 


Price, $5.00. 


ADDITIONS AND CORRECTIONS.—The trade are requested 


to suggest any improvements with a view to renderi 
quotations as correct and as useful as possible to Retai 


ware Merchants. 


these 
Hard- 
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AouustEers—Biing— 

H. B. Ives Co.: List Feb, 1 
Upson's 

Window Stop— 

Ives’ Patent. List Feb. 1, 1917. 

33 * 


1917. 


Ives’ Stop Bead Screws and Wasi 
ers. List Feb. 1, 1917 33' 


ADZES— 

Carpenters’, per doz. 
Ship Carpenters’, per 
Railroad, per doz... 


ANTI-RATTLERS— 

Fernald Mfg. Co. Burton Anti 
Kattlers, @ doz. pairs, Nos. 1, 
$1.00; 2, 90¢; 8, T5¢; 4, $1.25; 


5, 70¢ 
Fernald Quick-Shifter, hi 
pairs $2.254 $: oy 00 
Safety Quick-Sbifter, } doz 
pairs $2.00 @$2.25 
ANTI-SPLASHER — Dish Pro- 
tector— 
Durst Mfg. Co. : 
Duma Co., Red Rubber, 


ANVILS—American— 
Fisher & Norris: 

Hagle, @ ib. 
Hunt, Helm, 


.$17.30@ $18. 2J 
“dos - +++ $21.00 
-$17.. 30@ $18.20 


per doz 
65e 


eo ll¢ 

Ferris & Co.. 

PR doz., 
imported— 

Peter Wright & Sons, # WD. 80 to 

349 Th. 13¢; 350 to Goo ID. 15 ee 
Anvil, Vise and Drili— 

Millers Falls Co., e . $21.38 


APRONS—Blacksmith’s— 
Livingston-Cooper Cory). : 
Leather, Livingston list: 
Medium and Heavy Split. 
Medium and Heavy, Mule 


AUGERS AND BITS— 
Revised list 
Ordinary Double Spur 
Jennings Pat., Bright 
Black Lip or *Blued 
Boring Mach. Augers 
Car Bits, 12-in, twist 
W. A. lves Mfg. Co.: 
Mephisto 
Irwin Auger Bit Cc 
Auger Bits err 
Auger Bit Sets 
C. E. Jennings & Co.: 
No. 10, ext. lip, standard list.25% 
No. 30, standard list... .40&7'%'+ 
lussell Jennings’, Grontars Jie 


IK2ZUG UV 


Siar. 
$15.00 


. het ne 


. 50 %e 


Lebanon Machine Co. : 
No. 108 High Speed Z Twist, 


30&10% 
308 Cabinet Z Twist. 


Pexto Solid Center 

sy oa Mfg. © 
Forstner 

Pough'’s Black 

Smith & Heme nway “Ca., 
Red Devil 

Snell Mfg. Co. : 
Bates 
Extra 
Jennings’ 
Jennings’ 


No. 


25 Jo 


20% 


*a:i6n” l 
. O% 
50@50&10% 


Pattern 
Pattern, 


0 
" .. 5H0&10@W0% 
Jenning’s Pattern, No. 80.50&10% 
Jenning’s Pattern, Black, No. 
Jenning’s Pattern, Blued, 
iS . cdteletiitets wath 00a boc es se 
Single Twist, No. 20..50@50&10% 
Car Bits— 
Irwin Auger Bit Co. old list 
50&10 % 
Russell Jennings & Co... » 40% 
Lebanon Machine Co. ; 
No. 112 High Speed Z 


No. 312 Cabinet Z 
Dowel 


Irwin Auger Bit C 
Russell Jennings Mfg. Co 


Twist, 
30&10% 
Twist, 


Expansive Bits— 
©, EB. Jennings & Co., Steer's ret. 
o) © 
Russell oat to 
2% 


Pexto Clark Pattern 
Swan's 


Gimiet Bi 
(See Gimlets and Clalet Bits.) 
Hollow a 
Bonney Pat., per dos..: @$6.00 


were , ote. Co., 

in., $24.06 

1 g0k10% 
60% 


Machine Bits— 
Russell Jennings & 
Lebanon Machine Co.; 
Combination Point 
Screw Point 
Plumbers’ Bits— 
Machine Co. : 
105 High Speed Z Twist 
50&10% 
Ship Augers and Bits— 
Revised list 
Ship Augers 
Irwin Auger Bit C 
Ship Augers (old list) 
C. E. Jennings & Co.: 
L/Hommedieu's 
Watrous’ . - 
Lebanon Machine Co. : 
No. 118 High Speed Z 


No, 318 Cabinet Z 
Snell Mfg. Go. 

Ship Augers .. 

Solid Center 
Swan's 


AXES— 
Single Bit, 


50% | 


WO % 


Lebanon 
No. 


33YG748 


Twist, 
B30&10% 
10K10% 


base weights, unhandled : 
pr doz 
First Quality 
Second Quality ........ 
Double Bit, base weights: 
First Quality .... 
Second Quality 


B ALANCES—Spring— 


Light Spring Balances 
Chatillon'’s 
Light Spring Balances 
Straight Balances 
Circular Balances 
Large Dial 
Jacobs Bros. oe 
Straight Spring 
Light Spring Balances. . 
BALERS—Waste Paper— 
Davenport Mfg. Company: 
Schick Steel Balers, No. 1, $38; 
No. 2, $48: No. 3, 860; 
4, $85. Schick, No. 3, 
Top, Schick, No. 
Open Top, $95. 
BARS—Crow— 
Steel Crowbars, 10 to 40 ib 


per Ib., 
BASES—Porch— 
8S. Cheney & Son: 
Zimmerman Patent 

BEAMS—Scale— 
Scale Beams 
Chatillon’s No. 
Chatillon’s No. 
PrP. 8. & W 
Sargent & Co 
BELLS—Cow— 
Wrought Cow Bells............-504 

Hand— 
Polished Brass 
White Metal 
Nickel Plated 


ne.: 
Balances .40@50% 


ppeqtansemy 
Farm Bells 
Church and School 
Trip Gongs 


BELT DRESSING— 
See Dressing Belt. 


BELTING—Leather— 
From No. 1 Oak Tanned Butts. 
Belting, Butts 18 os. and over. . .35¢ 
Belting, Butts 16 oz. and over.40&54 
Belting, Butts 14% os. and over. 
45 &54 
Belting, Butts 13 os. and over. .50&5+% 
Second Quality, Sides 554 
Second Quality, Shoulders.... 
Cut Leather Lacing,  Strictiy 
No. 1, new list 404 
Leather Lacing 
ft. Raw Htde, 
17 sq. ft. and over 
Under 17 sq. ft 
Riubber— 
Competition (Low Grade) 
Standard 
Best Grades 


RLOCKS—Tackie— 
Common Wooden 


per by 
in sides 
49¢ 


40& 10& 54 


First 
Athol Machine Co. : 
Drill Blocks ....... 


| Ankyra 


| Phila., 





-40@50% | 


4Me | 


eccceoesceseessose 154 | 


70% 
SOE 10E& 54 | 


BOBS—Piumb— 
Keuffel & Esser Co...... 


| BOLTS—Anchor— 
Mfg. Company: 
Ankyra Anchor Bolts 5 
Ankyra Collapsing Tools...... 25% 
Parker Supply Co.: 
Anchor Kolts or Screw ange. 
1% 
Star Expansion Bolt Co.: 
Sebco Screw Anchors. -70&10&10% 
Carriage, Machine, ac.— 
Common Carriage (cut thread): 
4% *« 6, and smaller 
Common Carriage (rolled thread): 
% x 6, and smatler 35&54 
Larger or longer 
Eagle, $3.00 list 
Bolt Ends, H. P, Nuts 
Machine (cut thread): 
¥% x 4 and smaller 
Larger or longer 
Door and Shutter— 
Wrought Iron: 
Barrel Japanned— 


Heaz 
Barrel 

Light 

Heavy 


Spring Neck 
Square 
Brass: 


Spring Neck 

List Feb. 
Mortise Door 
Wrought Door { 


Expansion— 


Ives’ 
Ives’ 


| Ankyra Mfg. Company: 


Ankyra Anchor Bolts......... 35% 
Ankyra © olla psing , ee 15% 
Parker Supply Co.: 
Expansion Bolts 
Lag Screw 


Type 
| Machine Bolt Type 


Richards-Wilcox Mite. OO.000 i615 4 
Star Expansion Bolt Co.: 
Sebco & Star Expansion Bolts 
70&10% 


Stove 


| 
Common Iron 


Lagle 
American Screw Co.: 
Bay State, list Dec. 28, 


Eagle Phil., 16. 
Norway Phil., "84. 


Tog 


list Oct. 
ao Oct, 


} Ankyra Mfg. Gemteon : 


Ankyra Anchor Bolts 40&10% 

Ankyra Collapsing Tools...... 25% 
Parker Supply Co.: 

ee errr ee 65% 
Star Expansion Bolt Co.: 

Sebco Toggle Bolts 


BORERS—Bung— 
qatonpette Mfg. Co 


| BORING TOOLS—Automatic— 
| Millers Falls, No. 3, per doz., gil. 59; 


No. 4, $14.64; No. 45, $15 

BOXES Mitro~= 

. E. Jennings & Co.........6- € 

Ske ers Falls, New Langdon, size 1 
$4.40: Langdon Acme, size 
a 40; New Langdon, Imp. 


‘ spivechanmenbte Locked Soreee. 
Nos. each 1, 11¢: 2, 134: 3 
16¢; 4, 21¢; 5, 830¢; 7, 42¢; 

i. 22¢; 23, 244; 24, 30¢: 25. 


ee merece rereeeeeseneeld 50% 


RBRACES— 


Common Ball .......... $3.00 @$3.50 
Cc. EB. Jennings & Co 83, &7144% 
ow & Wee 
10 12 
$20.50 $20 00 
23.75 
22.50 
18.75 
18.45 
11.40 


Samson Per dozen 

ries ROO. . $28.7 
Series 
Series 5000. 
Series 5300. . 
Series 8900 
Series 





| GRACKETS— 


Wrought Steel ........ 
ates Mfg. Co.; 

sradiey 55&5 to Of 
Griffin’s Pressed Steel Re 
Griffin's Folding Bruackets...... “= 
McKinney Pressed Steel. 
Stanley's Pressed Steel. 
Stanley's Folding Brac kets, 


R. & E. Wrought Shelf 


50S 12S 


50a ine 


BROILERS— 
Wire Goods Co. : 


Broilers, Common 
Broiler, Sherwoods 


BUMPERS—Barn Door— 


National Mfg. Co., No. 16 Barn Door 
Bumpers, ®@ doz.... J 


BUTTS—Brass— 
i ere oe cedcccccces 


BRIGHT 
Light Narrow 
Reversible and Broad 


4 Back Flaps 


BRONZED 
Light, Narrow, Loose Pin 
Light, Narrow, Loose Pin, Bali. tp, 
per doz. pair, 
1% 2 2% 3 
$1. 40 1.68 1.88 2.21 
Broad, eer 100 pair, 


2 3 4 ‘5 
$20.00 20°50 20.75 31-00 25.00 41.00 Si00 


3% 
2.35 


4-in, 
2.55 


‘| Caces—sira— 


0. Lindemann & Co.: 


Japanned Canary 
Brass Canary 
Cages, 


CALIPERS AND DIVIDERS— 


Athol Machine Co. : 
Premier; A. M. © 


CALKS—Toe— 
Sines F wad Medium, 1 prong, a 


Heei— 
Bl : d Medium, 1 , per 
iar is edu prong, p 4.50 


CANS—Milk— 
Sturges & Burn Mfg. Com se 
Sturges Suaeraees 


CARRIERS—LIitter— 
Hunt, Helm & Ferris Co 


CARTRIDGES—Metallic— 
Black Powder, 22 Rim, $1.80. 
iY Y 


Blank 
2 Rim, $3.30 Blank.. 
2 C. F. $6.60 Blank. 
3 C. F. $8.40 Blank. -< 3Y 
B. - Caps, Con. ag of 
aps, Round Baill 


R. F., 22 Short and 
| ong, Black and Lesmok 
R. F., .22 Long Smokeless. 33148 
R. F.. .22 Long Rife, 
Black,  Lesmok 
Smokeless ... 
Smokeless, .22 Short. 
All other sives........-.: 
c; #. Pistol and Rifle 


and 
. eit ¢; 
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Peters Cartridge Co, : 
B. B. Caps, 





Semi-smokelens. 















CHISELS— 


Socket Framing and Firmer 








COOLERS —Water— 


















ee 


SS 
“be gp 
. EB. Myers & Bro. : 








Co. 
88 6 % Galvanized Lined, side handles, = Polished Iron, Brass 
C. B. Caps, Semi-smokeiess.. Standard List: 2 me 4 €- 6 Brass Lined Working Ba 
ig Socket Framing ......40@40&10$| Each $1.50 1.75 2.25 2.75 3.50 _ eae i 0%, 
.22 Short Semi-smokeless %o\ Socket Firmer .....+++ 70@70&54| White Enameled Lined, Side ‘Br Ue rass Lined and a 
.22 Long, Semi-smokeless Jo te es Handles: ae A nders and Preumatie 
:22 Long Ritle, Semi-smokeless W. A. Ives Mfg. 30% Gal. 2 ‘8 .. 6 Bs) y \‘<PRRRD 455-.......ce 20% 
33 is % ge woe Se cewccoscessone Each $2:50 8.00 3.50 4.75. 6.00 
’ eve Bec cccces 33 >. £ noings - e 
uy y. | rele Fs -...---- ee Soc aot nei Mes. 10 and 70, al. 2 3 4 6 x Son... Soap~ 
25% | Each $4.00 4.50 6.00 7.50 9.00 Merrill's Seapem. ® 4 
Socket Framing No. 15...... 25% No. 1 wail, $30.00; Me. f 
Pexto Firmer, Cabinet, Pocket, — i E, wmogipeed il slab, $6.00 ; No. 2 wall}? 
MS cece cdhswmccigeess 0&10% wb. lots. base 43¢ $27.00; No. 2 slab $33,004 3 
TERS— a ee ee 4045 %e  . 300 = aaa No.5 ‘sla . ; No, 4 
CASTE Swan's Socket Firmer.. . Teasee thy "ales 100 Ib wall, $24.00; No. 4 wail % 
See coc ccvccctccesscecveves oe Swan's Socket Framing. 4085 %o $18.00; No. 5 wall $24.99, 
PUR. vécceeesinas CORD—Sash— 
Philadelphia -2.0 0.0.21. 458 OS ee Ib. 55¢| DRESSING—Beit— 
Truck Plate ..csersesreere Braided, White, Com.. Nos. 8 to es yt 2 Company : 
Faultiess Caster Co. : Tanged— 12, 32¢; No. 7, 32%¢; No. 6, 33%4¢ ae Ry 5 . — @ b.. ‘a 
Pauttians (Ewes Bees). as ’ 254 | Patent Russia .....+.++-++-. lb. & 10 BD. cans, B i, 
45 50% Tanged Firmers ..ceccecesesee = Cable Laid Russia ee Liquid in gal. cans, @ gal. $1. 
ENGO oc cctscies we 5 Yo C. E. Jennings & Co., Nos. 191, 181 |SUle -atd Kussia......---. 
Glass _ (insulator) 40455 | 16% % | ndia Hemp, Trnated, = ib Teel srOeKe— AND ORILL 
eee 45850% | Swan's ev LLLLLLLLLLLLL11409 [Patent India, Twisted: : ‘1b. 20@246| Twist Bi Stocks............. 
Mates cows pgvccccsccscesss 40% Samoan, Covtege + ie to 2 Twist Taper and Straight Sheakiae 
Schats Mfg. Company : ons ee dative foe: Italian Small Wire, No. 53 and less., 2s 
Acme Ball-bearing. 30 % | al Tbe: Linen, $1.00; Larger than No. $3......... JMS 
M. B. Schenck Co. : , |CHURNS— White Cotton, 55¢; Spot |g b hes Drills far Braces.....,. 1s 
Gem (Roller Sra wa. ‘82 Sturges & steel cits. Company : ee hss res eset ere — i Satemape Drills, List, De 
Steel Gem (Roller aring) . Sturges Stee ur, husetts, White, tT 50¢ 27, ; 
Yale (Double Wheel) low list. .35% No. 1, 5 gal. each........ 246) fee hoe 65¢ Ratchet, Parker's. 
No. 2, 7 gal. each........ 4.40 Phoenix, White, Nos. to with acawey Co., 
No. 3, 10 gal. each....... 4.85  Fopeliepesep ptiigy a2 Fr 5¢ Jevil 
Silver Lake Mfg. Co. Brick and Stone— 
CATCHERS—Grass— Sliver fame. Sk Whtes Star Expansion Bolt Co........ 15% 
. 55. . '. 
“Yidany “emptying. Nos. 1, 2, CLAMPS— 50¢; wo Hemp, .75¢; DRIVERS—Screw— 
esccncehibhes cise dt 0&10% | Athol Machine Co. ; Linen, $1. white, | G0dell’s Auto, List Oct. 1, 1916, 
Easy Emptying, Nos. 5G, i Machinists’ and Tool Makers’..25%{| Silver Lake, Drab, 50¢; ine Hye Mie. % 
eee eee 1) 
ray imptying. eo 106, wy Naat LEE 0 Eddystone, pane, Nos. 8 to 80 ies High vo tage. Ele ect trie ians....25% 
in I eS 0% , Carriage Makers’ H. "P. Screw. 38% 859; 7, 85%¢; 6....-.-+- bs ag 
kasy “Emptying. Nos. 14W, iw, S. & W. Star: Wire, Picture— . DISCO. eeseeeecscesecece 
Cai d 25 ft. Coils...... . ++ 0758108 | Millers Falls, doz..” “Noa! ’} 
Carriage Makers .....+.....- 30% | Tinne f - $15.10: 12" ¢ z., 
Detachable 40k: 3% Sargent & Co. : gd. Coils ...ccccccceces 75& 104 $15.10; , $20.01; 2 $14.09; 
Pennsylvania Lawn Mower Works : Carriage Makers’ Clamps, @ doz. | Gilt 25 ft..Coils........++++ 70&10%| 21, $15.10; 41, $19.52; 42, g24'ge 
Pa. Brawn Grass Catchers... .25%| No. '12" $3.00 No. 13.83.50 Bull Length wo. o-oo 7510s |Fexto Solbar..--.. ‘33% @40% 
No. 14.. 4.50 No. 15.. 5.50 &) Turner & Stanton Co. Wire Picture "Red — mway Co., Inc.; ‘ 
™ = oe ie: Se WUE dedithbpacsecvecvccsccs 80% | g Bed Devil .............. 054.8 DN 
CHAIN—Proof Coll— No. 18. .11. o. 19. .18.5 ge . 
Small lots, f.o.b. Pittsburgh, per - a -15.00 No. 22..17.00 ee a %, nal 50n10%; 
100 D.: J. Williams & Co. : COTTERS—Spring— 7540, 40% . 
American Coil Straight Link: Mac hinists’, Agrippa coskvaod 20% | Spring cotters in packages...... 854 . 
3/16, $11.10; Y%, $8.55; 5/16, $7.55; Machinists’ Vulean ........, 20% E 
$7.00; 7/16, $6.85; .&%9/16,| Hose Clamps, see Hose Attachments. RAVONS— AVES TROUGH— 
$6.70; 11/1655, $6.00. We cies Cons, SBC Sak...) 70854 
American German Pattern Coil: 70., $8.00, $8.50, $9.00 and $10.00 Galvanized Charcoal Iron....,., O04 
13/16&¥%4, $6.50; 15/165%, $6.40; CLEANER—Automobiie— pa neg td ovede. IT SS 
f, $000; 11/96, TROT, 16.40. Crew, Levick Ca: Joseph Dixon Crucible Company : See also Conductor Pipe and El 
. alle > or 
Biitofkieen os... ee... oe. 0% | Lamber Cravens, in Colors, fer, 
Halter— ee ter ah arrtsxel eocs 30% | Lumber Crayons, Graphite, Diack. o0| ELBOWS AND sHoEs— 
German Pattern: Lawn— POS Gewese ses ca geass eeess $5. Galvanized Steet: : 
eaans agrees tietta Fs.22 — Pepaayivenio Lawn Mower Works : jn Plaix, som vad Corrugated, ‘ss 
0 » 9 orga ‘a. Lawn Cleaver Rake....: “31 a sizes to O-in........... 
EE er ree ee ral S454 rit: Cnuense a Squares, -{ sizes to 6-in...... 55% 
pc ecccec creer Saree Opper, all KSO8........00cee 20% 
we Tom, ae Ferd we Dieckmann Co. : 
Jack— CLEAVERS—Butchers— lain Round and Corrugated, 
Rete CEs is nicev cpeneessceveas en 30% | Foster Bros. & Chatillon Co. .List net adie "ee = pian -b tees «vec 10% 
Brass Chain «..-++.000 00-0000. i The Durst ‘Mig. Oo. : $4 Gauge 20000000200 
Dumaco Spec., 4% in..® doz. ee Square Corrugated A and B, 
Pume— CLIMBERS—LInemen’s Poie— Dumaco Spec., 5% in. .@ doz. =e gouee Tcobeepeeeies 
, Smith & Hemenway Co., Ine. : Priming— BA Bee TO NTO ee te cceees $4 
Galvanised Pump Chain, per Ib. 10¥2¢ pw Sent . - ay brary. sae Morgen sane es Petre Oe MED anes os osc cosegs 13% 
Priming Cupe ..-.+++ee+ é EMERY—Turkish— 
afety— Out of hee at present time. 
Safety, Brass .++-++seesseerees *8/CLIPPERS—Horse and Sheep—|-ijcp:poRs— DOMO, Do opscineccesesevseed a 
Chicago Flexible Shaft Co. : > . ea _ 
Sash— No. 2 Chicago Horse, each |, sane s Mave ae INES—Chemical 
Works: 10.75 f P, le 
on ae ~ as Cuan Bright; Lightning Belt Horse, each | ue. 2 oo a Tank 40 gl. oe ea ‘psesete 
Bicctroplate Copper, Nickel: Stewart's Enclosed Gear hail No. 3 EXTINGUISHERS—Fire— 
Bearing Horse, each. be Indu-Namel O. J. Childs Co.: 
Stewart's New Model “Sheep we No. Utica, ea. $14.00 Pott 25% 
Shearing Machine, ae. mye 2 No. 2... Childs, ea. $15.00........... 25% 
CHAINS—Miscellaneous— © . No. 3 .. 
Niagara Falls Metal Stamping Works:| Stn tr tine, ng, orgr Shee FasTeners—Biing— 
Premax Coil Chaim........... ° 9.75 - ton tnt 
Premex Special and Expansion Stewart Ball Bearing Enclosed No. rie | A) Patent, List Feb. 1, 1937, 
Dog leads ........ veveces 40% (lear Sheep Shearing Ma No. 8 ... ° Upson’s Pate s » i a 
chine, No. 9 each. .$11. 50 Cord and Weight— 
Trace, Wagon, &c.— H. B. Ives , 
Fon, 1, 1917... .33%% 
Traces, Western Standard. 100 re Ives, List < He 39104 
6%4—63, Straight, with ring. .$45.00|cLiPsS—Nali— Titan, Corrugated— . s 
6%4—6-2, Straight, with ring. .$54.00| 4. C. Cook Co.: a to 
6%4—8-2, Straight, with ring. .$60.00) Gem, per dom.......... - $2.08 i> tie —* 5h 1085% 
64— -10-2, Straight, with ring .$68.00 Ansonia, per d0S.....++. e ks ee et Fale 
NOTE.—Adé 2 } mad pair p me pers OF Ste et ecbodecscccccess % 
ond i cethat 3% % 4° & |ChOT BE emery— GUE Memeseas' Co. Tae.: | gghinlt ag 0222S a 
price of Biraight LAnk ‘ 3 De EE. Fic cusdseveoas 40% | saw Edge .........-- 60419" 
Eastern Standard Traces, Wagon Meat and Focd— Plain Edge.......... + - T0K10RE 
Chain, C8. ccccicscccececsess cOCKs— ia Entorprice : of se am ~- 
rass Hardware list: : j2_ | 22 2 
Plain Bibbs, 70%; Globe, 504; Fach $2.00 $3.00 $2. ateanatiin fy, ee pa Bes “s 
a Kerosene, 604; Racking, 504; Li- : 703 shy 
CHALK Nor. 7 foes Key, Leather Li 
» quor, W&7'A4¢: Bottling, W&7%44. Each Pe i. A e. $2.25 ‘4 ° poe 
Carpenters’ Blue .. Compression Bibbs 66% & 54 "35 @25&T Uh % Bee < OF avec eapes esos ++ =) ete 
Carpenters’ Red ... Iron Petroleum ...... 50& 10&5 @ 604 P. 8. & W. Favorite : ® doz. | Petroleum .. ‘Wancet _—s 
Carpenters’ White Small, No. 1%. beced....005. ce.ceeeene Sommer Papet Co: ae 
Family. No. 4 Piehnet bees 10.00 ee ke... - ae 
COMPASSES, DIVIDERS, Pe ey Large "ramiiy. ener 4 gon a Mem. ....... | M% 
Ordinary Goods .....-++++:- S74 Hotel, No. 47... -...++++-- . Victor Metal Key.. 0% 
CHECKS—Door— waged & Esser Oo........ naib - Du jer Metal Ker ~ hoa - 
s 1 8 Hi Co.: 2). See eee eee eee eee ‘ aw— Nor ee 
pa Door. «even eBB%4H% Binffton Slaw Cutter Co.: i aw Cork Lined. oe | 
Rapid Slaw and Vegetable Cutter, wk Lined...... a) 
CONDUCTOR PIPE— Be, 9. per oe with Cg AF Che en Net on 
12,60; No, 1, , $3.50; a on er. see 
ccormnemet a a Squeve: 54 No, 2, $2.00; No 3. per gross, Leader Butternut Key 5 
CHESTS—Teol— zalvanise OP ibike é inane’ $9.25, om. 0, 1 and 2, [Enterprise Mfg. Co. : 
Cc. B. Jennings & Ca,’s Carpenters’ Galvanized Charcoal Iron........ A extra 8% in lots. Enterprise, weit Measuring 6 and 
* Ma ae Sathgiaie etme 25% [OOPPET oe cece cc cwereeeccestees ing Pump, ® dos 
Lp mtererty and nae este % See alxo Eave Tronghs. Eoterpriss ......... soos. 25-20%) a) 
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America’s Foremost 
Hardware Price List 


The Spring Number of “OUR DRUM- 
MER” catalogue is in the mails. This 
is the catalogue that has been eagerly 
awaited by hardware retailers all over 
America. 





They want it because it answers for 
them two supremely important ques- 
tions: 


Where can I get the lowest prices on 
the goods I want? 


Where can I get the goods? 


Moreover, this book quotes all its prices 
in plain net guaranteed figures. Every 
hardware man who has bought from 
the ordinary catalogue knows the sig- 
nificance of net guaranteed prices. 


If you have not received your copy let 
us know and one will be sent you 
promptly. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 


NEW YORK CHICAGO ST. LOUIS 
MINNEAPOLIS DALLAS 



















| NHI | WAIHI I | Hl Hi iIi| 
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FILES—Domestic— 


Best Brands 
Standard Brands 
Lower Grade 
American 

Arcade 
Black 
Delta 
Delta 
Delta 
Kagie 
Great 


Dianwnd 


Swiss Pattern 

Western 3 
Kearney & Foote.......... 65410 % 
Liveright Bros., Gold Medal -710% 
Liveright Hros., Blue Kibbon Special, 


Electric 


Liveright Bros., d 
Standard... 


McCaffrey Amer. 
Nicholson 
Simonds 

J. Barton Smith 

X-F Swiss Patterp 

Berwin e dt sveseewnbeosund éea10% 


FIXTURES—Fire Door— 
Richards-Wiicox Mfg. Co.: 
No. 102, Monarch A; 


al 

Links, No. 
Grindstone— 

Net Prices 

Inch . 19 
Per dos.. “$5.85 630 $7.00 


FRAMES—Grindstone— 
Athol Machine Co. : 
Iron Grindstone Frames 


FREEZERS—Iice Cream— 
Alaska Freezer Co.: 
Alaska 4-qt., each.......... $< 
North Star 4-qt., 
North Pole, all 
per doz. 
Peerless Freezer Co. : 
Peerless, 4-qt., list, $3.30.... 
Frezo, 4 qt., list, $3. 00 


FUSE—Safety— 
Kusign-Bickford Co. : 
Hemp 
Single ' 
Double 
Beaver Brand 
Anchor Brand .... 
Reliable Gutta Percha. 


Mutu: 
Fusible 


21 
$7.70 


metal, 


30% 
30% 


GATES—Molasses and Oll— 
Stebbins’ Pattern 
GAUGES— 


Marking, Mortise, 
Athol Machine 
Depth, Screw Piteh 


etc ceccecves 25& 10% 


GIMLETS AND GIMLET 
BITS— 


Gimlet Bits. 
Common Dbi. Cut 
German Pattern 1 
10 $7.70; ll nny 'B, 
Single Cut Gimlets Asst per 
Nail, Metal, No. 1...$3.00; 2, 
Spike, Metal, No. 1, $5.50; 2 
Nail, Wood Handled, Ne. d, 
Spike, Wood Handled, 
No. ; oe 50 
GLOBES—Gas— 
Safety Wire Gas Globe Company: 
Protect-a-lite Inverted - Up 
° r doz., 2. per 
a . $24.00 
Globe, 


$9.00 


‘inner W ire 
-80¢; per gross, 


gross... 
Protect a-lite 
per doz., 
LUE— 
e Cents per |b. 


Cabins 2. ccscccvsecvocsoes 30@ 45¢ 
Common Bone 20@ 25¢ 
Fish, liquid, bottles or cans, 
with brush 
i liquid, 50 gal. 
per gallon 
Foot Stock, White 30@ 35¢ 
Foot Stock, Brown........20@25¢ 
Medium White ...... . 4a 530¢ 
Marine— 
W. Ferdinand & Co.: 
Marine, Jefferys, small cans, 
% % 
bulk, per j. 
12¢ to 40¢ 
Waterproof, liquid, per gal. ..$4.00 
GONGS—Stee!— 
P. Wall —_ oe S 
Foot or Hook Street * tatiway, 


-60&10% 


os 
80 @ $2.00 


Marine, Jeffery's, 


Spring or Locomotive... 
GREASE—Axie— 


Common grade: 
1-lb. tins, per doz.......... 
15-lb. pail, per doz......... 
Dixon's Everlasting, 10-M. 
ea. 96¢; In boxes, P doz., 
$1.20; fi) 


$1.00 
$10.80 
fis, 


Automobile— 
Crew Levick Co. : 
Grease in tubes 
A. W. Harri« O11 Co.: 
Harris Transmission Compound. 
Is.. 12¢, and % bbis., per 
™.. 12%4¢; 50 MD. tin, $7.50; 
25 tb. ; 10 TH. tin. 
$1.80; 5 ™. tin, O5¢. Harris 
Light Transmission Grease, 
.. 12¢, and % bbis., ae 
12%¢: 50 ™. tin, 90. 
tin, 3% -20; 


zi" Mp 
Fioot 5m. tin, $1.00. 


GRINDERS— 
Athol Machine Co. : 
Bench Grinders 

S. Cheney & Son: 
Royal 

Luther Grinder Mfg. 
Dimo-Grit: eac 

14 (Mechanic 


No. “Special, 


4M) 
No » (Mechanic Special, 


No. : 
No. 
No. 


) 
5 C ompacto.... 
51 (Best Maide) . 
63 (Farm Special, 


No. 
No. 
No, 
No. ; 


83 (Spartan) 
Multigear 
(Hummer) $10. 50 
(Power Bench Grinder). 
6.75 
No. (Power Bench Cringe 
Star Spec. ate. es 40% 
Hyfield Mfg. Co. 
Perfect Emery “Wheel 
Wonder Electric .. 
Wonder Ft. Power 
Vaive— 
Frank Mossberg Company : 
No. 605 Vaive Grinder for Fords. 
22: 


GRIPS—Buffalo— 
Smith & Hemenway Co., 
Red Devil 


5} GUNS—Shot— 


Iver Johnson : 
Champion Single Barret, 
$6.50@$8.00 


Hammerless Double Barrel. .$20.00 


FlaLTers AND Ties— 


Cow Ties 

Halters t 

Niagara Falls Metal Stamping Works: 
Premax Halter Chains. 40° 
Premax Special Halter Chains. 60% 
Premax Cow Ties 40% 
T. Rugg & Co.: 

Web Halters...... 

Jute Rope Halters and 

Sisal Rope Halters and Ties. 

Cotton Halters and ‘Ties..... 

Cotton Livery Ties 

Leather Halters 


E. 
soe ee SOM 
Ties. . 50% 
50% 
50% 


HAMMERS — Handied 
mers— 
Maydole new list 
Blacksmiths’, 
Bricklayers’. 
Farriers’, Driving. 
Machinists’ Ball 
Nail, Adz E 
Kiveting 
Tinners’ 
Note.—For extreme Western states 
rices are approximately 5% higher. 
*exto, Machinists ............. 65% 
Nall ...-cccccccccsseseves 20&7 4% 


Ham- 


‘bana 


Pein 


He ra’ 
$ &. 
5 Ib., 


Hammers and Sledges— 
? 40¢ 334% 
Or at 30¢ 404 
Magnetic— 
Robertson : 

Magnet 


A. R. 


Horseshoe tack }& 
OE¢@S2.00 } 


Billposters . $1.15@82.50 | 


HANDLES— 
A a aaah Tool— 
Axe, Pick, 0 
Hoe, Rake, Spade, Fork, Shovel, 
&c., New List 40E5 
Cross-Cut Saw— 


Mechan ss’ Tooil— 
Auger, assorted ..gro., $3.50@$4.00 
Brad Awl ..970., $1.75@$1.85 
Chisel Handles, Ass'd. pr. gra 
Tanged Firmer, Apple. ..$3.00@ 
$3.25; Hickory we 00 @ $6.50 
Socket Firmer, 
$2.35; Hickory 
Socket Framing, Hickory....... 
File, assorted ses 
Hammer, Hatchet, Oe. dean shack 45 
Hand Saw, Varnished, doz., $1.30; 
Not Varnished 1. 
Plane Handles 
Jack, doz., 50¢; Fore, doz 
Grover File Co. : 
Grover File Handles, 
No. 1 for 6 in. files... 
No. 2 for 8-10 in... 
No. 3 for 12-14 in 
No. 4 for 14-16 in 
No. 5 for 18-20 In. and 
soldering coppers... .10.50 
Nicholson Ferrule Med 
Handle ( 
_ Pott’s Sad tron— 
Aluminized or Japanned, per doz .96¢ 
Tinned per doz., $1.20 


HANGERS— 

Note.—Barn Door Hangers are gen- 
erally quoted per pair, without track 
and Parlor Door Hangers per double 
aet with track, de. 
Allith-Pronty Co. : 

Honse Door 

Accordion Door 

Garage Door 
Griffin Mfg. Co.: 

Kolld Axle, No. 10, $12. 


- 565% 
Roller Bearing, No. 11, 00. 





55% 


one Bearing, Ex. Hy., No. 2. 
$1 


Huut, Helm, Ferris & Co.: 
Canneu Ball ‘ 
20th Century, Round, ® doz. $11, 30 
r P doz. 8.40 

McKinney Mfg. Co 
Roller Bearings, Nos. 1 and 2 
Anti-Friction 
Hinged Hangers, 


$74 ‘ 


King Charm, 
45% 
Pittsburgh Trolley 40% 
. E. Myers & Bro., Stayon; O. K. ; 
© K Adjustable; Sure Grip; Sure 
Grip Adjustable; Sure Grip Tan- 
dem, Sure Grip Tandem Adjust- 
able; Adjustable oe 
Garage new 30% 
New Way Tandem Tubular... .30% 
New Way ‘tandem Adj. ‘Tubular, 
30 % 


Giant Tandem Tubular 

Giant Tandem Adj. Tubular... 

Faultless Tandem and Faultless 

Tandem Adjustable 30% 

National Mfg. Co., # doz. ;: 

Big 4, $8.40; No. 66 Storm 
*roof, $13.00; No. 77, Storm 
Proof, $14.00; No. 88... .$15.00 

Richards-Wileox Mfg. Co.: 
Hangers, Nos. 147, 247. 
Roller Bearings, Nos, 37, 

43 


No. 44, size 1, $10.00; Size 2 
Anti-friction, No, 42 
No, 44, sizes 2% and 3 


413:004829.00 
>" has B. R. Swivel 

wae 
01 


0% 
$12, 50 
"4 


Trolley B. D. 
I. No. 120; 


Trolley B. D. 


No. 
No. iat; 


No. 


No. Tho. 
25 
} eer | 


Garment— 
Wire Goods Co. : 
Comasea. 17 In. No. 0410, 


er 
‘Tourists, 


Picture— 
Moore Push-Pin Co. : 
Moore’s Push-less 


Hangers, 
doz. packets, 80¢; 


wr 
per cross. $9.00 
Screen and Storm Sash— 
National Mfg. Co.: 
Sereen and Storm Sash Hangers, 
No. 80, Jap. Automatic, 
P doz. pA a 


No, 80, Sherardized........... 


HASPS— 
Griffin's Se urity Hasp 


McKinney's Safery No. BS20. 
Wrought Hasps and Staples. 


WORD % 
Det list 
75&5 % 


HATCHETS— 
Regular list, first quality 
Second quality 

Common 

Pexto 


HEATERS — Automobile and 
Carriage— 


Chicago Flexible Shaft Co.: 
A B C Coal, 
Clark, Carbon, 

Clark, No. 5, 
$1.50; No, § 
$1. 75; No, 7D, 
Assortment, 


$1 7 
$2. OS: Mie Hit 
P case, $13.80; 


Tank— 
Hont, Helm, Ferris & Co.: 
Star each $18.00 
Standard No. 84.50 
Standard No. 5.70 
Harvard No. $4.20 
Harvard No. 2 $6.30 
Flack Jack No. $6.00 


Black Jack No. --each $7.50 


HINGES—Blind and Shutter— 
Wrought Steel Gravity Locking Blind: 
a Sets with Fastenings, No. 
Surface, No, 3, $0.95; No. 4... .$1.30 
Charles Parker Co 65@70% 
Parker Wire Goods Co.: 
Hale & Benjamin Antomatic 
Blind List + 25% 


Blind. 
with- 
with screws, 


Gravity 
47%, doz, sets, 
ont screws, $1.65; 
$2.15. 


Stanley's 
No. 16 


Gate— 
'Vestern: 


With Latch -» $2.40 


doz.,-$1.70 


“9 eaneall 
Griffin Mfg. 
Fleur de 
”%. prs 
Mc Rineey Mfg. Co. 
Small Surface Embosxed bud 
$1. s0a41. ‘20 


Lis’ Surface Flages P 
$1.45@$1.75 


Bommer Bros. 


Pivot— 
Pivot, Ball Bearing 
30 


Spring— ry 
Holdbeck, Can” Tron 





$7. 
$7.75 


Bommer Bros, : 


mat ~ Floo 


Engine House 
and Latches 
Non-Holdback 
No. 2000 
Non-Holdback 
Non-Holdback 
Hinges, No. 


Chicago Prem 
Chicago Ajax 
Chicago Fire 


Ric scone Wilcox 
No. 615 


Buckeye All 


Hinges 


Supertor Spring 
Superior Floc 


Wro 
Strap and T on 
Light Strap 
pnt, given 
Light 
Heavy 7 
Hinge Hasps. 


Cor. Heavy 
Cor. Ex. 
Plate 
Hook 
Heavy Eye 


Galv., open 
Jap., open 
Galv., 


Jap., "funnel 


Cleveland Wire 
Steel, 


HOES—Eye— 
Grub, list Feb, 


Richards-Wilcox 
Sure Gri 


ile 
a el File 
Hand 


Nos. 1 to 15 
Be 
See Stops, Benc 


Light, doz., 


Atlas Mfg. Co 
Lavonite 
Coat 
Morgan Spring 


Parker Wire 


King No, 10, 
No. 


Wire Goods C 
Crown, 


Yo. 


North 
Lawn King 


Nolins 
Komet 


Wall, 
or Cornice 





Punch Bow! 


mortise Floor, 
Lavatory Hinges 


Cc ‘bie ago Spring 
Triplex Spring Hinges... . 
Chicago Mortise Floor 


Chicago Relax 


Shelby Spring Hinge 


funnel .... 


Brick, No. 
» Mortar, No. 158. .each 


8 
$7.1 


Atlas Mfg. Co.... 


10% + . 
Chieftain, 60%. 


Corn— 
North Wayne Tool Co. : 


Gra 
Bent Shank, per doz 
Wayne Tool ms 
Little Giant ..... 


Allith-Prouty Co, : 
Screen 


Spring Butt Hinges 


r, 


Ball Be: 


rosie H 


Hinges, No. ‘ 


shar © 


i ‘ 4000) , 


(3000). 
Station 


Lavatory Door Hinges 
a 

Chicago Screen Door ah® 
Chicago Screen Door noir 


23 
ag Re Hold Back Screen ior” 


Mfg. Co.: 


Double Acting Floor Hinges, 
nO 


Co. : 


Steel Hol 


Sereen Door....@ ¢g 7.2 
No. 777, Sheet Steel fil o 


7 
“Dearing Spring ‘Batt 
Adjustable Se. Door Hinge, 


Hinge Co. : 


wr Hinge. . 


108TH 


9 10&7 
Holdback Screen Dow, ¥ 
999 


Hinge f 


. .26 
Bars 
ari te, 


~— 


-10% 
10% 
(5000) 
10% 
in 
&T ie % 
ae 
23% 
- List 


2000) 


40&20% 


Iback 


‘Sesu;H eseq) JO FeO Go Ge4tR Gaxz;0 GOT BzI*E 


’ 


- $7. 
» 


5% 





‘10% 


Superior Hold-Back. 50K10% 


ught tron— 


inges, &c.: 


Extra Heavy 7 


- +++ (List, 


Strap 


HODS—Coal— 
Wet per dozen 
Inch... .15 Z 


350 2 
4.65 5. 
3.10 3, 


Spring Co.: 
162.. 


Scovil and "Oval Pat 


35854 
plus 154) 


40 


Masons, Etc.— 


each 


23, 1890... sccoun 


HOLDERS—Door— 


Mfg. Co. 


: No, 111, 


Everready, 30% ; Nos. ‘118, 1% 


and Tool— 


Holders sper File 
0 


HOOKS —Beit— 


i 
us 
5; 


— 
Medium, $8.25; 


Heavy, $9.75 


Shelby Spring Hinge — 
Wire Goods Co. : 


and Hat 


“Rare 


Goods aa 
Steel. 


No. 11. Bra 
Shelby Spring Hinge Co 


Chief, 


ss— 


Concave 


etc.— 


o eee 


‘s0R10 % % OOS 


Wa 
Cc. T. Williamson’ Wire Novelty Co.: 
Picture, Thumb, Mouldiet 
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HOOKS AND EYES— 
Brass 
Malleable Iron 
HOSE ATTACHMENTS— 
Morgan Mfg. Co.: 
Hose Clamps ..........50@72%% 
Stuber & Kuck: 
Hose Menders, } doz., % in. $0.75; 
™% in., $0.75. 
ng oe. Pp doz., % and & 
a 
“ itiam Yerdon : 
Hose Clamps, Garden Lloxse, 
Brass, per doz. ’ 
All other sizes, Water, 
Air, etec., list less 


HOSE—Rubber— 
Garden Hose, Y2-inch 
4-ply Guaranteed 
5-ply Guaranteed 
7-ply Guaranteed 
Gerden Hose, “%-inch 
Competition ee ft. rp tie 
3-ply Guaranteed ....ft. 84%4@9% 
4-ply Guaranteed .. Se 94 @ 10:44 
Cotton Garden vei m., oye 
Low Grade ... ft. 6@8¢ 
Good quality ft. 10@i2¢ 


Ice TOOLS— 
(iifford-Wood Co. : 
lee Tools 


INSECT POWDER— 
Botanical Mfg. Co 
Red Wing, 10¢ size, per doz. ..75¢ 
|IRONS—Sad— 
From 4 to 10.... Ib, 14d 
Mrs. Potts’ ...No 50. 55 
Jap’d Caps .... 87 8&5 i 8 
Tin’d Caps .... 92 93 100 97 
Note—Some Western m'f'g'r's., 
quote iower prices 
Asbestos Lined— 
Dover Manufacturing Co. 
Dover Laundry set No. 60, 
per doz 
Electric— 
Dover Manufarturing Co 
A-Best-O Automatic Electric > 
GY, each R 
Dover Electric No. 6, 
Bar and Corner— 
Richards-Wilcox Mfg. Co., 
Irons, 30° : Corner Irons, 
77 and 79 .... 


$9.30 


Jacks—wagons— 


Richards - Wilcox 
Steel, No. 130. 


Tiger 
33 43 % 


K NIVES— Bread— 
North Wayne Tool Co.: 
Brooks Bread Kaives 
Butcher. Kitchen, & 
Foster Bros.’ Butcher, &c.... 
_Drawing— 
Standard List 
c. E. Jennings & Co., } 


P doz 


C. E. Jennings Folding Handle. 25% 
Jennings & Griffin, vi 
Nos. 41, 42... os 
Pexto Nos. 5 & 15 >. on 
Swan's Regular Grade, No. 
40&10% ; Extra Grade, No, 7 


Hay— 
North Wayne Tool Co.: 
Brooks ... ne 
Little Giant 
KNOBS— 
Base, 2%-inch, Birch or Maple 
Rubber Tip 
Cherry and Oak 
Door, Mineral 
Door, Por. Jap’d.... cece cees Gil. 
Door, Por. Nickel........doz., $3.50 
Lavvers—store, &c.— 
lticycle Step Ladder Company 
Ladders, each $9.00 $12.5 
Track, per ft ..12%e oe 
’ Noiseless Store Ladders. .35% 
Co. : 


Rolling Step Ladde rsa, each $8.00 to 
$12; Tracks, per ft. 15 to 2h¢. 


LADLES—Meiting— 
L. & G. Mfg. Co.'s list, 
and Plombers’ 


LAMPS— 
Hammer's M. I. Hand.... 


Melting | 
B5% 


eevee. 35% 


LAST EnNe—Tebwar= 
E. Dietz Co. 
B iite Short Globe 
Wizard Short Globe ew 
Little Wizard Short Globe. . 
Large Fount Wizard, No. 2.. 
Vietor Hot Blast 
Monarch Hot Blast.. 
Junior . 
No. 2 Blizzard 
Buckeye Dash Lamps....... 
No, 2 Blizzard Dash Lamps 
Victor Wagon Lamps... 
Junior Wagon Lamps 
No. 2 Wizard Wagon aaanes. . 
Octo Driving Lamps 
Union Driving Lamps . 
Fureka Driviee Lamps 
Restov Hand Lamps 
Pioneer Street Lamps 


LATCHES—Door— 
National Mfg. Co.: 
Washburn, No. 28, per doz... 
All Steel, No. 29, per doz. ese 
Richard«-Wileox Mfg. Co. 
Bull Dog, Heavy, No. i 


Per doz 
$9. 








LEADERS—Cattie— 
Small, doz., 75¢; 9 
Pexto, malleable, small 70¢; large 80¢ 


LEVELS— 
Frank B. Hall Co.: 
Stevens Line Level, per os. $12.00 


s 664% % 
Keuffel & Esser Co.: 
Favorite Farm Level 
J. Sand & Sons: 
Aluminum No. 
No. 24 
No. ~ . 
No. 


No. 


LIFTERS—Stove Cover— 
Morgan Spring Co.: 
Straight Hdle., with ring, 
? 


Loop Hdle. 


Wire Clothes, Nos. 


Chalk Lines, Cotton, 
Balls, 
Mason Lines, Linen, - 
Balls, per ib.. see 
Samson Corduge Works 
Solid Braided Chalk, fea: 0 to 3. 
Solid Braided Masons’... . ---net 
Masons’ Lines, Shade Cord, 
&c., per doz.: White Cotton, ) 
No. 3%, $1.50; No. 4, $2.00; | z 
No. 4%, $2.50; ont 3%, 72 
$3.00 0. $4. No. 5, J 
$5.00. 
‘Tent and Awning Lines: Ne. 5, 
White cotton, Nos. 5-7, $0.50. 
Samson Spot Clothes dine: 50 
ft., $7.50; 75 ft., $11.25; 100 
ft., $15.00. 
Silver Lake Clothes Lines: 
50 ft., per gr., $35.00 
75 ft., per gr., 52.50 
100 ft., per gr., 70.00.. 
Chalk Lines, No. 0 to ey real 5% 
White Cotton Mason and Shade 
Cord, 3% to 4% 
Awning, White, No. 5 
Linen, 3% to 4%. net & 20% on fet 
Turner & Stanton Co. : 
Solid Braided Chalk, Mason's | oes 
Awning Lines 
Braided 
Twisted ... : » bbb po oe 
Clothes Lines. ‘White Cotton... 
Shade Cord, Cotton 2¢ 


LOCKS— 
Sash, &c.— 
Ives’ Patent: 
Crescent . 33 
Automatic Gravity Metal Sash. 
Pat. Stop Adj. <s ‘ss oa % 
Window Ventilating concave + % 
List Feb. 1, 1917 


M acuines—Boring— 

Com. Upright, without Augers. .$3.50 

Com. Angular, without Augers. 4.00 

Millers Falls, Nos. 145 and roe 
each oa 

Swan's Improved 


ice Cutting— 
Cc. E. Jennings & Co. : 
Chandler's 


Washing— 
Dexter Company: 
Dexter Double Tub Power, 

Model 2P 
Dexter Double Tub Electric, 

Model 2E 
De xter Hand, Model DH. 

Geyser Vacuum ... ° 
Dexter Electric, Stave. 

Model . . 39.50 
Duchess, Power, ¢ . 23.00 
Duchess, Electric, . 45.00 

‘me Minnte Mfg. EY 
No. S* One Minute 

Washe 

No. 111, Bench Power Washer. 
No. 15% Electric Bench wWalee. 
$46.50 


No. 27 Twin Tub Bench Washer, 

Peg Dolly, 1 Vacuum Dosher, 
$31.00 

No. 37 Twin Tub Electric Bench 

Wacher, 1 peg dolly, 1 Vacuum 
Dasher ; . 58.50 
Voss Bros. Company : Each 

Sunshine, Power.... 

Vacnum. Hand Power . 
Platform, No. G-1 -.+++ 26.00 
Platform, No. E-1. Electric. 
Swinging Wringer, No. G-41 22.50 


MALLETS— 
Hickory | 


MATS—Door— 

Acme Flexible Steel 49 

Cary's Everlasting Flexible Stee}, 
8314 % 


Wire Goods« Co. 
Elastic Steel, “new list....... 25% 
McKinnev Mfg. Co.: 
Glen Folding. stock 
Glen Folding. ee sizes. per 
sq. ft. net. 4 





MEASU RES—Liquid— 


90¢ | Cordley & Hayes: 


Fibre, per doz., 1 gal.. 


3 piece 
1 gal. 


ot eg oa Gorn, Etc.— 
Enterprise Mfg 
Coffee 16% % 
Bone, Shell and Corn......... 25% 
Charles Parker Company: 
Ball Bearing Pe iteccbovcs 259 c 
Box and Side 


MOPS— 


Common Cotton 
String 
Extra Fine 


O-So- Products Company: 
O-So-Ezy 2 in 1, combination, 
per doz. $12.06 
Staste O-So- Ezy polish mop, per 
$10.00 
an “Slip-On polish or dust mop, 
per doz. $6. 


MOWERS—Lawn— 

Pennsylvania Lawn Mower Works: 
Pennsylvania and Saaiuegtat, -40% 
Pennsylvania Junior B. 3314 Ge 
Great American B. B 5545 % 
Shock Absorber : 

15 17 21 in. 
$9.00 $10.00 $11.00 $12.00 
Pennsylvania Trimmer. 5 

U ndercu 

Penn. 

Penn. 


mes 

Wire Nails and Brads. Miscel- 
laneous 

Cut and Wire. 

Hungarian, 
ers’, &c. 


-See Market Report. 
Finishing, Upholster- 
See Tacks. 
orse— 
Jobbers’ Special Brands, 
ber 1b., 11@12%¢ 
Union Horse Nail Co.: 
Star No. 5 up 
Northwestern 


2. 2% 3-in, 

Brass Hd., gro.. 90 1.15 1,25 

Plated Head, gro., all sizes ‘4 

Upholsterers’ — 

CORE EAS List plus 204 

gn, ETT ee List plus 104 

Tegner & Stageen Co. : 
. Fuornitu 

: Matchleather 


-+ 10% 7, iat 


NUTS—Blank or Tapped— 
Cold Punched, Plain 
Hexagon ..... 
Square 
Hot Pressed: 
Square 
Hexagon .. 


38 |O;rers— 


Steel, Copper Plated ok 

Chace, Brass and Copper........ 254 

Crete, ZINC Pies. os ccccccvcver 5 os 

Railroad, coppered 

Railroad, brass 

Malleable Hammers’ Improved, Nos. 
10%; Old Pat- 


70+ 


O1LS—Motor— 
Crew Levick Co 


OPENERS—Box— 
Morrills No. 1, Doz. $14.50.20&10% 
Can— 
Schatz Mfg. Company: 
Acme, per gross 
Kan Kut, per gross 


Pacxinc— 
Ashestos, Packing, Wick and 
Rope, any c—-~ 
ubber— 
(Fair auality goods.) 
Sheet, C.' 
Sheet, C. 


48.00] 5. 


PAILS—Galvanized— 
Net, per dozen. 

Quarts, ee moon 
Light 3.3! . 4.00 
Ex. heavy $4. y 
Round Bottom 

Fire Pails, 

Red Painted.. 
Well Pails .... 


PAINTS— 

Joseph Dixon Crucible Co. : 
ery ‘Graphite, in % gal. 
$1.75: 1 gal. cans, $1.65: 5 gal. 
keg *, $1.40: 10 gal. kegs, $1.40: 
31 gal. bbis., $1.35; 50 gal. bbis., 


$4.95 5.50 6.60 
4.50 5.00 .... 
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anes " a 


Moller & Shumann Cw. : 
Hilo aed White Kemet, 


Coating 
Wall Enamel), ® gal... 
Montauk Paint Mfg. Co. : 
Di-mel-ine Aluminum, Enamel, 
Gold and wuspared Paiste, 


Di-mel-ine Stove re Pipe on and vices 
Enamels, ea. per gro, - $10.89 


PANS—Dripping— 

Standard List .. 70@ 0&5 
Refrigerator, Gaivaneenn 

nch 12 i4 


16 
Per doz. ....$3.50 4.00 5.99 is 


PAPER—Building, L. Cc. L.— 
Per Roll, 

R sized Sheathi 
oe en wide. ~ 


30 Ibs. to roll 
40 Ibs. to roll 
Deadening Felt, 50 sq 
36 in. wide, per ton 
Rooting. Rubber, see 
Berlin Mills Company : 
Bermico, carloads per ton. . .$60, 
Less than carloads per ton. $75.00 
.B. Mill 


Flint and Emery 
Flint Paper and Cloth.......... 
Emery Cloth 
Emery Paper 
Garnet Paper and Cloth. co cnnetn 
Tarred Feit— 
l-ply, per ton 
2-ply, per roll 
3-ply, per roll 
Slater’s Felt, per roil 
50-Ib. 


PENCILS—Carpenter— 


q¢{ Joseph Dixon Crucible Company: 


Red and Black Framer'’s and 
Tortoise Finish, per gross. $4.00 
Polished Cedar, per gross... .$2.35 
PICKS AND MATTOCKS— 
Railroad 


PINS—Escutcheon— 
EN Ba Gah pa dinw> be. 6:6 <'s List, net 
Push— 
Moore Push-Pin Co. : 
Moore Push Pins, per doz. pack- 
ets, 80¢; per gross.......$9.00 
PIPE—Vitrified Sewer— 
Standard Pipe and Fittings 
-0.b, ay York points, carloads 
3 to 24 ~~ 


33 to 36 in 


PLANE !IRONS— 
‘| Wood Bench 


50¢ 
_| PLANES—Wood— 
50¢| Bench, first qual 


Bench, second qual 
Molding 


PLIERS— 
wien, fair quality, per doz., 
$3.35: 5, $3.50; c $3.70 ‘ 
if 07: 9, $5.50: 10, $6. 80; 12-in., $7.85 
Gas Burner, ryt ‘quality. “per dos., 
5 in., $2.60; 6 oe 
Gas Pipe. .7 10 12 in. 
$3.40 3. ‘0 4. 9 5.20 6.00 
~e "¥ Forge Co. : 


Pexto No. 20 per doz.: 
6 


5 w 9 
$10.00 11.00 13.30 15.60 23.50 
Smith & Hemenway Co., Ine. : 
“Red Devil’? Button Pliers No. 1000, 

per doz.: 

5 in. 6 in. 8 in. 10 in. 
$4.20 $4.80 $6.85 $8.10 


PLUGS—Basin— 
The Durst Mfg. Co. : 


— yh Better, all sizes, 


per doz. 

Dumaco Suction Sink Stop- 
pers, per doz 

PLUGS—Spark— 

Rgmotes Spark Ping Co.: 


Overland & Metz. 
Ford. } 

Emi! Grossman Mfg. Corp. : 
Red Head Spark Plugs: 
so age ea. 

Rig Boy, 
Platinum Point, ea. 
} A ger ae, . 


tandard 
Cabinet No. 50, with plogs, ri 


Cabinet No. 100, with plugs, a. 


$55.37 

A. R. Mosler & Co.: 
Display Cabinet, 54 Pings. $24 
Spit-fire, Platinum Point, en... 
Vesnvins ae 
maaserepeta, Mica or Mica tone # 


Pe. Ba Ford Speci Bae 
Vesuvius Display Stand $19.80 
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Build your 


Success 


on your 


Service 











| ae 
\ ea 


i» ” 
To deserve a reputation for good ie => 
service and honesty is the best \ i 
possible foundation for a successful 
business structure. 






















When your customer’s car shows are sold to. on 
carburetor weakness, replace with a saatictescnmnan er rien 


Rayfield. That’s good service and Econ sent 
good business. Tell him you’ll 


: ; A - Guarantee 
return his money if he is not entirely 


satisfied after using the Rayfield 
for 30 days. The Rayfield has but 


two adjustments ; «one 
for high speed, and the 


It will increase his mileage from 20 adhe: Ae hoa ‘steel 


to 50%—and give him more speed 
range, more power, quicker starting 

pickup —and better perform- 
A, summer and winter. 


Findeisen& Kropf Mfg. Co. 
2143 Rockwell St., Chicago 


BRANCHES: 
1140 Michigan Ave., CHICAGO 1902 Broadway, NEW YORK 








Sete: 








Sharp Spark Se Co.: 
i Core. 
Mica Core. 

. Mica Core. 


See 


“4 
» Indian M/C Special. 
Kopper King. 


5 point. .list ea. $1.00 








“S30 OARS 


Sear Sores 


pea nee pence tataveetetereareeerandc seer ett te te 





Athol Machine Co. 
POTTTITT TTT TT 10% 


er Mfg. Co., 


PULLERS—Nail, 
a Falls, No. 3, doz.....- $12.19 
6, doz. ....- 8.77 


oun ‘al ay Mla 
No, 1, Nail Puller, y doz. 618.59 


$1! 
Smith & ‘Flemenway 
‘Red Devil’ 


Hay Fork, Saied or Solid Eye.. 





Metric, Ford, 


Overland & suick Special, 
ea. 60¢ 


ea. O5¢ 
% in, — 
65¢ 
Display Case, stocking 36 plugs 
ea. $20.60 
evceses «+e +08. BOC 
PLUMBS AND LEVELS— 
bes 
* and Machinists’ Iron 
25% 
Ceervceees “0% 
POINTS—Glaziers— 
Bulk and 1-lb, papers.sssceces * 90 


Per. Doz. 


1, Straight or Bent, 
GPO. ccccce $7.50 


POLISH—Auto and Furniture— 

roducts Company: 

cedar oil polish....40% 
Metai— 

Stove Polish Works: 


‘o. 60, case, 3 doz... .$3.7° 
+ case, 1 doz.... 


. 1 doz 


50, case, % doz... 3.5 
, case, % doz.. 6.00 
Stove— 

Jos. Dixon Crucible Co.: 25% 

5. 0 


No. 5....$2.65 
No. 10... .$3.75 


Bev ecose 6.45 
6 og. can liquid, No. 6.......$2.65 
. can, liquid, No, 8....$3.75 


%, pt. “alt drying enamel, No. 


Veneer Liquid— 
Buffalo Specialty Co. : 
Regular— 


me, BB. 640% $6.45 
12 of. qts. 
4.00 8.40 

gal gal. 
1.20 $i 10 


For Automobiles— 
per GeB.. cess $10 
1 gal. Veneer and Sprayer, ea. $2. 10 


POPPERS—Corn— 

2. $0.90; gro. $9.80 
z, $0.95; gro. $10.80 
s. $1.15; gro. $12.80 
.-dos, $1.55; gro. $15.30 


ee eeeeeeeeeres 


Tinned and "Turned. TTT ITT 





254 
25°54 


Fruit, “Wine 
20% 


—= Presses and Sausage Stuff- 


ceccecvcvcce seme 5@25&7 % % 
Presses— 
Jap'd, ®@ dos, 
so ae a pawel oka uae 20&10% 


Jap'd, $16.00, 
208 


Morrill’s Pocket Nickeled, $20.90 
20410 % 


All Nos. 100 in box, new list. 33481 
All Nos, 250 in box, new list. .3343% 


Etc.— 


20% 
Spike Puller, 
eee 





PULLEYS—Single Wheel— 
Aw ning or Tac kle, 5 Pere 404 


7 SS 404 





100 lots, eee - 






Square or Round 
End, barrel or per doz 25¢ 
Small lots, per dos 
= -- yas Metal pumping WOTKes 
+00 


Pulley” ‘Riecio— See Blocks. 





OG set length with 
“Thresher Tank.$6.88 
D. A. Bepes Challenge 


Ce ceederseserescecs 45% 


F. E. Myers & Bros., low list: 
Desbie Acting Force and Lift; 


matie Bulldozer Power ; 


‘Tank —— Myers C TEX, - 5, 





Pump Leathers— 
Plunger cee. Crimped, per doz.: 


2% 
96¢ $1.10 0 $1. 46 $1.79 si93 
3! 4 


24 2K% 
ise ae $1.10 o, 1g I sis 


oy ad or Drive, good full poles. 


opring, single tube, 


Revolving (4 tubes) 
Ret olving (6 tube s). 


Hercules, 1 ‘die, wa ‘$4.00, 
RACK&8—Whip— 


John H. Best & Sons: 
Portable Sage * Whip Dipiey: 


See Track, Barn Door, &c. 


RASPS—Herse— 


Botanical Mfg. Co.: 


«+ -$2.00 
» POT GOSsccccvcvece 4.00 
$1.00 size, per doz.... 


lp tae a 
Handy Hose Rack * and Carrier, 


Japanned, Electroplated and 


Solid Soose or hens e Metal... 


REVOLVERS— 
Iver Johnson Safety 


J. Model 1900 Double p Eel 


RIDDLES—Hardware Grade— 
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RINGS AND RINGERS— 
Bull wes 73 


3 inch, 

ei dteel ..ccceee $0.75 0.80 0.85 doz. 

COPPE occccoes $1.40 240 2.65 doz. 
Aluminum, ...6+++++ $1.50 


Hog Rings and Ringers— 
llill’s Rings, per gro. boxes, 
$4.50@$4.75; per dos, boxes... .60¢ 


Hill's Kingers, Gray Iron, aoz., 


$1.08 

Hill's Ringers, Malleable Iron, 
os., 75 @85¢ 
Blair’s Rings. ‘fer gro., $5.00@$5.50 
Biasr’s Ringers... -per doz., 62aiu¢ 


RINGS AND HOLDERS— 


Cc. T. Williamson Wire Novelty Co.: 
Key Rings and Ilolders, No, 02. 


@ gro,, $12.00 ......66. ++ 35% 
RIVETS— 
Copper and Burrs......... oo Net 
wmners’ and Miscelianeous.....35% 
Bifurcated— 
Assorted in Pasteboard Boxes, 
Per dozen boxes, 50 count....... 
FOG COUGE cococucriecavcocsesees 80¢ 
Cop'd, Clinch, Asst, 52¢, Solid, .40¢ 
ee ee 
Myere’ co cccccgsccncvcce 80% 
| Mfg. “Go. : 
Barn Door Stays, No. 18, @ doz., 
$1.10 
Richards-Wileox Mfg. Co.: 
Handy Adj. and Reversible No. 
BE bs vccctécesetonacianees 30% 
0. K. Adj. and Reversible No. 
errr ree eee 30% 
Lag Screw, Nos. 55 and 57...30% 
Underwriters’, Nos. 59, a0. + BOG 
oe ee ON” eee 30% 


ROOF ING— 
Rubber, 108 sq. ft. rolls, 32 in. wide, 
per roll: 
First Quality: 
1 ply—35 Ib, rolls......$1.60@1.70 
2 ply—45 Ib. rolls...... $1.90@2.00 
3 ply—55 Ib. rolls......$2.20@2.30 
Second Quality: 
1 ply—35 Ib. rolis...ccsecees $1.35 
2 ply—45 Ib, rolls.c..ceceees $1.65 
3 ply—55 Ib, rollsececcceees $1.95 


ROPE— 

Eastern Retail Irade, Per ib. 

Manila, % in. diam, and larger; 
Highest GORE ccccccceveccsee 24¢ 
Second Grade ...cccececsees sf3€ 
Hardware Grade ........+++: 2le 

Sisal, % in. diam. and larger, 
FRighoad Grads .cccccccsccvccs 20° 
BOO GOES gos bao ss 6 p00 vue 19¢ 


Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 


First quality .........++2+ -2L0V¢E 
Sisal, Tarred. Medium Lath Yarn: 
First quality ..ccsscsccccseecd 20¢ 


Cotton Rope: 
Best 5-16-in. and larger... .23@I30¢ 
Medium, 5-16-in. and larger.. .2l¢ 
Common, 5-16-in. and larger...15¢ 
In coils, “ae advance. 


Jute: 
No. 1, %-in. and up..... -- LSE 
MOE covccscnchatdeentacss 12%¢ 
WE B's. ci pacredckehs aaaae 11%¢ 
Wire— 
Galvanised ...seee00% ceeces she 
Special brands ...ccecceseees 20654 
Bright Steel ..ccccscoscccees 25&r54 


Bright Irom .ccccccccccccess LOSS 


RULES— 
SOOTY. vic cde dards eutees ss covep ee 
E. P. Johnson Rule Mfg. Co. : $ 
Comb. Pocket No. 46, 6 in., per 
PST e a $12.00 
Comb. Pocket No, 45, 12 in., per 
doz. '$19. 





ng, Wood . é 
Folding, Steel . 
Handy Shrinkage ...... 
Lufkin Rule Co.: 
Steel Board .....+s+0+- Oz 





Hickory Lumber ..csseeesece 

Saws— 

E. C. Atkins & Co.: 
Circular ..cccccece - 80810% 
Band .ncccccsccccccccesvece 45 
Batcher .......scc0 eesceces 50% 
Cross Cute ...-ccccccccsecss 20% 
One-Man Cross Cut ....6.05- 20% 
Narrow Cross Cnt ......+.- 2 +20% 
Hand, Rip and Panel........ 20% 
Miter Box and Comnass...... 80% 
Mulay, Mill and Drag... .30&10% 
Ww RP coerce dd% 


C. AF. Jennings & Co.: 








fer dos. 
ft Galvanised, add $1. 50 per dos. 





“Wood Saw Blades .._ Se 
Combination Sets ... as 
Miliers Falls Company : 
Butcher + ed Blades : 
16 


4 18 
Per gro. $13.94 | 14.53 15.15 


ae a4 2 
$16.10 17.03 17. . 

Simouds Mfg. Co. ; a 10% 

uteher 





5 LURT hehe 
Cireular . an 
BE -Ribbaediars o< s sige 


Buck— 
Red, St'd Brace, _o doz..... 
Red, D’ble Brace. per dos...** 
Plain Frame, per doz 





Hack Saw Watee an ames— 
Cc. a. Jennings & ( “= 
rames, Nos. 175, * 80, 334 

Saws, Nos, 175,’ 1s0, ‘compet 
Boh 

Arrow Head Blades ... nats 

Arrow Head Frames. . 3 ; 

Goodell's Blades TrertiT 





Millers ais & 
Inch . 7 8 9 
Per gro. ‘s° 79 $4.04 +. 24 $4.55 
neh 9.... 10 11 125% 
Per gro, ..%5.06 $5.38 $4.25 
Scroli— 


¢ | Millers Falls Co. : 


Rogers, compk te, $4.47 and $5.25 


SCALES— 
John ReGen & Son: 


Jacobs Bros. Co., Inc.: | 
Portable Platform ......20@40% 
We “eubeseeseucce . aS 


SCISSORS— 
See Shears. 


SCRIBERS— 
F. Brais & Company: 
Improved Gem, per gro $26.00 


SCRAPERS—Foot— 
ae Mfg. Co., per @-: 
No, si. —". Cleaner, 8%¢; No. 62, 
Upright, 80¢. 
Richards- AVileox Mas. Co. steal sur 


SCREWS—Bench and Hand— 
Bench, Iron, per doz.: 
1, $5. 85; 14%, $6.75; 1%, $8.50; 1%, 
$14.40. 
Boned, Wood 
Hand, Wood 


Coach, Lag and Hand Rate 








Lag, Cane Pot. <..6c<s+etne 
Coach, Gimlet Point.........++ a 
Jack Screws— 
Standard Lid cccccccccsesvetan 405 
Machine— 


Cut Thread, Iron, 
Flat Head or Round Head... .50 
Filister Head ......ccccvsese WW 


rass: 
Flat Head or Round Head. .27%6 
Filister Head ..... ror 74 
Rolled Thread a F. R. or 
| ge ER O%F 
Filisted Head « 4 
Brass: 
F. H. or R. H., Nos. 8 to 14.38 
Filister "Head ret i] 
Set and Cap— 
Sat Bem) i ccccocevesssuan 506 104 
Set (Steel) net advance over 
rom scccce coccscccccscsecer 
Sq. Hd. v4 eas tps cuss Cee 454 
Hex. Hd. Cap... .c.seeceseetees 
Filister Hd. Ca jon hare 5&5 
ood— ; 
List i> 23, 1903. 
Flat Head, Iron.....+++++2 7541 
Round Head, Iron......-+- 72% | > 
Flat Head, Brass ......- {744% | 8 
Round Head, Brass....... 454 [8 
Flat Head, Bronze .....-++: 354 1% 
Round Head, Bronce......-+ 404 ; 
Drive Screw wecccvecevcees 70s 
SCYTHES— 
Per dot. 
Plain, Grass, Cutting Edge Pol- 
TES ce bensecrcdavsed $9.00@ 39.0 
lca No. 2 Finish. ..$9.50@$10." 
Solid Steel, Web and ‘Backs Pol- 
OO OTS 00a $10.0 
Bush, Weed and Bramnbte, 
| giluieeieaaiae 50a $10.0 
Grain, ointed, ain, dae 
Polished cosagpbess4 ory. 11.0@8i9 
lipper Grain, Bronze 
a © $11. sem 


tee hyp rn Co.: Ar 
ttle Giant Grass........-. 
Little Giant Bush and Weed.. #7 


SEEDERS—Cherry— io 

Enterprise ......... 6% 
Raisin— pee” 

Enterprise ........--. 2% 


SETS—Awi and Tool— 


Millers Falls Company, vid 
doz... : . . 
Tool Holders, vay x. 514.18: 





$10.00; 4, $1 
6, $9.43. 
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FISK 


Advertising 
» Bulletin 


or February 


How we are helping Fisk Dealers this 
month: 


SATURDAY EVENING POST Two pages 
COLLIER’S One page 

MOTOR LIFE Back cover 
TOWN & COUNTRY Color page 
VOGUE Color page 
BOYS’ LIFE Color page 
YOUTH’S COMPANION Half page 

FLORIDA GROWER Back cover 
HOARDS DAIRYMAN Back cover 
SOUTHERN RURALIST Back cover 


Are you getting the benefit of this adver- 


tising—and what is to follow throughout 
the year? 


Write Dept. H for full details 
of Fisk Dealers’ proposition. 


THE FisK RUBBER COMPANY 
of N. Y. 
Chicopee Falls, Mass. 
Pn, a 





mee 


j 
————— 
FRUIT AND NUT NUMBER 


TTHIDNAD OAT 
MLR URAL 
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Cellar Window— 
McKinney Mfg. 


Japanned, per gross, sets.... ‘0-8 50 
Gaivanized ......eeeeseeeee 
National Mfg. Co.: 
No. 70, Galvanized, ®@ doz... .$1.50 
Nall— 
Knurled .. woes ne m4 
Swan's, Knurled, i.) gro. - cveee? 
Rivet— 
Regular list ..... vevenwed porte’ 604% 
Rivet Bete ...ccccccscccssee 60% 


Saw 
——? es 1 0. ‘s. 8 600.98. 4 





te 
Nos, io, 1 5 e 
Special, @ ‘dos... e ° 4 
Nos. 3 and 4 Cross Cut, > 
16.50 | * 
No. 5, W dos........-+- 4.00 
Screen Door— 
McKinney Mfg. Co.: 
Japanned per gross sets....... 
$19.50@$21.25 
Plated .ccccccccece 22.50@$25.25 


SHARPENERS—Razor Blade— 
Hyfield Mfg. Company: 
Hatfield Machine ..........- 20% 


SHAVERS—Beef— 


Enterprise Mfg. Co......... 25430 % 
SHAVES—Spoke— 
Pe eee ay eee .--doz. $1,50 
Wood, doz., 2'4 in., $3.25; 3 in., $3.75 
Millers Falls Co.; 
Nos. 1, $7.35 2, $12.75 net 
SHEARS—Cast Iron— 
7 8 9 in. 
Best ....$3.55 3.95 4.45 doz. 
Good ....$3.00 3.25 3.75 doz. 
Cheap ...$1.40 1.65 2.00 doz. 
Straight Trimmers, &c.: 
Best Quality Jap— 
6 é 10 in. 
$4.35 5.00 5.70 9.00 
wand Quality Nickel— : 
7 10 in. 
$5. S8 6.40 A 11.55 
TOROTE GROG cccvccvzesvs 40% 104% 
Pruning— 
Pexto No. R 70, per doz., $10.25; 
No. 50, $4.25; No. 60, $6.00; No. 


R 85, $14.75. 
Solesore— 


John J. Conway C« 
Wheel Brand Sharp Point Scissors, 


Full Nickel Plate per doz. 
4in. 4% in. 5 in. 5% in. 6 in. 
$2.50 2.60 2.70 2.80 2.90 
Gold Plated Handle and N. P. 
Blades, 
$2.80 2.90 38.00 3.10 3.20 
Tinners’ Snips— 
Stoeh BOG | <> severed ccasnacl 404% 
Steel Laid Blades............ 255% 
Jennings & Griffin Mfg. Co.’s 6% 
OD BD Be cccccvcsscvcccscss ene 
yy > ke.” | errs 16% % 
P. 8. & W. Samson..........0. 80% 
Smith & Hemenway Co., Inc.: 
ek Dev” wccccccesccccss 30% 
SHELLS—Brass, Empty— 
Remington Arms-Union Metallic 
Cartridge Co 
First Quality, all gauges....33'% % 
Club, 10 and 12 gauge...... 33's % 
Paper—Empty— 
Peters Cartridge Co.: 
League, 10 and 12 gauge... .3314 % 
League, 16 and 20 gauge... .33'% 
Target and High Gun....... 3314 % 
Idea} and Premier............. net 
Remington Arms-Union Metallic 


Cartridge Co.: 
Arrow, 10. 12, 16 and 20 enue 


% 


Nitro Club, 10, 12, 16 oak’ ob 
POTTS ere 33. % 
New Club, 10 and 12 gauge. .33's % 


New Club, 14, 16 and 20 gauge, 


33 ‘4 % 
Loaded— 
Black Powder .......++++:+ 33144 
Smokeless Powder, medi- 

Ct EEE icnaericscacd 33%4% |= 
Smokeless Powder, high 2 
GTOEE oo ccccacccsceccses 33144 S 
Smokeless Powder, .410 ~ 
Se ee ep 33144 2 


Bor — "Scout Shot, case 
| 2 - egecletunenrgiinpant 3.65 
Peters mele Co.: 
League, Black Powder......33 14% 
Referee, Semi-Smokeless.. ..33'4 % 
Target and High Gun, Smoke- 
nedssnrevovrvevceees = 4% 
Ideal and Premier ........! 314 % 
— Arms - Union hictuilic 
New Club’ I Black Powders. . .33 14 % 


Nitro Club, Smokeless Powders. 
334 % 

Arrow, Smokeless Powders. .33's % 

SHOCK ABSORBERS— 


Silvex Co., South Bethlehem, Pa.: 


Wood and b 


Iron Wire . 
Tinned Wire . 


+Vesh 20, 
Mesh 24, Nested..... 


SINKS—tIron and Steel— 
Barnes Mfg. Company: 


Good Quality 
Cheap 





Bethlehem pase Spgs., for Ford 
Cars, BOE. ssccose 25.00 
For Packards, Cadillacs, "Pierce- 
Arrow, etc., list set....$200 
SHOES—Horse, Mule, Etc.— 
F.o.b. Pittshurah: 
Iron or Steel. .per keg. .$4.75@5.00 


Fourth grade 


First grade 


Mesh ....++ 


Flint ‘Flexitie polished and 
2 


- $1.05 


SHOT— 
° 25-1b. et, 
Dred, 6h 00. Bovesccoccvceces 
Drop, B and larger...... secbes $ 75 
CREE cvcccocnevs covnssecoces $3.00 
DUM  cosvcievs PPYTTITTT TTT TL 00 
SHOVELS, SCOOPS AN. 
SPADES— 

Plain Back and Back sep. 

FOG MIS ee hkcedecene + 20854 

Second grade 60 cecccevees LT5S4 

oF errr cocce LOS 


Back Strap and Hollow Back: 


DOC GIEO. 2c cccscenctveced 10% 

eg PO arr rs 5% 

POE GEE: . oes cckeesceoe List 
Snow Shovels— 

Long Handle, steel blaae. .$3.50@4.00 


ail. D Handles, 
$4.50 


SIEVES AND SIFTERS— 
Hunter's Imitation, per doz... 
Hunter’s Genuine, per doz 
Sieves, Seamiess, 
Per dozen, 


Metalli 


a Se 


Cast Iron, painted, 20 x 36 and 
GMP ac rcccesssosccsennt 35% 
Cast Iron, painted, 20 x 40 and 
TATHEE cc ccccccceseececsan 33 5 % 
Lalance & Grosjean: 
GS Re Oe. ccccvese +22 25% 
SKATES—Ice— 
Conron-McNeal Company 
Extension Rocker and ‘Hockey : 
Men and Boys, per pair: 
DE eceosedseneceseee $0.70 
Polished and vee gin «es 1. 
compere, polished and 
SENUEE  -cycacccctpopowts 1.50 


p 
* Girls’ a Ladies’, per pair: 


Polish 


Polished and plated 


a 


be 
2 


ated 
Sent. Hockey 
pair 


Harris 
and ¥% bbls. 
25 TD. tins, 


each. 


SOLDER— 
Half and Half.. 


SPOONS AND FORKS— 


Silver 


polished 
all kinds, 


SNAPS—Harness— 


German 
Domestic 


Niagara Falls Metal Stamping Works: 
Niagara Harness and Rope.. 


ne 


SNIPS—Tinners— 
See Shears. 


SOAP—Automobliie— 


Harris Offi Co.: 
Motorcar 


Soap, 
per 


Plated— 


Miscellaneous— 


German Silver . 


Tinned tron— 


FOB secvevscee 
Table 


Chicago (Coil) 
Reliance (Coil) 


Perfect coee 


ac 
Half Bright .. 
B 


SE soaceeasa 


Fainted Seat Sorings: 
1% #2 £24 in.. 
1% «£2 #26 
1443 « 28 


coovces per gro., 
eovece per gro., 


SPRINGS—Door— 
Chicago Spring Butt Co.: 


eoerecccece 2045 % 
Morgan Soring Co. : 


$6.00 
ven en e $6.50 


++ per pair 75 @80¢ 
... per pair 80@85¢ 


- per pair $1.20 


SPRINKLERS—Lawn— 
Enterprise 
Stuber & H 
$5.60; 2, $3.90; 


8, $2.50. 


eswe'e $1.25 


1.05 1.10 1.20 
$1.25 1.25 125 165 


Sieves, Wooden Rim— 
Nested, 10, 11 and 12 Inch. 
Mesh 18, Nested..... doz.$0.90 @$.95 
Nested..... doz.$1.00@ 1.05 
doz.$1.40@1.50 


- 40% 


™., 15¢; 
$4.00; 10 fm. 
tins, $2.00; 5 ™. tins, $1.15 


25@30% 
k: per doz., Nos. 1 


@5.00 


$1.00 
Cc 


20 


$2.10 
$4.20 


-830% 


@6.50 
@7.00 


@1.25 


SQUARES— 
Rosewood Hdl. 
T-Bez els 
Iron Hdl, 
Bevels 
Athol Machine 


Morrill’s: 
08. 
Per doz, $8. 


uum— 


vi — 
brush 


TACKS— 


Copper Tacks 





sortment No. 


Copper Nails ... 


Co. : 
Combination .... 
to 


1 
00 


5| Carpet, Bill-posters, etc... 


Finishing Nalle— 
coeecee oper 1b. 50¢ 


case lots... 


Nickel Plated Steel and Iron. .33\%4% 
chlo peveon one 


oc cccvceecancesoece 30&7 4 % 
SQUEEZERS—Lemon— 
wh ir Poveda Lined: Per dos. 
Good GE. Soccnesevsees ec ae 
Tinned Iron: 
LOW GOOEC. cc sccees ostesesese 
Medium quality...... oecncce ue 
IE. wecuee ees cceaperennese 
Iron, Porcelain Lined. ee * je: 
STALLS—Cattle— 
Hunt-Helm- + pen Co, : 
Star, Steel .....eceeereee++20% 
STANCHIONS—Cattle— 
oy Helm, Ferris & Co.: 
MaP cccccce cocccccccccss come 
STAPLES— 
Barbed Blind ........+- per lb., isd 
Electricians’ sesccccccccscece 05& 


Fence,Bright, $2.10; 
Galvanized. .$2.95 20. b. Pittsburgh 
Poultry Netting .... 


STEELS—Butchers’— 
Jobn Chatillon & Son: 


. In bulk, 


Chatilion’s ....-ccce eoeses List net 
Foster Bros.’.....+++se0++ List net 
STEELYARDS— 
Peck, Stow & Wilcox Co........ 10% 
STOCKS, DIES AND TAPS— 
OR. ncusass tectenvesteaverun 254 
Hand Taps 3344G5% 


M.S. Taper Tans” Mos. 2 to 12 inc. 
0&5 

M. S. Taper Taps, Larger. .334%3&54 

STOPS—Bench— 


2 
$10.00 


STRAPS—BOX— 
Acme Embossed, 
Cary’s Universal, case lots...... 
Stanley Twinrold, case lots.... 


STRETCHERS—Wire Fence— 


Bissell Corst Suomee Co.: Per doz. 


—— ~ B. | ee $4 

Tr mph, co B. *. Nic.... 38.00 
Parlor Qieen, Cyco B.B. Nic. 35.00 
Elite, Cyco B. “ar 34.00 
Am. Queen, Cyco, B. B. gm. 32.00 
Princess, Cyco, B.B. 30.00 
Grand Rapids, Cyco B. B “Nie 29.00 


Grand Rapids, Cyco B.B. Jap. 26.00 


Universal, Cyco Bearing Nic. 27.00 
Universal, Cyco B. ap. 24.00 
Standard, Nickeled Fittings. 25.00 
Standard, og 4 —** . 22.00 
Grand, Cyco BRcb aces 41.00 
Grand, Cyco B.B. Jap...... 38.00 
Superba Vacuum Sweeper, 

with Drush ....cceccres 68.00 
Grand Rapids vac. sweeper 

With BHGOB. 6. cc cccsccene 6.00 
Honsehold Vacuum Sweeper, 

With Bruel ..cccescscsse 5.00 


Subject to guaranty allowances. 
SWINGS—Lawn and Porch— 


Myers Low Down Roller..... 
Myers Porch Swing 


T ACKLE—Fishing— 


Wise Sportsmans Supply Co. 
“Jim Dandy’’ bait, per dos. .$6.00 


¢eceese seh Oi ee 
Trunk Nails, etc.... 

See also Nails, Wire. 
Double Pointed— 
Double Pointed Tacks.. 
Thumb— 
Solidhed Thumb Tack Display *.. 
22 $8.5 


ee eewee 


eececee +s 20% 


20% 


-- 15% 


++ BB% 
eo eeccees sB0% 


List + 5% 


eee ewerene 


6%¢ 


30% 
20% 


1.00 


- 10% 


TAPES—Measuring— 
American Asses’ Skin.. 

Patent Leather .......... 10s 
BS 28 cedss ees 20g 





Lufkin Rule Co.: 


Asecs’ Skin ........2! '@22 
Metallic .... sic 
Patent and Bend, Leather, 10% 
Pocket ...... 20@25% 
eS eo eae gas 
Wiebusch & Ili 
saa “aaesaaad 8 Netallic No. 341, 
Chestermau’a” Stvei,” “So!” yonee™ 
KERGRE ico ks «oo Ca 3085 % 
TAPS— 
See Stocks, Dies and Taps. 
TEETH—Harrow— 
Steel, plain or headed, % 


and larger, per 100 lb. smotias 


THERMOMETERS— 
Tin Case, Cabinet, Flange, Dairy, 


Ce ccc recescescessssseans 


TIPS AND BUMPERS— 
Diente Tip Co.: Box Compiete, 


See EbEEE sc ceke ii $11.00 
Rubber — Nails, per gro., New, 


0, 50¢; 1, 45¢; 2, 35¢; 
Bumpers, per gro., Nos. 1” ay 
1%, 45¢; 2, 50¢; 2%...... 80¢ 
Wood Peg Tips, per gro., No. 1, 
$1.25; Stetson Tips...... $3.00 
Blotted Screw Tips, per gro., Nos, 
231, $2.25; 252, $33 
$3.60; 234 50... .3 scam 40% 
Rocking Ghatr Tie, per doz., 
PEGs ise ewehccve soccconkee 40 
Cement— 
& Jheney & Son.......... +++ 0% 


% | TOOLS—Haying— 


Hunt, Helm, Ferris & Co. 
ae and Peerke P88 Ttay Fork 


Shaaadee and Peerless Sling Car- 
P. Ei Pulleys, Forks, etc... .80% 
Ha Fork Unloaders ; Myers 
Double Rail, Myers sing 
Rail, Clover Leaf and Faw 
less, and all wood track fork 
unloaders 
Sling Unloaders; 
Grip 


Myers 


‘ and Cross Draft .... % 
os. See. eae 2 Ses $7.25 Steel Prrack and Steel Track Le a 
~ See ne < comes ao Se "a GD 66s ptenewetecssceban 

Little Giant. per Bor, """ "$575, Myers Hay orks, Slings, Pu. 

Star, No. 482, Plain Bearing.$9.25 leys, ete “agber sc’ 9 oee 30% 
Star, No. 482, RollereBearing . $9.90 s ag : 

F. J. Townsend: Simonds ye, - + 80% 

ay = ompnleepies: James Swan Co............ +0 80% 

TORCHES— 

STUFFERS—Sausage— Hammer's, Engin © du.3.0 $6.50 

Enterprise Mfg. Co. : P. Wall Mfg. Supply Co.:_ Dread- 

Stuffers and Lard ee Ts % noe : ll a bi 

25 @ + low orches. per * 

_ 5 No. 8. $16.50; No. 21. $20.00; 
SWEEPERS—Carpet and Vac-| Torches Po 00} No: 1 MG 


TRACK—Barn Door, &c.— 


Sliding Door, Painted Iron, per 
MP Wee eabwakasescoecccviaene $4.75 
Griffin’s: 

XXX. ® 100 ft., 1 x 3-16 in. 
$6.00; 1% x 3-14 in., $7.00. 
Hinged Hanger, ¥, .00 ft., 1 n 
8-16 in., $6.50; 1% x 3-16"ln., 


Hunt, Helm, Ferris & Co. 
20th Century, round, per r 100 ft 
per 100 ft.......++. 0.30 


Mfg. Company: 
Hanger Track, ® ft. 


Flexo, 


McKinne 
“Hinged 





Myers New 
Way and Giant Tubular pi 
oan = 


Myers’-Stayon Track. 


and Hercules covered 
Faultless self-cleaning 


National Mfg. Co.: 


Rraced Rail, ner 100 ft. 
Storm-Proof Rail, per, 100 ft. sia 
0.¢ 


Richards-Wileox Mfg. 






Tag Screw Rail, No. 65.. 
e Pg 5 4 t'No.'3 8 ft 


@ Ss 


es $4.25: 62, Py 50: 63, 
Be a $5. 75: 68, $6.25; 
Hero, Adj. Track, No. . 20% 
Adjustable Track ‘Tandem. Trolley 
Track, No. 16. 30% 
Royal Adjustable “Track No. om 
0% | TRAPS—Fliy— 
Balloon, te or — doz., 
TIEEME coc cieses.- , 60 
Harber, Chambion or coum 
OS = $12.0 


Safety Wire Gaa Globe Comnany: 


Columbus Sanitary. . 





per dos, 80.85 
per 


r gross $9.00 
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LASHLIGHTS 
Bullseye No. 2 


RECUPERATION 


Novo Batteries recover an unusually large 
percentage of consumed energy; they will 
help you regain many customers who be- 
came dissatisfied with batteries that cor- 
rode or lose energy. 








Novo Batteries are Guaranteed ees °° exe 
Not to Corrode or Leak e ae 


It will pay you to handle NOVO. Write now li 


for our .Catalogue and Discount Sheet. 
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Stock L-A Spark Plugs 
And Sell Every Possible|Prospect at a Profit 


No matter what size or style Spark Piug with a compartment containing a carefully 
your customer demands, you can say, selected stock of L-A Spark Plugs in all 
“Yes, sir, we have it,’ and pocket the styles and sizes You are urged to get 
profit every time, if you carry a complete in touch with your nearest hardware or 
line of L-A Spark Plugs auto supply jobber or write us direct im 
Get This Counter Case Free. mediately as we have only a limited num 
‘he L-A Counter Case comes absolutely ber of these Counter Cases for free 
free to dealers ordering an initial ship distribution. 
ment of 100 assorted plugs. It is oe LOCKWOOD - ASH COMPANY 
in full mahogany and the finely litho- - 
graphed display board sets off the 8 best 1453 Horton Ave., Jackson, Mich. 
sellers to added advantage. 
This Counter Cabinet is also provided 
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oes Sonng Comp part of our 


Marine 
Plain No. 299 Leather Packed Short Pat. Marine li . 
sg BOWEN MFG. CO. 28 
‘Spring 


Og EMPRESS nrftse'2Bes tigen 
y a ii "wen 





AUBURN, N. Y. Write for full 


Lock CATALOGUE ON APPLICATION Wire Lock 


ba ? i 4 , a) information. 
Ss ¢ ¥ g @ | Ask for 


Sty’ 


meuinie & le Style le ‘ 
a oy i “LOL. “K" OG COC Gor Wing T. Catalogue L. 
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Game— TWINE—M iscellaneous— WARE— Spooled— 

Niagara Falls Metal Stamping Werks s Flax, % and %-lb Balls: Enameied— Annealed and Tinned. ae 
PE + 90s rapeke ceuh one 80° es. Wes c whee nbpc ord ets + «se -38¢] Lalance & Grosjean Mfg. ons Brass and Copper............- 16 
Pee ae 75&10% No ? :: etna wre ange Giadaie ab oan 0 ae 35¢ —, Nickel Steel Ware....15% etastlers’ SBE. per box. oe 

. . V | WROTTTTTTTYTTrL TT MBD-RE eee eee eee eeecnees 40% 
Oneida Community Lia. | Noe Mheererrreis waite] Ant white” ssid 25252525389 
ae : WR. Abs te enevsecvespoenttuu 31‘4¢| Vollrath Co. : WIRE GOODS— 
With Without - 

Size Chains dae Cotton Seine, per Ib. New Ideal Kettles, Cast ee. pee Wire Goods........ sé 
oe 103 8 18) Soft Leid thrend-—-6 Y44: 9, 36¢;| Imperial Hollow Ware, Cast lroa, Con aed basalder Hoo Re 
“Gh Pipher: be 2 fi Os larder. cceces ésaer ¢ 80% r 5. cam 

No. 1% -+ee 1.80 1.44 Medium Laid thread—6, tie; 9, Enameled Ware, Steel, White Witant Wits Goods 
 § 7 ::ol ae 2.16) 42¢; 12, 3Y¢; 18 to 42, 35¢ and White, 30&10% ; Special Brass Wire Goods... .| || 7a 
No. eae etches coe $08 larger ob 6s brane bbeURO ocee dB VG Blue, 30&10%. Cup and Shoulder Hooks ht 
Hard Laid sfhread—6, Sit; 9 34¢: "y 
Oneida Jump— Per doz. , 40¢; to 42, 36Ya¢; 9¢7T,| WASHERS—Bibb— t 
Witt Without win 
Size Gaeies Chains ae 2 to 4 oz. balls, im bar- Durst Mfg. Co.: £ re ANS [7 
Me. @ seccose $1.38 $1.06 rels 31v¢ in 5-lb, ane 3 4¢; Dumaco, all sizes, per 100,....60¢ Re i Poultry Nettin 
No, Do see eeee 1.63 1.22] Trot Line, in balls, % to 3 Ib., Before Weaving ..... 70.5 1082%6§ 
a . rene zoe ee in barrels, Nos, 1, 2 and 3 ib WASHERS—Cast— After Weaving ....... 707 5&2 Vf 
0. & Mrseevee ae -« / 4 ss ? 
ce ii2: ‘ov 26! per lb. teens srseeeeees SLE Over \4-inch, barrel lots, — be ne y Farge Per fa 
ES wade tenet 8.57 8.06 | Cotton gi revving. white, 5 balis per Ib., 34¢ Ih sayy me a w 
MO. BS covsces 4.76 4.08 to ~ or Steei— P es ronse, 
Ms S: Geckess 5.61 EME) COMMON. dcscicecesiveseccele $10.00. 
i is : Ged sisccekeesdvsedeuteis at % % Standard Galv. Hardware Grades; 
Newhouse— Per doz. ] . : Washers p40 6.50 Fi 20 5.00 $0 100-jt, rolls, 24 to 48 in, wide 
Size With Chs sins Cotton Wropping, variegated, ’ 
No. 0 $2 F Gill bb Tas gavekeidepssete 38¢ gene’ o hae prices ore besed onl} ws 100 sq. ft. 
ain 1 26 A * , é o INO. CBR sccecercccesse - £0 
Ne. 81 "Lib balis mee 4 andl In lots less than one keg add| N2% 2% mesh.owessseesee, 
No 1, apne tal se 4 American 3-Ply Hemp, 1-lb. Bells, pe per Ub.; 5-Ib. boves add V4 No. 4 mone Seabee 
ENS ME EG GRR ARES “72 . eS Serer 
ag daa ad ge 3.00 | /ndia 3-Ply Hemp, 1%-Ib. Balls Leather, Axie— Ne 6am... 
My BD venentvniencecees 5.84 (Spring Tovine) ..cccccccccoes I Sons core covcerrcescoces 75& 108 Ne. 7 mesh, o0c0eecccce scan 
Nor Bipereceeee cco: 9-17 | India, 3-Ply Dark Hemp......... oe) oo tll al ela RI neg on oie a ies oot 
See + Rese ene esa’ vie x's "se | India, 3-Ply Light Hemp......... 18¢ 2 23 236 b et os 
es BB. ccccccescrveseese .78 ; ” 
No. 8 7.78153, 4 and 5-Ply Jute, ¥4-lb. Bails, wy 6H A per bos) Regular “Peart,” Set, per a8 
NO. BY eceseeeeeeeeeees 10 2 ye i. ecgamahecas Tica $3.25 
i Ti -s a0 ties weucane se ).17 Bel . ‘““ vad 
a eget gernaets 22.281 Common India, No. 18........+.- 19¢| WASHING MACHINES— at _ Bde 
NO, Bice eeeeeeeecereee 66.691 75. 264 Mattre \y, % Ib See Machines—Wasbing New York Wire Cloth’ Go. : 
BS Re ic y Fe 155.81) Ne. 2 Mattress, % and % lb, Screen Cloth galy. pe 100 sq. ft. 
Coate 


Triumph Trap Company, Inc.: 


a Grip Less than Bbl. 
M BIB cccccescvess $ 1.88 

No BED sceveevccors 3.13 
EE oabrbeceewvue 875 
IE, GG cv scowonces 9.15 
No. 415 .. aie a . 21.10 
RO MOON vives rc45ee+5 BL10 

Triumph : 
MO, BD crccsvesecsons $1.15 
PE pk eves ovesee: Se 
No, 1%. vteecsae Bae 
Pe avers ddseuns . 2.85 
Ce! yindien sys ewene 3.82 
No. 4 socvescccvcess 4.50 

Kangaroo 
_ St RTT ETS Te ee $1.38 
NS errr 1.63 
Sa S 2.44 
ce DB  cevescsecoes 3.57 
No. 3 5.20 
No. 4 6.73 


These prices are with Chains 


Mouse and Rat— 
Mouse, Wood, Choker, doz. holes, 
20¢ 


Mouse, Round or Square Wire, 






08., 
Lovell Mfg. Co.: Per doz. 
Erie $1.2: 
Easy Mouse 2! 
Rex Mouse ...... of 
Sure Catch Mouse . 15 
Delusion Mouse 1.00 
Mascotte Mouse 1.00 
Tin Choker Mouse . . - 
Wood Chokers, doz. holes.... .14 
Niagara Falls Metal Stamstng 
Works; Enticer Rat......... 50% 
Oneida Community Ltd. : 
per doz 
Vietor Mouse ......sccccees $.15 
Hold Fast Mouse.........-. 15 
Vietor Rat ...ccscccccceess -60 
Hold Fast Rat........00506- -60 
Official Rat .....sscceeeees 85 
Tin Choker Mouxe.......... -70 
Wood Choker Mouse, dozen 
Di. s¢bebeesehevaateede .15 
P. 8. & W.: 


Hopper, No. 1, with Chain, per 
1 


ic een ce bs 4k bh een ene 0 

Hector, Nv. 1, with Chain, per 

hs nus cvbercesebesvaneus 1,15 
TROWELS— 
Wm. Rose : 
Phil. Pat. Wd. Hala. 
$10.85 075 11 11.90 
10 % 1 11% in. 
Wide Heel, Wi. Hdles, 
$10.65 11.05 11.80 12.20 
10 10% 11 11% in. 
E. C. Atkins & Co.: 

Plastering 2. ccc cccccvcccece 35% 
TRUCKS—Warehouse, &c.— 
McKinney pety Co. $ ench, net 

No. 1, $18 No. 2, $16.50; 

No. 3, $13.50 
TUBS—Wash— 
Net, per doz. 

Nos. 0 2 
Galvanized ....$7.00 8.50 9. 50 11:00 
‘Cyprese— 

Eagle Woodenware Mfg. Co. : 
Nos. 1 

$13.50 12.00 10.50. - -25% 
TURN SUCKLES— 


Sereen Door, 


National Mfe. Co. 
per dozen. .$1.00 


No. 195, Japn’'d, 





Balis, according to quality, 
One 


Cable laid ion, Na. Be cvrgse 
talian, A, No. 18, 42¢; B, 39¢ 
Wool, 3 to Ply oc cbeesceee -12@14¢ 
VarnisHes— 


Moller & Schumann Co.? 
Hilo Flat Finish, per gal....$3.50 
Hilo Floor Finish, oa wo. 3.25 
8 25410% 
Montauk Paint Mfg. Co.: 
Di-mel-ine Furniture Varnish, 
Per oh $10. 80 
Di-mel-ine Varnish } 







+ $10.80 
vViIsEsS— 
Solid Box— 
Under 100 Ib.sscccceececesess 3 
ver 100 Ib...sseee ccccce ban 
Hand— 
Athol Machine Co.: 
Hand Vises ...... ccccccccc cee 
Parallel— 
Athol Machine Co.: 
Simpson 
Standard 
Starrett, Improved 
Vise Attachments, 
600 Line, Stationa 
600 Line, Swivel 
Millers Falls Oval Site Pattern, 
2% : 
$1. 53 i. 76 2 4s o78 3.96 
Parker's: 
Victor, net list; Regular..... 10% 
Eclipse ...ccesceceerseevecs 5% 
Combination ‘Pipe * 50@ 50810 4 
Trojan ...ceceee vensseneunseeeee 
Pipe— 
Athol Machine Co. : 
Combination .....+eseees - 50% 
Parker's Combination: 
87 Series, 50%; 187 Series, 


, Competi- 
WE 50k10% 
60 % 


40%: No. 870, 40% 
“= Combination. 
TERED cccccccvcoccssecesecs 
3. H Williams & Co.: 
Vulcan Chain Pipe ....... 20&10% 
Wood Workere— 


Athol Machine Co.: 
+ -25% 





Simpson 
Standard 2+ +25% 
VULCANIZERS— 


Cc. A. Shaler Company: 
5-Minute, $1.50; in doz. lots. .80% 





List ee 
Tube-Kit for Fords...... $1.75) & 
REED ceccccccscveve 2.00 & 
DGGE ccc esccvursece 2.75 
Vul-Kit woccceccccvcese 3.50 
Motorist’s Electric Heated 
Model .....+++ $12.50 less 25% 
W avs— 
Price Per M New List 
BD, Bin FE .B ccc cvcvccecensscved 33% 
B. B., 9 ERE 10... cccccssccvceves 33% 
s E., 11 up. 3344 
hy AE RRS: 3344 
WAGONS—Coaster— 
Hunt, Helm, Ferris & Co.: 
Overland and Star.......... 35% 
WAITERS—Dumb— 
Sedgwick Machine Works...... 20% 


WASTE—Cotton— 

W hite a Ib. Colored her lb. 
No. 1....--16%¢ NG. 3s sccow une 
ag orene ae 

eorges 15¢ 

4g 3 db, * bags. (bttdubetewserens 18¢ 
WEDGES— 
Obl Finish wocccseseeees Ib., 1@4%E 
WEIGHTS—Sash— 

Per ton 
Ban BG: oc vccivvce ces $37.50 
BS POON ce rctacsexvebucet $35.00 
WHEELS—Welil— 
~, Y Ee fF ers 45&54 
WHIPS— 
Drop Top Whips, per doz....... 80¢ 
Str’t Buggy Whips, per doz. . -90¢ 
Featherbone Whip Co.: 

Drop top rattan, per doz....... R0¢ 

Straight Rattan Buggy........ 90¢ 

Drop Top ‘Featherbone’’... ..$1.60 

Straight ‘‘Featherbone”’ Bugey 1,87 

Straight ‘‘anti-whalebone,’ 

SE dad Ssbow nbs aveaiees 7.00 


WHITE LEAD AND OXIDES— 
National Lead Co.: 
Pure White Lead, Dry and in 
De Rivcc sens iveetweoaeei Re 
In 100, 250 and 500 ™ kegs. “ois 
= = and 50 ® ke 


In 1, 2, 3 and 5 
sorted (100 ‘s a cose}. 12%¢ 
On lots of 500 pounds or more, a 
fiscount of %¢ per pound is al- 
lowed. 
Dry, Red Lead and ear rang ct: 





In 12% ™ kegs..... 
Red Lead in os 
In 100 ™ kegs...... 


In 25 and 50 “ kegs. 
In 12% @® kegs.... 


On lots of 500 ponnds or more, a 
Miscount of % cent per pound is al- 
lowed. 





Red Lead and Litharge, in bbls, 
and % bbls. same price as in kegs. 
WIRE—Barb— 

See Market Report. 
Fence— 


Market 100 Ib. Bundies— 
See Market Report. 


Bright and Annealed: Per 100 Ib. 
6 and 9 Le.l. 1000 
and over to retailer. ..base $3.25 


Smaller sizes take fence 
ertras: for. — 


Nos. 17 
Per 100 Ib., f0.98 45.00 45.4045. 98 9.70 
Small lots out of store 
Nos. 16 17 





Per 100 1b., $7.45 $7.75 $8. 20 #. 70 $0. 25 


Opal Zine 
$2.45; 14 mesh, $2.85; 1 
Chebvicecdece cuceb eat $3.30 


mesh 
Reynolds Wire Co. 
AluminA Rustproof aly. 
+g aw n, Gb. mob. 2 f5: 
95; 16 mesh, $3.40 
an Red Sclvege Black, 12 mesh, 
14 mesh, $2.35; 16 
mesh," 5. 


WRENCHES— 

AQricnleerdl occcccscecccce eee AM 
Alligator or Crocodile..... one SOE 
Drop Forged S..... 

Stillson pattern ........ om s 
Genuine Stillson ........000 
Athol Machine Co.: 


pid Tr 
Bemis & Call's 
Adjustable s. 
able 8 Pipe, 30% 5 


30&10% ; Adjust- 
Str’t Hd'le 





| a a n Yo; Briggs Pat- 
35% ; Combination 
Bris ‘ht, 40%. 

Steel Handle Nut......... 404 10% 

Combination Black ....... 40410% 

Merrick Pattern ......... 404 10% 

Motor No. 80. coos ++ -B0Q10% 

Steel Handle Screw. 40KT 

Wood Handle Screw... ..40&7%% 
Coes’ Genuine Knife Hdl..... 33 '5 % 
Coes’ Genuine Steel Hdl..... 3344 % 
Coes’ Genuine Key Model....33'5% 
P. 8. & W.: 

No. -_ oe cerbeese 

i are a 

Aeelaisanal ous » tend 
Pexto, Stillson Patn....60&10&7%% 
Lakeside Forge Co.: 

Drop Forged ......eseeeeee. 45% 

AGsastadle 2.2 oc scccccccccce 50% 


Frank Mossberg Company: 
Sterling No. 1, N. P. es 
Set $2. 00; No. 





10, $5.34; No. 14, $8.00; 
BOs BD ccccveccecececess $12.00 

Service, Set, 

et, Full Finish, 
adbscsedhebecstnaere $1.37 

Wrench, Set, 
$2,67; No. Bi ubeee cane 14 
Niagara Falls Meta! Stamping Works: 

Single and Double End Vest 


FOMCMIS once sc cccsccces 
Kichards- Wilcox 
Sbark Adjustable oy gh 
Wizard Adjustable Kate et on 


Whitman & Barnes Mfg. 
Agricultural .. 0.6 cece cseeere 
Alligator Pattern, Bulli Dog. . .70% 
Machinist, case lots..... 40874 % 
Loss than case ets. ct aceeees % 

ailroa ‘ial, case lots, 
vi dost ys 
Less than case lots. . eT TTT ++ 40% 
J. H. Williams & Co. 


Agrippa Chain Pipe 23% 410% 


Vulean Im ed Pein Pipe. 
prov ” Mates 


WRINGERS—Mop— 
Eagle Woodenware Mfg. Company? 
Eagle Mop Wringer and Bucket 
Combined : 





uantities, vis.; to 
b. and 100 to 499 a Domestic 10 qt. per doz.. AS 
extras are charged. Standard 14 qt. per doz. BR 
Galvanized, subject to same Janitors 22 qt. per doz....- ™ 
PE, x ctndadin dane base $3.95 ba =~ Mop Wringer Co. : 
Coppered, subject to same agg ge ol oo Wood... .$21. 
SE: pete res eines base $3.75, No. 3 Family od é 26 
Tinned, subject to same No. 4 Fam. Size, All Tron.. 34.00 
| er base $4.25 JIonitors, per doz. 
Stone— Ho. 0 Extra Large hocscoue ae 
Less than car loads to retailers.| 3: ; Hote at Tron... 40.0 
Bright and . foncetes , Less 40% 


Note.—Slightly higher for ex 
West. 


WROUGHT GOODS— 
Hasps, Staples, &c... 
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Save power and money for your customers by 
selling them EVER-TIGHT Piston Rings. Guar- 
anteed more compression and less fuel. Write us. 


Ever-Tight Piston Ring Co. “““se'iocit'mc: 





yen eee. 
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Adams Auto Top Holder 


“Stops the rattle—saves 
your top”’ 

Neatest — Quickest — Strongest 
Dealers everywhere will find a ready sale 
for this best of all Top Holders. As 
ornament to any car. No unsightly pre 
jJecting arms, nor dangling straps. Can 
be installed in two mi » and operat 
quicker than any ether. 
Two sises—%” holes for small cars. 
%” for large ones. 





Price, $2.00 per pair 
Write for discounts to dealers. 


ROCK ISLAND MFG. CO., Dept. B, Rock Island, IIL 














KING 
“HANDY-CAP” 


FORD RADIATORS 


ELIMINATES. ‘ALL 
CAP TROUBLES 
SLIGHT PRESSURE AT BOTTOM OF CATCH 
RELEASES CAP. 
NO BURNT FINGERS—NEVER LOST. 


INTERESTING PROPOSITION TO 
DEALERS. SAMPLES POSTPAID $1.25 


earn MANUFACTURING CO., INC. 
PENNSYLVANIA 























CONVERSE 


cr 
a di Bid Wid a VY 
TIRE 


A 
“MASTERPIECE OF MILEAGE” 





The Road to Ruin 
is Paved With Bad 
Substitutions 


SAFETY 
aliedl 









SOUND 


SPARTON 





SPARTON o'r n * sero 


Dispels all dangers lurking on curves and hills of 

earthly highways. Their use ensures practical 

preparedness for all road emergencies calling for 

warning. 

Regular equipment for 42 High-Class Cars. Quality 

the Reason. 

Price: THE SPARKS-WITHINGTON OO. 

83.00 to $15.00 Jackson, Mich. 
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yc 
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‘CLAS a COLUMNS 


It does just as well. Allow seven words for 
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Help Wanted ated Business Opportunities 


Original letters of reference should) WANTEv—suine guvu "NOw .. MAN who, because} FOR SALE—Stock of. saga 
not be inclosed with replies to| specialties for. Chicago ond ibility and experience, willjand plumbing material; located ip 
advértisements appearing fn these|territory. Can carry stock. capable manager, sales di-| Eastern New York; wild goat 
columns, as they are frequently mis,| buy or handle on commission. r salesman for a concern re-|the building with dvelieg. 

é @ man of breadth and ca-| hardware in town located in a large 
ty dairy section, nearest business of 
This man is thoroughly trained in|the kind is ten miles. Have LS 
Hardware, Sp orting Goods, Ammu- here fifteen years; poor health req 


OF EXPERIENCE change. an excellent 
0 take up 


we 
position with manu- ill | inventory $5,000, Ad. 


in touch with Eleven years’ experience 
the hardware t j Sou eee FOR SALE »” care Harpwass Ace, 


on commissio 8 
; of references; age 3a and well ac- 
what territory uainted. Abiees éR, R.,” care 


SS ie arpware Ace, New York. 




















adjust himself to systems and prin- Good clean ha 
ciples noma proven. He hasijs m, 12,000 imhabi 
health, large pacity for work and ) isville. I 
is absolutely 0 in fine-t 
. . 1S THE PLACE FOR] The man ln oS is now em- n pout $11, 
integrity, en- MESSAGE, FOR_ IT|ployed, but wishes to make a gune rasc 3 

js the hard- career is offered é. fe. 
charge of the * care Hagpwane Acz, 


SITUATIONS 
WANTED 


ome financi-| ° 


mally interested 
bustgees. Give = a) ~STEADY POSITION ties | 


a, Addreg wae steam yo P- 
rin y an 
ARDWARE AGE, ee 6 re — BUSINESS 
han. Adg OPPORTUNITIES P—Stock ‘of B 


in every ‘section of the United 
States. Address ‘ WwW. &..” ean 
Haagpware Acg, New York. 


























NT 





READ THIS 
EASTERN JOBBING AND DIS- 

TRIBUTING HOUSE, with live] Y° 
SALE : oe oraaniaation, sangre 0 repre- 
i : sent in New England a more 

caliber to manufacturers EE and spe- FOR SAL 


all fines count: 
open for| Cialties. Address “C. R.,” care Hap og ATO Illinois. 


ences. Write ware Acz, New York. lished 25 years and wi 
A. K.,”” care} ough investigation. Cleat 











references 
ence will b 
“G. B.,” car 
York: 


are Advertise it in the Classified 
Columns of Hardware Age 


and experie 
n re 
Advertising on this page brings results. 
Hardware Age is the world’s greatest hardware paper. Its circulation of 
17,000 copies weekly represents an interested reading list of over 50,000 


hardwaremen. 


If you want a new position, 
If you want a new salesman, 
If you want to sell your present business, 


o 
WANTED : If you want to buy a new one, 
ec ‘ : ‘ E 
ay *- les from There is no place in the world like the Business Exchange and the n stock of hat 
b H 4 brick store 
apsreneed, in Lbs Employment Exchange of Hardware Age for reaching established mts, 
Ace, New York. hardwaremen. a. Ys 
- ° Il invoice about 
Rates are at the top of the classified page. Get your advertisement in now. P 2 ari 
YOU HAVE OF ison, 
waa? woud Davison 
THA You e' 
OBTAIN A PC 2 A DESMAN 
IF YOU WANT TO GO AFTER| facture of cutlery and 4 years in| paved streets, electric lights, good] LOOKING FOR A PosITION 
iT _ IN A NATIONAL WAY | buying and selling same for job | schools, etc.; $10,000 stock of hard-;OR FINDING IT IMPOSSIBLE 
USE THIS SECTION—IT MAY'| bing house, wishes position qs de-| ware, pointe, stoves, furniture |TO GO HIGHER UP 
COST YOU A “LOWER” IN A| partment manager or in responsible} Undertaking business combined. Did) HE 1¢. WISHING TO MAKEA 
“PULLMAN,” IT WILL] position in large retail or wholesale} $35,000 business last year. Must be|CHANGE, WILL FIND 
PROBABLY GIVE YOU Aj house. Address “G. T.,” care Hanp-jcash deal. Address “B. F.,” care SECTION THE PLACE TO 
WOPTH WHILE “BERTH ” ware Ace. New York Harpware Ace, New York. TELL HIS STORY. 








eee eee 
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War conditions bave brought about a great shortage of 
vaper-making materials. Paper makers, deprived of their 
ooual source of raw material, are paying high prices for 
every pound of waste paper the 
that even higher prices will 
business men and householders—should take advantage of 
this opportunity to convert all waste paper into profit. 

To save and handle waste paper safely and advantageously 


you need the 


FIREPROOF 





in the corner. 


The Schick is strong, simple, easy to operate and most 
r ler on the market. 

er ny than a pile of waste on floor. Helps keep 
your establishment clean, too. 


ing because it 


Pays for itself and earns money for you. 


Many of our customers say that the Schick 
Baler ys for itself the first year; some say 
it will do it in a few months. Depends upon 
the amount of waste you have. Made in 


b for This 
ook 


‘How to Make Money in Waste 
Paper’’ will reveal startling facts 
Shows enormous loss in 
waste paper destroyed. Tells how 


five sizes. 





can get. ospects are 
offered. Everybody— 


BALER 


R ert waste into cash—protects against fire risk. 
oe eas wie the most potent source of fire—trash piled 


Boy can operate. Takes 


Really costs you noth- 


Write 


to y 


Dept. H, Dav- 
enport, lowa 






this waste can be 
turned into cash. 
Send for your 
copy now. 


Jobbers and 
Saleemen Wanted 


Devengzort 
Mfg. Co. 


A 





QUALITY 





American Brand 
SERVICE 


Screen Wire Cloth 








Lasts Longer — Looks Better 


also 


American Bronze, 
Galvanoid Enameled, Painted, 
Bright Galvanized 
All Meshes and Widths 


American Wire Fabrics Co. 


Chicago, Ill. 
FACTORIES : 


Cliinten, Iowa Mt. Wolf, Pa. 


























Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more wher 


you sell 





a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special d 





















HAYES PUMP & PLANTER CoO. 


CALVA , 















New York Wire Cloth Co. 


233 Broadway, New York. Works: York, Pa. 


Successor to 


YORK WIRE CLOTH CO., York, Pa. 
THE WIRE FABRIC CO., Homer, N. Y. 
J. H. DeWITT’S SONS, Brooklyn, N. Y. 
HAMILTON WIRE CLOTH CO., Hamilton, N. Y. 


Manufacturers of 


Wire ScreenCloth 





Opal 
Heavy Zinc Coated 
White Satin Finish. 


Golden Bronze 
Pure Bronze Metal 
Bright (Golden) Finish. 


Egyptian Bronze 
Pure Bronze Metal 
Dark (Antique) Finish. 


Black Painted 
Genuine York Brand 
Black Enamel Finish. 


Look for OUR NAME on the 
hollow bungs within each roll 





It Guarantees 


Best Quality Wire Cloth 
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LOOK FOR THE LABEL 


INSIST and DEMAND— 
Get Strips “ALLEN” Tanned 


a2 = 


Pa 














Boost Your Spring Business 


on Tool Grinders 
THE GLEN 


In these days of big wages it pays to go after the Scvapés Shoes Cleon 
steady trade of carpenters, mechanics and tool users. 
Here’s a sales-winner that helps you clinch the big 


end of this choice business. 


Luther “Best Maide” 


Hand Power Tool Grinder 








How Many Women 


do you suppose would continue to put 
up with tracked-up floors if they 


Special Tilting Frame permits use of either side of 
grinding wheel and insures convenient adjustment 
for any shape of tool. Ball bearings, Dimo-Grit 
wheels, worm gear, oil-tight construction and excep- 


knew there was such an effective shoe 
scraper as the GLEN steel door mat? 


This is the kind of door mat house- 


wives have been wanting for years— 

one that always scrapes the shoes 

Get a copy of the clean. The GLEN is sanitary and 
latest Luther Cat- ‘ » 

= asian alog. A postal self-cleaning, as the dirt falls 
new and @€xciusit b y . : 

Sigs la through to the floor, where it can be 

easily swept away. 


tional speed are other features that clinch the sales. 


Special Luther 
Features and many 


Luther Improve- 
ments bring busi- 
ness to Luther 
Dealers. If you are not already a Glen mat 
dealer send for details of our co- 
operative plan now. 




















McKinney Manufacturing Co. 
Pittsburgh, Penna. 


Luther Grinder 
Manufacturing Co. 
(983) Point St., Milwaukee, Wis. 














Standard Machinists’ 
Swivel Jaw Bench Vise 


Made with tempered steel jaws—check faced. The 
back jaw can be swiveled at will to fit irregular and 
taper work. 

Our absolute guarantee against defects of any kind 
protects both dealer and customer. 

A full line of vises is described and illustrated in 
Catalog 31. Get it before selecting your next st 


ATHOL MACHINE CoO. es Athol, Massachusetts 
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The “Atlas” — 


A Power Pump of 
Many Uses 
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Tips For Hardwood And Marble Floors 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather re-inforced with metal bushing. The chair 
is able to move about freely without noise or scratching the floor. 
The felt washer acts as a cushion. This line is only one of our 
big sellers. Write for catalog. 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 

















The Best Is 
Always Cheapest 


The wise buyer nowa- 
days judges hardware 
cloth by the service it 
gives. By the in-built 
strength of the wires. 
By the’ uniformity and 
evenness of the spelter, 
the regularity of the 
mesh. Finally, by the 
way it wears! 





Fig. 691 


Capacities from 600 to 2600 gallons per 
hour. May be operated by hand, gaso- 
line engine or electric motor. If electric 
driven, -—~ be automatically started 
and stopped, 





This should also be 
your standard of judg- 
ment. We welcome com- 
parative tests of “The 
Perfect” with all other 
hardware cloths. 


For use in Hydro-pneumatic Water 
Systems and for general pumping ser- 
vice, where water is not more than 25 
feet below the pump. The "Atlas" is a 
splendidly built, medium priced pump. 
When desired, air can be pumped with 
the water. 


Write for details about this and also ask 
for a copy of our new 360-page General 

talogue, which tells about more than 
a thousand styles and sizes of Deming 
Pumps. 


THE DEMING CO., Salem, Ohio 


GENERAL AGENCIES 
Chicago: Henion & Hubbell 
Pittsburgh: Harris Pump & Sunplv Co. 
Buffalo: Root, Neal & Co. Agencies in all Principal Cities 


Experience always 
proves ours to be the 
most indestructible! 


























‘beiidenles 
Wire Co. 


St. Louis, - Mo. 


BRANCH OFFICES: 
20 East Jackson Bivd., Chicago 
Mills Bidg., Bl Paso, Texas 








Felt Bldg., Salt Lake City. Utab 



















Gan WE MAKE THEM ALL RN 
ie) ALL STEEL HAME CHAINS PATENTED [0UR sts to cHoose rrom vil 





ene , ONLY ONE QUALITY—THE BEST 
. MOST POPULAR, HANDSOMEST, MOST CONVENIENT AND BEST SELLING HAME CHAINS ON THE MARKET 








PREMAX DODSON ZENITH 





LOOPLEVER 


: i Stronger 
Practical Work Easily. Can be hitched and is every Simple and rapid in 
Never Yield, and unhitched in way supe- operation, the sim- 
Durable Slip or Break. much less time rior to any plest and most con- 
Always Reli- than a leather leather venient lever hame 
able. hame strap. hame strap. fastener made. 


$-129 





NIAGARA FALLS METAL STAMPING WORKS ferivere“Spcciauss NIAGARA FALLS, N.Y., U.S.A. 
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BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 «ne “a 
Twelve Medals of INCORPORATED 1895 
Award at Special Grand Prize 
INTERNATIONAL GOLD MEDAL 
Expositions Atlanta, 1895 





eS Ee se ort 
ee DE takin cA te circ 


Rotent ee 
7 “ + the % 
rae Sete eg 





Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 














HIGHEST QUALITY | If WurraKER-GLESSNER 


REASONABLE PRICES COMPANY 


MAKES 


SATISFIED CUS TOMERS Manufacturers 


PROFITABLE SALES BILLETS, SLABS, 
SHEET BARS, 
BLUE ANNEALED 
SHEETS, BLACK 
and GALVANIZED 
SHEETS AND 


arora S Of QUAL, FORMED ROOF 
<< $ INGS. 


Union Caliper Co. 
Bates Mfg. Co. 
Tool Business of Hill Standard Mfg. Co. 


MANUFACTURERS OF 
CALIPERS DIVIDERS, TAP WRENCHES, 
N SETS. CENTER PUNCHES, 
TEMPERED STEEL RULES 
COMBINATION SQUARES, 
HACK SAW FRAMES, KEY SHAT RULE LOCKS, 
READ GAUGES. THICKNESS GAUGES 


Complete Line of Tool Holders for PORTSMOUTH PORTSMOUTH 
Quinine” Finlay, iat anata rate Bog "Beth asda WORKS: OHIO 


Selling " Agentente less, Dunn & Co., 74-' ~y Murray 8t., 
ity; 84 N. Clinton 8t., Chicago, Ml. 

















Increase Your Sales Voltage 


There’s a break in the circuit if you do not stock these 


Tavlor American-Made Compasses 


Our advertising is lining up the outdoor people. Can you fit out their kits 
when they ask for a Taylor Compass? Here is your customer—the automobilist, 
traveler, tourist, motor-boater, fisherman, hunter, pedestrian, cyclist, boy scout, 
camper, sailor, woodsman, guide. Sell them Taylor Quality Compasses. 


ctinananole, ORDER A SAMPLE ASSORTMENT 


of eight different Compasses: Leedawl, $1.00; Magnapole, $1.50; Flodial, $1.50; Litenite, $2.00; ; : 
Gudawl, $2.00; Aurapole, 92.50; Meradial, $2.50: Ceebynite, $3.00, fitted in velvet lined, easel- back Ceebynite 
tray, 8” x 7%”, for show case, counter or window display. WRITE FOR TRADE DISCOUNTS. Sells for $3.00 


Taylor /nstrument Companies ROCHESTER, N. Y. 
Makers of Scientific Instruments of Superiority. 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 



















AND TIGHT JOINTS 
IN WOOD WORK 





PACKED TO MEET DEMANDS 
100 to box. 500 and 1000 to box. 
And In bulk 














No. 3315, Saw Edge New York Chicago 


8300, Plain Bdge 
Perallel Corrugations See pages 1 and 83 Parallel Corrugations 100 Lafayette Street 73 E. Lake Street 











SCREW AND DROP FORGED WRENCHES 


ALL KINDS—PROMPT DELIVERIES 


y 





THE WHITMAN & BARNES MANUFACTURING CO. 
ESTABLISHED 62 YEARS 
General Offices: AKRON, OHIO New York Store: 64 Reade Street 
Factories: Akron, O., Chicago, Ill., St. Catharines, Ont. 








REVOLVING 
PUNCHES 


Made of forged steel with 
improved, easy working 
joints; the tubes from solid 
stock, each tube being tem- 
pered by hand and the 
turrets made from solid steel rods with highly tempered steel springs. We give 
our punches a fine finish and guarantee them in every respect. 


THE SMITH & EGGE MFG.CO. - Bridgeport, Conn., U.S.A. 














eS 





SIFURCATED RIVETS 


Established Eighteen Eighty-four 


Main Office and Factory 
JUDSON L. THOMSON MFG. CoO. f 
Wal Isk. at? 
Bifurcated and Tubular Rivets, Metal Specialties and Rivet Setting Machines 


ORNAMENTAL SPOTS Write for Catalog and Prices OUTSIDE PRONG RIVETS 
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Dust Pan 
Sales Go To 
The Delphos 


Because its Long Handle 
makes it popular for the 
time and labor it saves, 
and the sales it makes 
simply by its appear- 
ance. It is well-made 
and yields good profits. 


Delphos Mfg. Co. 
Delphos, Ohio 








PREPAREDNESS 43.2%, :*% 


_HORSE SHOE BRAND 





THE AMERICAN WRINGER CO. x. 2 %:, 











The “Air Distributing” Funnel 


Does not bubble or slobber the 
liquid like the old style funnel be- 
cause it has an air releasing collar 
and spout to conduct the air from 
the container. 


Practically Constructed 
— Strong and Durable 


Heavy Galvanized Funnels. 
Made in all sizes. 

















12 imch diameter, 8 inch straight t J ! 
10 imch diameter, 2 inch straight top ; 1 
8 inch diameter, a +} straight i 
6% inch diam., 





We also nti y measuring cans and carry- 
img buckets for oil wagon use. Write for prices. 


THE WM. H. SIGLEY MFG. WORKS Sylvan Grove, Kansas 





TAPLIN 


Double Dasher Beaters. 
Dover Egg Beaters. 


The Baer and most im- 
ro types of e 
— A full variety 
styles, sizes and prices, te 
meet every requirement. 


THE TAPLIN MFG. CO. 


New Britain, Conn. 
New York Office: 
143 Chambers Street 














Guaranteed 
Not to Mar 
the Floor 


Acme Removal Felt Tips are made 
of long haired wool, compressed 
under hydraulic pressure. 

Consequently they wear indefinitely. 

Positive insulators against noise and the only tip guar- 
anteed not to mar the finest floor. 

Demonstrate with samples at our expense 

For furniture of all kinds. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 


Agents: J. C. McCARTY & CO., 29 Murray Street, N. Y. 





== IVES PATENT 
WINDOW STOP ADJUSTER 


Prevents Drafts, Dust and Window Rattling 


© 0 


The only stop adjuster made from one piece of metal with 
solid ribs and heavy bed that will not cup or turn in tightening 
the screw. 

Descriptive circular mailed on application. 


THE H. B. IVES CO. 
Manufacturers of Builders’ Hardware 
NEW HAVEN, ~ - - - 7 ~ CONN., U. S. A. 

















SHELF BOXES 


Price list sent on request 


THE A. H. GREEN CO. 
101 WARREN STREET NEW YORK 


Henry M. KI h Line 
established 1860 still on the job 


Steel 
and 


Brass 


All sizes, %& to 8 
in. This actual 
size of %, 11/16, 
1% and 1% in. / 


Steel and Brass Snaps, all sizes, % to 2% in. This 
cut actual size of No. 4 Swivel Snap, 1% in. iF, 
Brass and Silver Plated Candlesticks, Ball and Fancy | 
Key Rings, Furniture Trimmings, Glass Knobs, 
Glass Prisms, a gape Brass and Carv 
= aety Cutlery 

RR, M. ADAMS, importer ‘and Jobber, Baltimore, Md. 
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<u> Perfect Clinching Hose Mender 


Corrugated 





Joint Fasteners 
The keen saw toothed THE POPULAR. 10c. SELLER 
edge means a quick job SMOOTH, STRONG, TIGHT, EASY TO APPLY, 
—and solid joint. The 
finish is of the well- AND PROFITABLE 
known “Acme Quality.” Furnished with brass or steel one-piece tubes 





Write for samples and SE ah Ceamioastan peecee autins 
L thao COMPA Send for Catalogue of Hose Accessories 
E STEE NY 
ACM 2840 ARCHER AVE., CHICAGO L. R. Nelson a Peoria, [Il. 
Atlanta, Ge. New York City San Francisco Montreal, Quebec Exclusive Licensee Under Patents. 








































MILBRADT 
LADDERS 


will pay for them- 
selves in a short time 
by enabling you on 
wait on more 

gave the wear and 
tear on your fixtures 
and 8, as well as 
bring the appearance 
of your store up to 


te. 
Write for catalogue 
eouss a large 
umber of  astyles 
suitable for all kinds 
ef shelving. 


Milbradt Mfg. Co. 
2410 N. 10th St. 
St. Louis, Mo. 











GO, MLL. 











[he C heape st Because Jest 


HARDWARE | 
= PEARL WIRE 
FOR SALE! CLOTH 


is non-rusting, does not require re- 











_ a eo painting, and is practically indes- 
gel chien tae cae tructible. Copper colored wires in 
ity to get into business for the selvages identify it--our re- 
pe method of cams putation guarantees it. 

Orpsctanty Reshaner ing meet sities The Gilbert & Bennett Manatacturing Co Co. 
239 W. 39th St, N.Y. and the replies will follow. tk Chicag 








BICYCLE PEN-DAR LEAF RACKS 


Used on wheelbarrows with removable sides, for 
Step Ladders leaves, cut grass and rubbish; capacity 10 
els, made of galvanized wire, bolted to a wooden 
are made in base. Price, not including wheelbarrow, $4.00. 
many styles 
and to fit 
all kinds of 
shelving 


Send for catalog giv- 
ing full description 
and prices, 











The Bicycle Step 
Ladder Company MANUFACTURED BY 
62 West Randolph St. EDWARD DARBY & SONS CO., Inc. 








CHICAGO, ILL. 47 ARCH STREET PHILADELPHIA, PA. 
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The Worcester Lawn Mower Co. 


Worcester, Mass. 
Have their NEW CATALOG 
in COLORS ready for mailing. 
Ask for it. 


SELLING AGENTS: 
J. C. McCarty & Company, 21 Murray St., New York 


The Standard “S” Wrench 


This is the Bemis & Call Improved Adjustable 8 Wrench. (Gracefyy 
in design, an all-around wrench, but specially useful in corners and 
confined places where the ordinary wrench is useless. Easily aq. 
justed by thumb of hand holding it, as nut is of sufficient diameter, 
Carefully hardened and tempered. 

Guaranteed B. & C. Quality sells it. 


Write for prices. 


Bemis & Call Hardware & Tool Co: 
Springfield, Mass., U. S. A. 








wo ony ements rs eon psementcame Maree lanes : 


imperial Lawn Edge Trimmer 


Sells on sight. See how easy it works. 
Note the clean, even edge. No moving parts. 
Very durable. Price is right. Good profit. 
Most jobbers will supply you. 


IMPERIAL BIT AND SNAP CO. Racine, Wis. 


nae 


PATENTED JUNE 28, 1910 


©. a 
Genuine NEY Haying Tools 


STANDARD FOR FORTY YEARS 
THE COMPLETE LINE WRITE FOR CATALOGUE 


THE NEY MFG. CO. Canton, Ohio 








Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S. A. 








Quick-Set Steel 





These are some of the 
reasons why the demand 
for these posts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, pted to any 
kind of wire fencing, 
wire strung easily and 
quickly. 


It will pay you to 
handle these posts. big | 
appeal to farmers and all 
property owners. Send for 
our catalog, It is free. 














Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 
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Now is the 
Time 


You should be well supplied with 
Red-Hot Torches and Fire Pots 
and be in a pages to execute 
any “hurry up’ ee jobs at 
once and in the shortest time 

ssible, for there are many odd 
obs at this season of the year 
that must be given immediate at- 
tention. 

If you have on hand a good 
stock o Red-Hot Tools you need 
have no fear from your competi- 
tors. All leading jobbers will 
a at factory prices. 

for free catalog. 


Ashton Mfg. Co. 
Newark, N. J., U. S. A. 





No. 114 Red-Hot Torch 


Perfect Clinching Hose Couplings 


-atented finger con- 
struction prevents cutting 
of hose. The same applies to all 
Perfect Clinching Hose Menders 


Lawn Sprinklers 


For sprinkling large areas 
Our goods make steady cus 
tomers. Get our Catalog on 
these profitable lines 





Sold through Hardware Jobbers 


STUBER & KUCK CO., Peoria, III. 


New York Office 154 Chambers St J. M. Sherwood, Mer 
San Franeiseco Office Rialto Bldg Wim Pp Horn Mer 








SNOW SHOE IRONS 


The illustration shows our 
No. 2 Iron for slate roofs. 
We make a similar one for 
standing seam, corrugated 
and V crimp roofing 

These are the most substan- 
tial irons made 

Write for prices and samples, 
also our general Catalog. 


Everything for the 
Roofer. 


BERGER BROS. CO. 








PHILADELPHIA 
Office: 229-231 Arch 8&t.; Store 237 
Arch St 


Warerooms and Factory 
100 to 114 Broad St 





NO SUBSTITUTE 


CAN BE HAD FOR THE GENUINE 


SHERMAN COUPLING 


Patented 





Wrought Brass, No Sand Holes or Flaws; Hence Saves 


Half the Claims for Leaky Hose. 


Full Waterway. Deep Corrugations. Double Knurled 
Nut. Finish Inside and Out. 
Look for the Name “Sherman’’ on the Nut. 


MADE ONLY BY 
H. B. SHERMAN MFG. CO., Battle Creek, Mich. 











How’s your file stock? If low, sort up 
on a few REX Files. 

You'll find REX Files mighty fast sellers, 
simply because they are mighty fast cutters. 
Good profit. Send for details. 


The Rex File & Saw Co. Newcomerstown, Ohie 

















The Robertson 


‘*Horse Shoe Magnet’’ Hammers 






Silver Medal Panama-Pacific Exposition 





THE HAMMER 
HOLDS 
THE TACK 





. The Best Magnet Hammers on the Market 


——Strong, Permanent Magnets—— 


ArthurjR. Robertson, Sole Mfr., Boston, Mass. 


Owner of the “Horseshoe Magnet” Trade Marks 











RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT 


= 


Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 
easy. 


They are made with both SQUARE 
SHANK and PRECISION SHANK. 


The Russell Jennings Mfg. Co. 


CHESTER, CONN. 














“The Williams’ Policy” 


Give the dealer a full line and his prospect a full page 
that will get them together. 

Did we reverse the formula we would have ample 
space to offer you unsolicited suggestions for conduct 
ing your business, but you would have to create the 
demand and corral the customers. We might sell you 
more wrenches at the start, but you would sell less at 
the finish. Think this over 

We advertise extensively in many journals that are 
read almost exclusively by tool users and but little in 
those they never see. 


J.H. WILLIAMS & CO. 
59 Suncer BROOKLYN, 3.Y. C{TY 
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wood. Joints smooth working, yet 

ord or firm, as required to hold rule up 

properly under all conditions. Ask about our Spring Joint Rules with 
folding hook, just the thing for taking measurements out of arm’s reach, 


" SAGINAW, MICH. 
Send for complete catalog, Tapes and Rules THE [UFAIN f WLE £' o New York Windsor, Can, 





N PI ri ERs = = “oe Round and Oval Punches 


AND 


PUNCHES 


Send for Catalog 














AMERICAN 


Sickle Edge Hay Knife. 


THE NEY MFG. CO., Canton, Ohio 








CULVERTS, TANKS, ROOFING 


and all forms of ex sheet metal work. These sheets ~ 4 highest in quality and resistance 
to rust. Look for the Lg ee Le adgod Seer are trade-mark. We also manufacture Apollo 
Corrugated and Form: k Sheets, Special Sheets, Terne Plates, Etc. 

iding, 


AMERICAN SHEET AND TIN PLATE : eres Frick Bul 








The ATLAS 
Fly Swatter 


Encourage Him 


Some bright boy in your store is show- 
ing a keener desire to know about the 
goods around him than is usually 
aan found in youngsters. 


This boy is of the stuff that makes 
i : real merchandisers. Properly tutored, 
Retails for Five Cents he'll develop into a big, broad-gauged 


Fly Swatters will sell faster than ever man able to lift many of the burdens 


the coming season. Fly Swatting Crusades you now carry. 
will boom in nearly every town. So will 
the Atlas; the best value ever offered in a 


Fly Swatter to sell at 5 cents. See cut. It’s i i interest, . 
made of the best wire cloth with a copper Encourage his continued = 

finished handle. Neat, flexible, and much add fuel to his ambition and make 
stronger that other 5-ct. swatters—lasts ‘ e 
longer. The triangular fold permits en- him more valuable generally, by giv- 


closing your ad if desired—a clever idea. ing him a personal sul ription to the 


We also make the “Atlas” in a 10-ct. style Hardware Age. 


and it’s a “killing beauty.” Watch for our 
next ad. Place stock orders now. We'll 


cheerfully quote prices and terms. in many e Hard eA } 


: scription has been an important factor 
Atlas Manufacturing Co. JeiNsheatinn Menaietiaiaas Maal 


New Haven, Conn. 








This Style 
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“STAR EXPANSION BOLTS” 
STANDARD THE WORLD OVER LEBANON 
iti High Speed 
A ' Lebanon Machine 
Company 

LEBANON, N.H. 

Send for Catalog 
OFSran BiPANaION ROL COMPANY AUGER BITS 

















wart? A merican Wire and 
Peerless 


Tacks 


combine all the essential features of good tacks, and 
are sold under our guarantee of full weight and full 
count. Furnished in either carpet, whe wo rene bill- 
poster or railroad styles; in finish—polished or blued, 
tinned, coppered or galvanized; packed in bulk, kegs 
or boxes, count papers, colored cartons or toy barrels. 
Illustrated catalogue and prices furnished. 


American Steel & Wire Company 


Chicago New York Cleveland Pittsburgh Worcester Denver 
Export Representative: U. S. Steel Products Co., New York 
Pacific Coast Representative: U. S. Steel Products Co. 
Los Angeles Seattle 


San Francisco Portland 


















ARMSTRONG TOOLS 


Tools bearing the name of the Armstrong Mfg. Co. 


are superior made tools. Perfect in construction, ac- 
curate and dependable. 





The name of Armstrong has ever stood for the best 
in service, quality and workmanship. 


Tools With an Enviable Guarantee 


Send for our catalog of Genuine Armstrong Stocks 
and Dies, Water, Gas and Steam Fitters’ Tools and 
Pipe Threading Machines. 


THE ARMSTRONG MFG. co. 
Knowlton 































Prompt Shipment on Receipt of 
Your Order 


congers Bottoms, Copper; Buras, 
‘Orimped \ 


Sheet, Oopper; 
via, ee {Ratan Lay tat 
r; 
bert ol i Copper Shoes, } per; Soldering, 
His sell 
ittsburg 


- HUSSEY CO., 









ae oa bine’ oe 


needs ‘are listed above, write us at once 
Copper and Brass Relling Mile 
Pittebure®, ra. 























SATISFY 


your customers 


DIXON’S SOLID BELT DRESSING 


sells itself after the first trial. It 
has to be good to come up to the 
Dixon standard of quality. Repeat 
orders follow naturally 


How is your stock? 


Made in Jersey City, N. J., by the 
JOSEPH DIXON CRUCIBLE COMPANY 


Xs ESTABLISHED 1827 rs 


0-46 








ff i’s DROP FORGED 
WRENCHES you're 
after, remember 
that P-S Quality 
is Guaran- 
teed. wi 









Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 

















FOR BIGGER PROFITS 


With the next cold snap 
automobile owners im your 
territory will make a grand 
rush for something to pro- 


tect their radiators. In- 

crease your profit by selling 

them 

McKinnon 
Radiator and Hood Covers 
eat har wl eis paekee eatin x8 eratonse 
} a Se ok cams i, ss a stock of the best sellers 
McKinnon Dash Company 
Buffalo, N. Y. 
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C. E. Jennings’ Arrow. Head 
Tool Chests, Tool Cases, Tool Kits 


Tool Oase Ne. 75 Teel Case Ne. 85 


Write for our new catalog of Tool Chests, Tool 
Cases, Tool Cabinets, Boys’ Tool Chests for Holiday 
Trade. Write for our new booklet of Machinists’ 
Tool Cases. 


C. E. Jennings & Co., 71-73 Murray St., New York 


44-Caliber Men 


not 22’s—are the sort who give and 
get positions. through our Want Sec- 
tion. Do you wish to establish con- 
nections with these top notch firms 
and individuals? They are worth 
knowing—and having. Of mutual 
benefit is 


The Want Section 


HARDW ARE AGE 
239 W. 39th St. New York 








THE VERY LATEST 


bargains in the way of hardware stores are 
offered for sale in the “Opportunity Ex- 
change” of this issue. They hold valuable 
investments for you. Why not look them 
up—now? 





ICE TOOLS oiscurr 

DESCRIPTION 

Used by large harvesters, 

dairymen, butchers, cream- 

eries, etc.; also for 

and in hotels, restaurants 

and wherever ice is used. 

Write for Catalog and prices, 
Works: Hudson, N. Y. 


Gifford-Wood Co., “®az,, “*sisaFs 








—_ mark is destined to become 


of the most far-reaching 
factors tn the automobile field. 
The comprehensive sales and 
advertising campaign which is 
bow ander way to assist dealers 


. ~ t one of the most unusual that 

Motor Specialties bas ever come to your attes- 
We invite well equipped, 

pane bardware dealers to 

communicate with us promptly. 


Crew Levick Company, 2227-51 Land Title Building, Philadelphia 





Send for new catalogue No. 10 
WILMINGTON, OHIO 








W-X Shock Absorbers 


For Ford Cars, Four Cush- 
ions of Comfort for each cor- 
ner. Easy to Attach. Fast 
Sellers. Money Makers. 


. PUP WOR css wonrecysseee $7.50 
» Star Specialty Mfg. Company 
227-233 W. Erie St., Chicago 





Estas isneo 1850 
—_— Se pee 
u 


JOHN HASSALL. inc. 
Rivets. 
ESCUTCHEON Pins 
SPEGIAL Wire NAILs 


Cray ano Cans.any Sreceve 
BROOKLYN, 


re — Fr — rk —) 


Iw Ace Meracs 





{<= Sia 





























STEVENS LINE LEVEL 


for mechanics, farm- 
ers, masons, ete. 
Made of aluminum, 
weighs % oz., accur- 
ate and reliable. 
Write for further de- 


tails. 
Newton Falls, Ohio 





Steel Roller and Press Stamps 


Alphabets and Fig- 
ures, Burning Brands, 
Metal Checks. 


THE SCHWERDTLE STAMP CO. 


BRIDGEPORT, CONN. 











THE PEERLESS HANDCUFF 
positively cannot become 
locked in the pocket yet is 


self locking on the culprit’s 
wrists. 


PEERLESS HANDCUFF CO., Springfield, Maes. 


KEEP 


You can get the latest prices from 


PPOGPED .tetcees A: Sa 


Harpware Lists, 
cular and specimen pages. 


DAVID WILLIAMS COMPANY 
239 W. 39th St., New York 








ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware 
Trade. Can be placed im position 
by any carpenter. 

Send for Catalog No. 34 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 











TACKS ‘axe NAILS sou: BOLTS 


Cobblers’ Nails, Bed Screws, Giasier Points 


Sond for now iwstrated satelegue, most seneguiens ond 
(RO oho oman 


SHELTON CO., (Estab. 1836) 
SHELTON, CONN. New York, 96 Warren % 
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SAMSON CORDAGE WORKS 


SASH CORD, CLOTHES 
LINES, SMALL LINES 
ETC. S40 /0# LAVALOG 





MANUFACTURERS OF 


BRAIDED CORDAGE 
AND COTTON TWINES 








“ Lawn Vases 
Settees 


General Iron 
& Wire Werk 


AGENTS WANTED 
eee ceed send forCatalog 

















Ayer, Mass. 


BOSTON MASS. "_ THE STEWART IRON WORKS CO. __:: Cincinnati, Ohie 
SLOYD MORRILL PRODUCTS 
erik KNIV austen 
PRU Sew Sets Lieuid Seap Di 
PAPER eA ane Beach Stops Lead Seal Presees A 
Bez Openers Hand Punches ) \ 
Reand Nail Pullers © Spike Pullers y \, 
Point =—_—_ 
Paper og The apex of queltty resting upon sound advertising, sat- 
— isfactory service, good construction and merit. 
ROBERT MURPHY’S SONS CO. CHAS. MORRILL 


102 LAFAYETTE ST. NEW YORK 








Parker Wire Goods Company 


Manufacturers of 


General and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 





(JoHn SomMens PEERLESS Faucets 
nee BEST BLOCK TIN K 
wren MAPLE WOOD BODY HIGHLY POLISHED 
omy HE eanuime ane ST! aat STAMPEO in TH es TRE weose with 

= TRASE MARK MALTESE CROSS Gs ren cur) 
ee) BawARe OF INMITATIONS 
ee —— SUCH AS FAUCETS SIAR IN SHAPE WITH ALY 


LJ WADE OF LEARIROW,OROTHER INFEHIOR METALS, TINNED OF NICKELED, 
\JOHN SOMMER FAUCET CO. 359 Conran: Ave, Newamc LL) 










“ANSONIA” NAIL CLIP—10c. 


Made by the makers of the “‘Gem’”’ nail clipper. Twelve 
in a box or 12 on a display card. Fast ten-cent sales. 


Big Profit. 
Write 


H. C. COOK Co. 
Ansonia, Conn. 




















THE PHP. STEPHENS oo 


UNION FACTORY 
PINE MEADOW, CONN., U. &. A. 








BROOKS 


WIRE GOODS 


Bright Iron and Brass. Special 
Wire Goods Made to Order. 


' M. S. BROOKS & SONS 
CHESTER, CONN. 





en 


PORTER’S ‘“‘NEW EASY”’ BOLT CLIPPERS 


All sizes. £5 pee ete, Jaws Special Steel. 
Big Sellers. Good progt. Write for prices. 


H. K. PORTER Everett, Mass. 








| 4EW BETTER SPRINGS 


Unrestricted 
etus Bena aw Ena Guarantee 
reakage _ Against Breakage or 
— Sagging at any point 





Dealers everywhere sell them—Prices right pais 
NEW ERA SPRING & SPECIALTY COMPANY 
7“ Woodward Ave., Detroit, Mich. 


Send for Catalog of ‘‘Better’’ Accessories 
FACTORIES AT CHICAGO and GRAND RAPIDS, MICH. 


J. S. DEUSE 


-Manufacturer of 
Auger, Gimlet, Countersink, Screw Driver Bits, 
Gimlets, Countersinks, Reamers, Nail Sets, 
Punches, Ice Picks and Chisels, 


Write for Catalogue 
CHESTER, CONNECTICUT 








GRAY IRON CASTINGS 


LIGHT AND MEDIUM WEIGHT 


Three Complete Foundries Merit Your 
Consideration 
Which We are Bound You Will Receive 


| S. CHENEY & SON, MANLIUS, N. Y. 





140 Years’ Continuous Business 





LARGEST ASSORTED STOCK IN THE WORLD 
Highest Grade Only 


JOB Tt. PUGH $3 33 Phila., U. S.A 








“VICTOR” BOLT CLIPPER 


Send for Catalog 








ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 





ROPE 

MANILA and SISAL 

a tS HAY ead ue 
Manufactured by 


E, T. RUGG & CO. 








NEWARK, OHIO 
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Post Yourself So You Get Your 
Share of the Auto Supply Business 





‘tae 





THA 


HAT 





U no doubt have often thought of add- 
ing automobile supplies to your hard- 
ware line, but for the lack of Knowledge 

no doubt you have felt a hesitancy in doing so. 


Here is your opportunity to learn the business from 
A to Z, and with just a little time devoted to the 
perusal of 


Dyke’s New Automobile Encyclopedia 


during your spare time, you will become thoroughly 
conversant with the business. 


The fact that the book is used by fifty-six of the leading 
automobile schools and over one hundred thousand 
books have been sold and not one returned ought be 
sufficient proof that it will be worth many times its 


cost to you. 


Blacksmith Supply Houses use Dyke’s book to teach 
the blacksmith the business so he can add automobile 
repairs to his business. Electrical Supply Houses use 
Dyke’s book to teach the electrical dealer the ignition 
system so he can add automobile ignition supplies to 


his business. 


Just so with the Hardware Dealer. Do you, Mr. Hard- 
ware Dealer, realize what this book will mean to you 
in time to come ? 


In order to give the reader an idea how complete this 
book really is we will mention the number of pages 
and illustrations devoted to some of the subjects: 


Repairs and Adjustments, . 99 pages, 534 figures 
Ignition and Electrical Subjects, 350 pages, 976 figures 
Delco Electric Systems, 34 pages, 75 figures 
Engines, Parts, Valve Timing, 84 pages, 239 figures 
Carburetion, . 44 pages, 97 figures 
Digest of Troubles, . 21 pages 


There are 50 instructions in all with additional supple- 
ments treating on the Ford, Packard and King, part 
of which is printed in two colors. 


DAVID WILLIAMS COMPANY 


231-249 WEST 39th STREET NEW YORK CITY 








REPAIRING-D ING 

TROUBLE- ALL ELECTRIC 

SYSTEMS SIMPLIFIED 

' it~ IGNITION 
ETC. 




















5th EDITION 


824 Page 7 x 10 Inches 
2370 Figures Cloth Bound 
Price $3.00, Delivered 








WHAT NOTED MOTOR 
AUTHORITIES SAY: 


Eiwood Haynes: “I regard this as 
just the kind of instructor needed, 
in order to show not only the mech- 
anism, but to show it in actual 
operation.” 


Chas. Duryea: “I did not think it 
possible to get so much real. infor- 
mation into such an instruction and 
yet keep it so concise and simple.” 


Barney Oldfield: “‘If a person can’t 
learn from this he can’t learn at all.” 


Elbert Hubbard (deceased), said: 
“Your proposition seems to me the 
most reasonable and direct method 
of teaching a beginner.” 
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TUBULAR-AND GN CH RIVETS 


Have YOU 
Written Yet? 


THE FINISH 








on Wells Pipe Wrenches is not a 
matter of merely taking off the 


rust and scale of the steel. All We have been asking dealers to write for a 


. plan on “a sharpening depot in hardware stores.” 
parts are polished on five emery ; F g dey 
It’s based on the use of a 


wheels, giving a high polish and 
Hatfield 


excellent finish, just such as you 
Sharpening Machine 


would be proud to hand over your 
So many dealers are using it to good advantage 


that we know you'd be interested. 


counter. 





F.E. WELLS & SON CO. 


Greenfield, Mass., U.S.A. 


So just drop us a line and we'll tell you how 
to make money in sharpening razors, scissors, 
knives, etc. 


cs Hyfield Mfg. Company 


21 Walker St. New York City 








(—— 














Drop forged and weldiess. 
There is not a rope made strong 
enough to break these Opened 
and Closed Wire Rope Sockets. 
We have tried it. Made in many 
sizes from 1% inches to 2% 
inches diameter of rope. 


Send for illustrated catalog 
showing over 1500 articles of 
Marine Hardware, etc. 


Thos. 
Laughlin 
Co. 


Portland, Me. 
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The position you are looking for 





Age. 


It does just as well. 





may be looking for you in this 


**ad”’ 


ut an 


“Help Wanted” section of Hardware 
The largest hardware firms in the country advertise here when 
they need competent men. 

If you do not find the place that fits you, 
issue yourself and let hardwaremen know w 
There is always a good place waiting for a good man, and Hardware 
Age will help you to find yours. 
Note—!In answering ads do not send original references—Send a copy. 


t you can do. 


in the next 





Help Wanted and 
Business Opportunity 


Advertisements 2c per word 
—$1.00 minimum rate 


Situations Wanted 


2c per word—50c minimum, 


Display rates on request 
Allow seven words for keyed address. 














Help Wanted 


Help Wanted 


Situations Wanted 


Situations Wanted 





Original letters of reference should 
not be inclosed with replies to ad- 
vertisements appearing in these col- 
umns, as they are frequently mislaid 
and lost. A copy of the reference 
will serve the purpose. 


ARE DESIROUS of in- 
creasing your earnings, write for 
terms on Sollers Self-Calculating 
Scales, something that every carpen- 
ter and pret sem Prem will be glad to 
get and use. Write early and secure 
exclusive right to territory that you 
will be able to handle. Redvess R. 
C. Smyers, Mt. Union, 


IF YOU 


"a 


WANTED-—Salesmen to sell on 
commission the best and cheapest 
Waste Paper Baler made. Every 
merchant needs one. Commission 
large. Address Hercules Baler Co., 
Mifflinburg, Pa. 


WANTED—An experienced clerk 
a retail hardware store on Lon 
20 miles from New Yor 
Fine chance for advancement 
right man. Address “T. U.,’ 
larpware Ace, New York, 


in 
Island, 
City. 
to 

care 


Ww ANTED—Yo. oung man_ experi- 
enced in hardware; must be sales- 
man; willing to work and of clean 
personal habits. *refer man with 
some ability as window dresser. Ad- 
dress “W. B.,” care Hagrpware Acz, 
New York. 


A “PERMANENT POSITION 
with good prospects is awaiting a 
young married man with two or 
three years’ experience in hardware, 
farming implements and house fur- 
nishing goods. Address with copies 
of references, “T. X.," care Harp- 
ware Ace, New York. 








iS THE PLACE FOR 
E 


HERE 
Yo 


YOUR SERVICES. 


WANTED—An experienced man 
to do plumbing, heating and sheet 
metal work. To come at once, steady 
employment for the right man. 
Alkire & Flagg, Hoopeston, Ill. 
ood salesmen 
ainfall Lawn 
Fits 


WANTED—A few 
to sell on commission 
Sprinklers. A new fast seller. 
on any nozzle. Fine side line. Good 
commission. Territory given. No 
competition. Write now. Hardware 
Specialties Co., Springfield, Ohio. 

ieseciatnatpiians 
LINE SALESMAN, calling 
implement, electric and 
Can earn an at- 





SIvc 
on hardware, 
department stores. 
tractive commission selling a com 
gicte line of ey aaning and Wringing 

achines. Give territory covered 
and lines now handled. The Easiest 
Way Mfg. ( On, | » Sandusky, Ohio. 


WANTED—FURNACE SALES- 
MAN. First class man who knows 
the Western game and can get the 
business with a high class line. 
Minnesota, Dakota and Montana ter- 
ritory. Salary and commission. Ad- 
grees “T. K.,” care Harpware AGz, 

ew York 


WANTED—A man 
in retail hardware and implements; 
also can do some tin work, furnace 
and pump work and had some ex- 
perience with Fords. Steady em 
ployment for right party. State ref 
erence and salary required in first 
letter. Address A. R, Anderson & 
Co., Rio, 


experienced 





WwW ANTED—An experienced build- 
ers’ hardware salesman to_ solicit 
business from architects and build 
ers in Greater ew York. Only 
those who are thoroughly familiar 
with this line need apply. Address 
stating age, experience, salary and 
revious connections, confidential, 
‘T. R.,” care Harpware Ace, New 
York. 

WANTED—An experienced trav- 
eling salesman to sell the wholesale 
and retail hardware and garage 
trade. Excellent character essential; 
selling ability must be first class. 
Give experience and references and 
salary expected. Lane Bros., Pough- 
keepsie, ae a 

WANTED—Salesman who is call 
ing on retail hardware trade to carry 
high grade line of kitchenware spe- 
cialties as a side line. Liberal com- 
mission. Address with references 
Ammidon & Company, 31 S. Freder- 
ick St., Baltimore, Md. 


Situations Wanted 





SALESMAN OF EXPERIENCE 
and ability wants position with man- 
ufacturer. Eleven years’ experience 
in the Middle and Southwest calling 
on wholesale and retail trade. Best 
of references; age 38, and well ac 
quainted. Address “B. R.,” care 
Harpware Ace, New York. 


ATTENTION TO RETAILERS 
A hustler and wide awake bard! 
ware man, age 27, acquainted with 
all sides of the hardware field, 
wants position as manager, with a 
retail hardware merchant. Am a 
shrewd buyer, a capable executive, 
an organizer and a producer. Will 
only consider an association that 
offers a career as well as a fair com- 
Fisnowan Address “P. A.,” care 
Tarpware Ace, New York. 





IF YOU WANT A _ POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC. 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO 
READ THIS PAGE? 


HARDWAREMAN EXPERI- 
ENCED in builders’ hardware, tools, 
pipe fittings, factory, contractors’ 
and painters’ supplies. Fifteen years 
as buyer and manager. Address 
‘Ss. S.,” care Harpwarg Acz, New 





THERE SEEMS TO BE AN 
UNUSUAL DEMAND FOR 
HIGH GRADE MEN RIGHT 
NOW—WHAT KIND OF AN 
OPPORTUNITY ARE YOU 
AFTER. WE RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.’ 


POSITION AS MANAGER of a 
wholesale hardware business is de- 
sired by a party thoroughly capable 
of filling such a place. His record 
and references will satisfy as to his 
ability. Address “T. E.,” care 
Harpware Ace, New York, 


A YOUNG MAN OF 
PERIENCE wants position as office 
or sales manager. I have not only 
had several years in actual selling 
experience and office management, but 
have also been in business for my- 
self and am therefore in a position 
to serve the best interests of any 
one seeking a man for either of the 
two positions mentioned. Am not 
particular as to locality but am 
looking for an opportunity of the 
right sort. Full particulars upon 
request. Address “T. I.,” care 
Harpware Ace, New York. 





CAPABLE AND SUCCESSFUL 
salesman and executive. Services 
now available. Long experience in 
manufacturing, jobbing and retail- 
ing of hardware. Address “T. F.,” 
care Harpware Ace, New York. 


SPECIALIST IN SELLING 
ALUMINUM WARE wants posi- 
tion with reliable house manufac- 
turing high grade aluminum prod- 
ucts. I have had 15 years’ experi- 
ence in selling of aluminum ware 
of all kinds and devoted a great deal 
of time to study specializing on this 
one product. Not particular as to 
locality or field of operation. Will 
gladly give full details as to salary 
and other particulars upon request. 
Address “T " care HarpwarE 
Ace, New York. 





EXPERIENCED SALESMAN 
wants position with hardware or 
tool firm for New York or vicinity, 
on salary or commission basis. Per- 
fectly acquainted with the French 
trade and French correspondence. 








j inclined; 


WIDE EX-] op 


Address “R. O.,"” care Harpware 
Ace, New York. 


WANTED—By young man of sev- 
eral years’ experience in general 
merchandise and hardware stores, a 
position as salesman in either of the 
above. Virginia, West Virginia or 
Tennessee preferred. Mechanically 
can furnish best of refer- 
afraid of work. 
care HARDWARE 


ence and am not 
Address “T. N.,” 
Ace, New York. 


WANTED—BY FIRST CLASS 
SALESMAN, a line to sell the job- 
bers and departmental stores through- 
out the Dominion of Canada; have 
had fifteen years’ experience and 
can give highest references. Ad- 
dress “T. O.,” care Harpware Ace, 
New York. 

W ANTED- -POSITION as inside 
salesman with hardware 2 pees | 
house; have had several years’ roa 
experience, also have had several 

ears’ experience managing retail 

ardware store. dress “ ) hy 


__|eare Harpware Ace, New York. 





RELIABLE YOUNG MAN, 
single, 24% years’ experience in retail 
hardware, wishes to connect with 
wholesale or retail concern where 
there is chance for advancement. 

Address “T. S.,” care Harpware 
Ace, New York. 


SALESMAN OF RECOG NIZED 
ability, now covering States of Colo- 
rado, Montana and Wyoming, with 
well known line of builders’ hard- 
ware specialties, is desirous of han- 
dk ng one more high grade manufac- 
turer's line. For particulars § ad- 
dress M. J. McGovern, 1535 Penn 
Ave., Denver, Colorado. 


POSITION AS SALES MAN- 
AGER with wholesale or retail or 
manufacturer; 7 years’ experience 
with large builders’ hardware manu 
facturer. At present employed as 
price assistant to sales manager. 
American, 25 years old. Address 
W.,” care Harpware Ace, New 
York. 


YOUNG UP-TO-DATE HUS- 
TLER with several years’ selling ex- 
perience both in general hardware 
and specialty lines. One who is not 
afraid of work and can produce the 
business, wishes to connect with 
good commission line, Pittsburgh 
and Western Pennsylvania territory. 
Will not consider anything but good 
reliable line. Address Benn Galer, 





6123 Hoeveler St., Pittsburgh, Pa. 


PURCHASING AGENT 
ant, experienced in metals 
mill supplies. This young man, who 
is aggressive, diligent, economical, 
active and energetic, possesses ex. 
ceptional ability and is experienced 
in every branch of work in purchas- 
ing department; excellent credentials 
assured, Will locate anywhere. Ad- 
dress “*] ” care Hanpware Ags, 
New York. 


HARDWARE MAN with 2 
years’ experience in general hard- 
ware as buyer and manager in re 
tail and _ wholesale. \ddress “T, 
Z.,”" care Harpware Ace, New York. 


Business Opportunities 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “R. W. S.,” care 
Harpware Ace, New York 


OF assist. 
» hardware, 





Long established 
hardware business, located in the 
heart of the corn belt in Iblinois. 
Stock and fixtures will invoice about 
$13,000; $25,000 yearly business, 
Good clean stock. Will give 10 per 
cent discount to cash buyer. This 
is a real bargain and will not be on 
the market long. Reason for sell- 
ing, failing health. Address “E, D.,” 
care Harpware Ace, New York. 





FOR SALE 


PROSPEROUS STORE in up-to- 
date Middle West town of 1000, in 
heart of fine farming district; paved 
streets, electric lights, good schools, 
etc.; $10,000 stock of hardware, 
paint, stoves, furniture Undertak- 
ing business combined. Did $35,000 
business last year. Must be cash 
deal. Address “B. F.,”’ care Hanp- 
ware Ace, New York. 





FOR SALE—Stock of hardware 
and plumbing materials; located in 
Eastern New York; will sell or rent 
the building with dwelling. Only 
hardware store in town located in @ 
large dairy section, nearest business 
of the kind in ten miles. Have been 
here fifteen years; poor health rea 
son for change. An excellent op 
ortunity to take up a well estaD 
ished business. Will inventory 
$5,000. Address “‘C. L.,”" care Hap 
ware Ace, New York 


“WE GOT THE MAN WE 
: IT’S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT IS 
TOLD TO US WEEK IN AND 
WEEK OUT. You’LL FIND 
THAT AN AD IN THIS SEC- 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 


FOR RENT—Space second and 
third floor in our new store build- 
ing at 309-311 W Madison St. 
Cobb, Whvte & Laemmer Company. 
Present address, 179 N. Clark St. 
Chicago. 


FOR SALE—Good clean stock of 
hardware and stoves in a splendid 
county seat near Indianapolis Old 
established bus'ness in building 
erected especially for same... Net 
profits 1916, 60 per cent on invest- 
ment. C ‘ash proposiion only. / 
dress “T. D.,” care Harpware Ags, 





New York. 
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Business Opportunities 





—_— 

PARTN! RSHIP WANTED — I 
am a you: nan, 37 years of age, 
full of an n and looking for an 


rtunity to invest money in a 
ed hardware store. Not 


well estab i 
particular to locality. but am most 
anxious t tan am opportunity to 
develop a business, Address “T. 
G.,” care Haroware Ace, New York, 

ENERGETIC YOUNG MAN 
wants to purchase partnership. I 
am a your man full of pep and 
have accurnulated enough money to 


buy a partnership in a hardware 
store. 1 say hardware store be- 


cause all my experience has been in 
that hne liave already been in 
business but am look.ng for a bigger 
opportunity Locality is not im- 


portant. | would like to tie up 
with some other young men who 
believe they have an opportunity 
and are ambitious to develop a busi- 
ness. Full particulars furnished 
upon request. Address “T. H.,” 
care Harpware Ace, New York. 


$7,000 stock of hard- 


FOR SALI : 
ware. ihe stock is absolutely 
“clean.” Concrete store, s.tuation 


couldn’t be better. In a Northwest- 
ern city of 6000 with 1000 on fac 
tory payroll Good oppurtunity for 
the right man. Have to seil whole 
or Managing interest in the com 
pany. This is a “rush” proposition. 
Address “S. F.,"” care Harpwanre 
Acs, New York 

For Sale or Trade 
Best paying hardware store in West- 
ern Indiana. Invo-ce about $7,000 
or $8,000. implements, harness and 
— hardware. the leading 
ines, as it is the only store. Town 
of 500. Good school, churches, good 
roads. Did $36,000 cash business 
1916. If you want good business 
write. Address “R. I.,” care Harp- 
ware Ace, New York. 


FOR SALE—20,000 eighty point 
printed fibreboard containers measur- 
ing 22% x 13 x 10%; also plain 
chip board shell and other size con- 
tainers. Address “T. T.,” care 
Harpwars Ace, New York. 

FOR SALE OR RENT. 

Manufacturing plant at Keese- 
ville, N. Y., operated by water 
power. Build ngs are equipped with 
Main line shafting, and ready for 
installing any special machinery. 
Machine shop and foundry in con- 
nection. For description, price, etc., 
address owner, G. N Kingsland. 
Keeseville, N. Y 

FOR SALE—200 ft. 4% in, galv. 
coil chain at bargain price. Address 
C. F. Hamblen, St. Augustine, Fla. 


100 PER CENT PROFIT to deal 
ers selling “Perfection Steam Vul- 
canizers,” which are the best ma- 
chines in the world for all kinds of 
repair work on tires and tubes. 
Prices, $18 dozen. Five dozen, $75, 

Sample machine sent for $2. 
Sterling Specialt Mfg. Co., 119 
Verplank St., Buffalo, N. Y. 





_ FOR SALE—In village, in farm- 
a Satrict of New York, long estab- 
lished hardware business. Theavest 
hardware store eight miles away; 
$5,000 yearly, could easily be 
doubled, or more, if desired to rush. 
Convenient living rooms, _ bath, 
steam heat, ‘n same building; also 
Pleasant yards, garage, barns, and 
double lot for fine garden and 
chicken-raising. Desire to retire. 
ash, no exchange. “‘W. ” care 
Harpware Ace, New York. 


CHOICE STOCK of hardware, 
furniture and undertaking for sale 
im city of 5000 population. Building 
three stories. located on four corners. 
best location in city: hardware and 
furniture trade established. Would 
like to include residence, which 1s 
well located, in this sale. Other 
business interests make it necessary 
to sell. Address “W. A.,” care 
Harpware Ace, New York. 


W ANTED—Clean business gentle- 
men willng to invest $1,000 with 
Services at good salary and commis 
sion; 10 per cent returns guaranteed 
on investment for 1917; may pay 25 
per cent. This is your chance to 
get. in on the inside of a manufac- 
bn ing business wh'ch promises to be 
dy Kansas City’s greatest enter 

». it your greatest and most 


omising opportunity ite / 
Seton Stove & Mfg Orn '5s09 FE 


15th St. 
ence. 


Mfg. Co., 2509 E. 


Kansas City, Mo. Refer- 
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Simplifying Your Bookkeeping 


BERNHARDT’S DATE NUMBER INDEX SYSTEM 
AND BLLL BOOK enables you to keep track of yeur 
debts, stock and bills; instantly recognize your siow 
moving stock from your quick sellers. Tell when you 
buught it, on what bill number and what you paid for 
it, by a glance at the index number and code on the 
stock. Price 60c. M. Bernhardt, 31 Curtis Pl, New 
Rrighton, N. ¥ 











Bettering Business by 


No. 73 





the Elbow Touch 


on 
FILES 
= OF caeetienl 
% QUALITY 
2g 


Sales 


Talk 





x 
“uy Ayl* 
a3 Yn 


You may recall the story of the front Consider 


line soldiers face to face with the th 


enemy in the present war. The entire 


line had an instant of stage fright Garage Man 


because everyone knew that the ma-| 
jority would soon be dead. Seeing| 
their state of mind the Captain reached| 
out his elbow and touched that of the, 
soldier next to him. The soldier! 
understood the act, reached out his| 


elbow and touched his neighbor, and 
so they did all along that first line. | 
The effect was instantaneous and the 
men plunged forward thrilled with the, 
courage of the Captain's touch. | 

In just this way business is bettered. 
One fellow with the nerve to reach out 
and do something touches elbows with 
the fearsome fellow next to him. 
Fear closes no contracts. How can 
the man who shrinks from advertising 
expect that advertisement readers will | 


credit him with courage and ability 


which he does not possess? | 





Have you the nerve to reach out? | 
Isn't the building of business by con-) 
sistent advertising far more profitable, 
than waiting for something to turn up? | 
In meeting the buying movement of 
1917 where will your courage place 
you? 

Let us tell you how Hardware Age 
can help you. 





Hardware men are 
getting their share of 
the profits on the auto 
mobile business in 
many ways,—selling ac- 


cessories vasoline, etc 


But the man wh 
runs the garage and 
his customers as well. 
may all be your cus- 
tomers for files. There 
are so many jobs of 
tinkering around the 
car, sO many fittings to 
be made, so many lit- 
tle repair jobs to be 
done that there is a 
very frequent need for 


files. 


The dealer who lets 
it be known that he is 
a Delta file dealer, gets 
this trade because 
Delta files are known 
everywhere and can be 
sold under the “money- 
back - if - not 
guarantee 


satisfied” 


So go to it—stir up 


some trade with the 
garage man and put a 
file display in your 
window to get the auto- 
mobile owner. It’s 


worth while. 


The Delta 
File Works 


Philadelphia 
U. S. A. 
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Alaska Freezer Co 

Allen’s, N. R., Sons 

Allith-Prouty Co. 

American Gas Mch. Co 

American Screw Co, 

American Shearer Mfg. Co 

Sheet & Tin Plate Co.122 
American Steel & Wire Co 

Wire Fabrics Co 

Wringer Co 

Armstrong Cork Co 

Armstrong Mfg. Co 

A - SER, Gis is iccdessxsia 121 
Athol Mch. Co 

Atlas Mfg. Co 


American 


American 


American 


Baeder, Adamson & Co......... 
Barnett, G. & H., Co 

Bemis & Call Hdwe. & Tool Co..120 
Berger Bros. Co 

Bernhardt, Martin 

Bicycle Step Ladder Co 

Bishop, Geo. H., & Co 

Bowen Mfg. Co 

Brooks, M. S., & Sons 

Brown & Sharpe Mfg. Co 

Buffalo Steel Co 

Se BOR kc ceus pesiveuns ce 101 
Butterfield & Co., Inc 


Cary Mfg. 

Chapin-Stephens Co. 

Cheney, S., & Son 

Chicago Flexible Shaft Co...... 
Clark, George P., Co 

Cleveland Stone Co 

Coes Wrench Co 

Converse Rubber Shoe Co 
Cook, H. C., Co 

Crew Levick Co 


Darby, Edward, & Sons.. 
Davenport Mfg. Co 

Delphos Mfg. Co 

Delta File Works.... 

Deming Co. svi 

ae ES er 125 
Dietzgen, Eugene, Co 

Dixon, Joseph, Crucible Co.....12 
Drake, A. W., Mfg. Co........ 31 





Eclipse Mfg. Co 

Elastic Tip Co 

Energy Elevator Co 

Estes Mills 

Evertight Piston Ring Co 


Factory Sales Co 
Findeisen & Kropf Mfg. Co.... 
Fisk Rubber Co 


Gifford-Wood Co. 

Gilbert, A. C., Co 

Gilbert & Bennett Mfg. Co 
Goodell-Pratt Co. 

Goodrich, B. F., Co 

ae a Se > Se ee ee 118 
Greenfield Tap & Die Corp 

Griffin Mfg. Co 


Hall, Frank B 

Hammer & Co 

Haney, J. H., & Co 

Hassall, John, Inc 

Hayes Pump & Planter Co 

Heller, W. C., 

Hussey, C. G., & Co 

Hyfield Mfg. Co.........000004 147 


Imperial Bit & Snap Co 
Inland Steel Co 
International Silver Co 
Irving-Pitt Mfg. 

Irwin Auger Bit Co 
Ives, H. B., Co 


TE i Se 124 
Jennings, Russell, Mfg. Co 


Lawson Mfg. Co. 
Laughlin, Thos., 

Lebanon Mch. Co 
Lockwood-Ash Co. 


Louden Mach. Co 
Ludlow Saylor Wire Co 
Lufkin Rule Co 

Luther Grinder Mfg. Co 


McCaffrey File Co 
McKinney Mfg. Co 
McKinnon Dash Co 
McQuay-Norris Mfg. Co 
Milbradt Mfg. Co 
Milwaukee Corrugated Co 
Morrill, Chas. 

Murphy, R., & Sons 
Myers, F. E., & Bro 


National Cash Register Co 
National Mfg. Co 

Nelson, L. R 

New Era Spring & Specialty Co.125 
New Jersey Wire Cloth Co 

New York Wire Cloth Co 

Wey Mie, Cees csiescatic » +120, 122 
Niagara Falls Metal Stpg. Wks.115 
Nicholson File Co 

North Bros. Mfg. Co 

Novo Mfg. Co 


Oliver Iron & Steel Co 
Opportunity Exchange 
Osborne, C. S., & Co 


Page-Storms Drop Forge Co... .123 
Palmer, I. E., Co 3 
Palmyra Mfg. Co.............. 111 
Parker, Charles, Co........... 30 
Parker Wire Goods Co 

Peck, Stow & Wilcox Co........ 89 
Peerless Freezer Co 

Peerless Handcuff Co 


Progressive Mfg. Co...........+ 25 
Pugh, Job T 


Remington Arms U. M. C, Co.. 97 
Rex File & Saw Co 
Richards-Wilcox Co. ........... 85 
Roberts Bife Ces... ccc ccicsscs 125 
Robertson, Arthur R 
Rock Island Mfg. Co........... 111 
Rose, Wm., & Bros 





Rugg, E. T., & Co 





Samson Cordage Works...... 
Schatz Mfg. 

Schenck, Mi. Bi, Co.... ictus 
Schwerdtle Stamp Co 
Shaler, C., Co 


Bhettem Ce. co ccwececcowcsannnn 1% 
Sherman, H. B., Mfg. Co 

Sigley, Wm. H., Mfg. Works. ..118 
Simonds Mfg. Co 

Smith & Egge Mfg. Co 

Sommer, John, Faucet Co 
Sparks-Withington Co. ........ ill 
Standard Stpg. Co 

Stanley Rule & Level Co 

Stanley Works ......... 1, 83, 117 
Star Expansion & Bolt Co 

Star Specialty Mfg. Co 

Starrett, L. S., Co 

Stewart Iron Works Co........12§ 
Stimpson, Edwin B., Co 

Stuber & Kuck 

Stover Mfg. Co 

Sturges & Burn Mfg. Co 


Taplin Mfg. 

Taylor Instrument Co 

Thermoid Rubber Co 

Thompson, Judson L., Mfg. Co.117 
Townsend, S. P., Co 

Trimont Mfg. Co 

Tubular Rivet & Stud Co 


Union Hardware Co 

Union Horse Shoe Nail Co 
Union Tool Co 

United States Sandpaper Co.... 


Vollrath Co. 
Voss. Bros. Mfg. Co 


Ww 


Walworth Mfg. Co 

Warren, J. D., Mfg. Co 
Watson Mfg. Co 

Wells, F. E., Sons Co....-++++* 
Western Clock Co.....--++++** 
Wheeling Corrugating Co 
Whitaker-Glessner Co. 
Whitman & Barnes Mfg. Co..-+ 
Wickwire Bros., Inc.....--+++* 
Williams, J. H., & Co....--++** 
Wire Goods Co 

Worcester Lawn Mower Co..++ 
Wright Wire Co 
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HERCULES 
SPARK PLUGS 
GUARANTEED 
FIVE === YEARS 


RE rT ae 





6 — 
- 


—— 





Note: HERCULES Spark Plugs are strictly a quality product, distributed exclusively by 
leading jobbers throughout the country. 


Write direct to your own jobber for descriptive matter and detailed information as to special 
co-operation offered dealers. 
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Pushing 
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Profits 
Siemon Your Way 











Enlist in the Big Drive 


Three hundred thousand (300,000) subscribers to the Christian Herald are read- 
ing a 34-page advertisement in the Feb. 21st issue of that magazine, telling about 


Louden Special Garage Door Hangers. 
You will receive a marked copy of that paper. Read the advertisement. 


Over two million (2,000,000) people will read a full page advertisement in the 
Saturday Evening Post, March 17th, inviting them to call on local hardware dealers 
for the Louden Garage Door Hanger, the most convenient garage door hanger 


made. 


It meets every condition perfectly. Convenience. Safety. Space economy. 


Beauty of design. Ease of operation. Permanence. Cheapness. 
Larger profits for the dealer than any garage door hanger ever offered. 


Open to all jobbers and hardware dealers. Write us 
immediately for full particulars. 


Ml Yes. thots oll- 


me ite ————————) egress" fepois 





C. M. Berkley Wa y It Rand Company 
Hardware Co. Repeats Burlington, lowa 


Waterloo, lowa December 22, 1915. 1 set 
: , April 11, 1916..... 6 sets 
April 5, 1916 » 1 set May 22, 1916......12 sets 
April 12, 1916 set October 9, 1916.... 2 sets 
April 13, 1916. 2 sets “ October 19, 1916... 6 sets 
May 18, 1916...... 1set Faldareau & Co, November 21, 1916.24 sets 
May 22. 1916 99 este December 27, 1916. 6 sets 
July 8, 1916....... 3 sets Toledo, Ohio F. B. Rval 
August 11, 1916... 6 sets November 17, 1916.10 sets ° » ya 
oe = oe . sets Dacenher 46; 4016140 Hote Detroit, Michigan 
November 916. 9 sets . . ‘ . 
, ‘ > ‘ June 28, 1916..... 2 sets 
November 23, 1916. 6 sets December 23, 1916.10 sets. tember 2, 1916.. 2 sets 
December 16, 1916.12 sets January 24, 1917..50 sets October 21, 1916...15 sets 

















The Louden Machinery Co. 


Fairfield, lowa 


2288 University Ave., St. Paul, Minn. This Transaction Will Take Place Repeatedly, 
1047 Broadway, Albany, N. Y. and In Thousands of Leading Hardware 
1051 W. 35th St., Chicago, Il. Stores Within the Next Thirty Days. Will 
Harbison Mfg. Co., 1219 W. 10th St., Kansas City, Mo. You Get Your Share of the Profits? 
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